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==) APPLETON 


“FIRST” 


PATENT PENDING 


NEW LOCKING EDGE The fastest, most economical and trouble-free method yet devised 
ON BODY i Pe oe OF eee ste 

for making liquid-tight, flexible conduit connections is yours 
Special design of connector body with the new APPLETON “STN” Sealtite Connectors. The 
exclusive wedge adapter used with all APPLETON liquid-tight 
fittings provides a lasting “cold-weld” seal. The “STN” 
provides a positive ground while the adapter pulls up almost 


locking edge bites into box wall 
and forms a constant, uniform 
seal no welding no lock 
nut. always a positive ground! 


flush inside the box to eliminate ragged edges and leave 
MORE WIRING ROOM maximum wiring room. The acetate insulated throat protects 
No projecting threads inside box wires without reduction of throat diameter! Only one wrench 


No weld. Wedge adapter hug . . 

oe deal Gai’ Haak ohare needed to install! Constant pressure of metal-to-metal seal 
tightened. Forms “cold-weld resists vibration indefinitely! Full information and 

seal. No wrench needed inside pee . : . 

box. specifications available on request. 





Patented Brass Ferrule Assures a Positive Ground... 


NEW WEDGE ADAPTER 
Male shank of unique APPLETON Crimping Excludes Liquids & Fumes from Connection 


wedge adapter ‘‘finger tightens” 


into connector body. Flared sur- cy 
face of adapter wedges box wall 4 4 He ek 
against locking edge of body é 444 : r 
Forms full 360° contact on both Ki ' 4 ‘ ie il 
sides of box wall Pe Hy 
_— . ae a 


HERE'S HOW IT WORKS 


Brass ferrule screws into spiralled inner wall of liquid-tight tubing forming 

Acetate, insulating insert re- continuous positive metal-to-metal ground. Compression nut and connector 

cessed into wedge adapter ab- body crimps ferrule into outer neoprene wall to form permanent seal 

solutely protects against wire tgainst liquids, fumes, and other foreign matter. Threaded shank of wedge 

damage without reduction in dapter, when held in knockout hole, finger tightens” into connector 

throat diameter. Perfect for ex be dy. Locking edge on connector body bites into box wall when tightened 
o slg eo (14 turn of wrench) and pulls adapter almost flush with inner box wall. 

treme vibration conditions. Noth- A perfect installation every time .. . quick, easy, safe! 

ing to come loose, deteriorate, P 

crack, or break! 


Sold Through Franchised Distributors Onl) 





New Insulated Throat 











APPLETON ELECTRIC COMPANY 
1701 Wellington . Chicago 13, Illinois 
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flexibility 
begins with 
an empty 
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-and a 
“Stab-in’ 


idea FEDERAL PACIFIC'S NEW TYPE SF FUSIBLE 
; LOAD CENTER LINE—has no fixed circuits 

. 10 standard enclosures take the place of 

208 separate devices ...meet all requirements 

from 30 through 200 amp main disconnects. 








FLEXIBILITY THROUGH 
STANDARD STAB-IN UNITS 
—all 5 are designed on a 11/2” 
module, can be stabbed 
simplified bus in any combina- 
tion, in any position 


ADDED FLEX 
THROUGH DUA 





PLUS THE FLEXIBILITY OF 
FLUSH/SURFACE FEATURE 
each Type SF enclosure c 





either flush or surface n 
Now contractors can meet all day-to-day requirements with a small investment in 10 flexible enclosures, buying stat ts as needed. Bot 
readily available from distributors stock. Write for bulletin 1-215A, Federal Pacific Electric Company, General Offices: Dept. 361, Newark 1, New Jersey 


FR FEDERAL PACIFIC ELECTRIC COMPANY 


The Best in Electrical Distribution and Control Equipme 
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TO OUR DISTRIBUTORS 


At the time of this writing we have just return 





ea from the 


5lst annual NAED Convention in Chicago. It was 4 good 


meeting with 4 good theme--"Let's Make Some Money - 


We at SQUARE D have been actively in accord with this theme 
for a long time. Back in the early part of 1958, we were 
quite concerned with the way price was becoming the primary 
and deciding factor in the placement of orders. In our 
Memo Ad which appeared in February of that year, we urged a 
thorough "review of the basic principles underlying the kind 
of selling job it takes to realize 4 planned profit in a 
highly competitive market." 


As a manufacturer we can do certain things to help create 
a climate favorable to 4 profitable operation for our 
distributors. For example, two months ago we pioneered a 
cash discount of two per cent on motor control. At the same 
time, we helped simplify their accounting procedures by 
allowing once-a-month payments on all of our products. 


In the future we will be looking for other ways and means to 
be helpful. But in the final analysis it is the distributor 
who must assume the major responsibility for putting and 
keeping his operation on an adequate profit basis. 


"Let's Make Some Money" is @ good slogan. Let's work 
together to make it 4 reality. 


Sincerely, 


w. J. Moriarty 
Manager, Distributor Relations 
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° FIND 
PRICES 


when you want them! 


The answer is so simple... you will 
be glad we brought it to your 
attention. National Price Service 
has everything you need fora fast 
sale in one neat binder, which can 
easily be carried into the prospect's 
office. NPS has a simple format, is 
completely illustrated, contains net 
prices, and is always up - to-date! 
Use the coupon below for complete 
details 


HENDERSON-HAZEL CORP. Dept. 8-97 ! 
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Gentlemen: 


Please send me complete details about 
NATIONAL PRICE SERVICE 


immediately no obligation 


| Nome 

Title 
Company 
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Credits and Collections 


This month, EW presents a double 
feature: a special report on the great 
(in fact, the greatest) Sist NAED 
convention (page 6/) and a special 
report on opportunities in selling tools 
(page 43). 

While it may seem that these two 
special reports have little in common, 
we hasten to point out their affinity: 
both are designed for profitable 
reading. 


Go, Man, Go—That’s a phrase an 
EW editor Knows well indeed. For 
instance: Operating out of New York, 
associate editor Bob Bush logged an 
estimated 20,420 miles last year in 
quest of feature articles. And from 
San Francisco, working for two Mc- 
Graw-Hill magazines, Howard Emer- 
son, ran up a total in excess of 26,000 
miles, 

What’s more, in the course of our 
travels, we perscnally called on more 
than 200 distributors (not counting 


those met at conventions, etc.). We 
mention this only to point up that 
our editorial operation is one based 
on using shoe leather—not the paste 
pot and shears. 


Big Indeed—In a footnote to his 
most recent report on the business 
outlook (excerpted on page 108), Dr 
Dexter Keezer, director of McGraw- 
Hill’s Dept. of Economics, comments: 
“From a very treatise on 
‘Drugs and Bugs’ in the Business Re- 
view of the Federal Reserve Bank 
of Philadelphia, we have learned two 
things that seem to have special rele- 
vance to the season. One of them, 
its interest heightened by the special 
exploits of Able and Baker, is that 
‘immigrant monkeys are now arriving 
in this country at an annual rate of 
about 225,000 animals,” with the 
average cost of a monkey about $50 
We had no idea that the monkey 
business is so large.” 

It would be even larger if you added 
to it some phases of the electrical 
distributing business. 


sprightly 
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Full 
perfect threads 


work faster and easier 


Blackhawk EMT Fittings have full, true, perfect threads for ease and speed of installation. 
Bodies of heavy steel — cadmium and zinc finished to eliminate corrosion on the unit itself. Blackhawk’s 
new EMT fittings are rain tight. Quality controlled at every phase of the manufacturing. In demand for 


electrical jobs large and small because they're easy to use. 


Blackhawk’s new EMT fittings are a product of continuing Blackhawk research and automated methods of 
manufacture. Order a stock today to meet the demand for these quality made, EMT fittings. A complete 


range of sizes is now available. 






lackhawk Blackhawk Industries, Dubuque, lowa 
- Jodestries e Where the new ideas come from 
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UNHAPPY 


RISING 
COSTS? 


—How long 
can you afford 
to put off 
switching to 


NON-METALLIC 
BOXES 


THOUSANDS HAVE 


AND CUT COSTS! 


C.S.A. Approved 


UNION INSULATING CO. 
Parkersburg, West Va. 
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Put technicel punch in your selling—toke this 


20-Hour Electrical Course 


08 @ pecteged course © stectrcel sell netrecton prepared espe 
ily by EW for the busy dixtributer coleemen whe wente te get « 
yy weetul techn el bectqrownd * minima of spare time 
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Matriculating 


Dear Sirs: 

I am interested in pursuing your 
20-hour electrical course as described 
in the May Issue (p. 56). Upon in- 
quiring in this area as to availability 
of prescribed texts, it seems that only 
one, “Electrical Systems Design,” is 
in stock in this area. Will you please 
send all three—“Elementary Applied 
Electricity,” “Electrical Equipment 
Manual” and “Electrical Systems De- 
sign” and bill me for them. 

EDWARD DEMATrTEI, JR 
177 BROADWAY 
MILLBRAE, CALIE 


Dear Sirs: 

Reference “20-Hour Electri- 
cal Course” we're interested and 
would appreciate your sending us one 
complete set for our review. Invoice 
for same sent in triplicate to my at 
tention 

After review 
recommend this course to our several 
electrical branches and we'd be inter- 


your 


it is possible we will 


ested in 20 to 30 of such books and 
courses 

R. | 
PERSONNEL DIRECTOR 
NOLAND COMPANY IN( 
NEWPORT NEWS, VA 


OUREDNIK 


Dear Sirs 

. You refer to a 20-hour electri- 
cal course and at the same time you 
indicate three texts that are available 
at a total cost of $14.25. 

Will you please forward the three 
texts that you recommend and bill 
Midland Electric Company, 2125 Su- 
perior Avenue, Cleveland 14, Ohio, 
to the attention of the writer. 

HARVEY E. FRIEDMAN 
TREASURER 
MIDLAND ELECTRIC CO 
CLEVELAND, OHIO 


Dear Sirs 
Re the 20-hour electrical 
we would like to obtain the three 


course 


books required, but we are unable to 
obtain these books locally. Would you 
please forward these three books to 
us. 

J. P. PETERS 
PARTNER, 
INLAND PIPE & SUPPLY CO. 
YAKIMA, WASH 


Dear Sirs: 

I am interested in taking the 20- 
hour electrical course. I, of 
course, am a subscriber to this maga- 
zine and have been for over 10 years. 

I have not been able to find the 
three books necessary for the course 
in any of the local book stores, so 
would like for you to tell me where 
I should send an order for them. Also 
advise if I should send my check with 
the order or if I will be invoiced for 
them. 

KYLE G. HERDER 
6249 CENTRAL AVENUI 
INDIANAPOLIS, IND 


Dear Sirs: 

Please send your three volumes, 
Theory, Equipment and Systems, dis- 
cussed in your May issue of your 
magazine. 

We are considering buying a set 
for each of our representatives. 

Ray A. NIsT 
ASSISTANT GENERAL MANAGER, 
ROBERTSON SUPPLY CO 
ALLIANCE, OHIO 


Dear Sirs: 

In connection with the 20-hour 
electrical course . . . we would like to 
know if you have a separate form for 
guidance in the program of 1-hour 
study 

If available, we would like to have 
about six copies to pass around with 
the books which we have on 


order. 


sessions. 


EDWIN P. CHRISTENSEN 
MID-FLORIDA SUPPLY, IN¢ 
ORLANDO, FLA 


were bowled over by 
the response to our “20-Hour Elec- 
trical Course.” A few of the letters we 
received are reprinted above. 
Another that we 
goofed—we should have been specific 
about where the recommended texts 
could be obtained. For those still won- 
dering: you can obtain the three books 


e Frankly, we 


confession is 


on which the course is based by send- 
ing your check for $14.25 to Dept. 
270-059, ELECTRICAL WHOLE- 
SALING, 330 W. 42nd St., New York 
76, NF. 
sets of books, then you need send us 
only $13.00 per set 


you order five or more 
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The tilt’s in your favor 








when you use CON DEX 








C 0% 


the new —Calor armor 
coded 


New, color-coded Simplex aluminum CONDEX interlocked armored cables 
permit maximum efficiency and flexibility in plant layout planning 


and they make installation and maintenance easy. 


Simplex CONDEX, with armor of galvanized steel, aluminum, bronze, 
or stainless steel, can be applied over cable cores of up to 4 


or more in diameter. 


In many thousands of installations, Simplex CONDEX hes proved its 
flexibility, and its great resistance to crushing and mechanical damage. 
Operates efficiently even in extremes of climate and temperature 


Write for detailed specifications folder. 





) 
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yy plone WIRE & CABLE COMPANY 


79 Sidney Street, Cambridge 39 
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TIMES and TRENDS 
The 51st Stands Out 


We were impressed with the 51st annual convention of the National Association 
of Electrical Distributors as the most rewarding one we've attended. A casual 
check with a varied group of conventioneers—distributors, manufacturers, agents, 
and just about anyone we could buttonhole—confirmed this impression. It seems 
that everyone got something special from the 5lst—ideas, orders, solutions to 
problems, good will, renewed friendships, and even some king-sized hangovers. 

In analyzing the factors that made this convention a standout, we settled on 
the following: 

e A Good Theme—What more trenchant way of putting the industry’s goal 
into a practical phrase could there be than “Let’s Make Some Money!””? 

e A Good Program—tThe speeches and presentations, in our estimation, were 
uniformly excellent. Several dealt with broad general issues—inflation, foreign 
competition, political responsibilities. Yet their impingement on the industry 
was obvious and important. In addition, a host of industry’s special problems 
were aired from the podium. And, more important, solutions were offered. All 
this combined to give the convention real breadth and depth. 

e A Good Atmosphere—We detected evidence of a definite warming of manu- 
facturer-distributor relations. And while the millennium was not yet in sight, these 
signs pointed toward an increasing mutuality of interests. Another contributo1 
to this good atmosphere was the encouragement distributors received to take a 
positive attitude toward their industry, to take pride in its accomplishments. This 
healthy philosophy permeated several speeches. 

rhough it’s often true that the fine words and resolutions of conventions fade 
all too fast, we’re convinced the contributions of NAED’s 51st will have real 
staying power. To give them an extra measure of indelibility, we’ve put together 
a special on-the-spot convention report (page 6/ ). 


Tidal Wave of Tinkering 


We were aghast when G.E.’s Richard C. Holmquist, a speaker at the Slst 
annual NAED convention, recited a series of legislative proposals presently under 
consideration in Congress that would particularly affect selling and distribution 
(page 66). While few from this heaving sea of proposals will ever reach the books, 
they represent a tidal wave of additional tinkering that our elected representatives 
have in mind for our economic machinery. 

If part of Mr. Holmquist’s intention was to shock his listeners out of their 
complacency, he succeeded—especially with this publication. We now subscribe 
to the theory that business and politics do mix—if only to preserve the free enter- 
prise system. Should governmental encroachments on business anywhere neat 
approach the pace of legislative proposals, then the old collectivist slogan, 
“Workers of the world unite, you have nothing to lose but your chains,” may 
well become the rallying cry behind the barricades of business. 





Tool Sales—Too Neglected 


A second special report in this issue calls attention to opportunities in the tool 
market. Too often considered only as a customer accommodation, tools can offer 
an open road to profits—in themselves and as lead-ins to the sale of apparatus 
and supplies. While selling this market presents its special problems, it is one 
nonetheless that has been cultivated with striking success by a number of dis- 
tributors, including some of the largest firms and some of the smallest. 

Why not consider the tool market in a new frame of mind—after what we 
believe will be some rewarding reading (page 43). 
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12 BASIC NUTONE EXHAUST FANS* 
FOR YOUR KITCHENS & BATHROOMS 
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Model 851-N for Ceiling or Wall. Snap-tIn Model 831-N/.. Powerful 8-inch fan for use Modei 870 Twin Blower.. for installation 
motor and fan assembly. $36.95 list. in Ceiling ot Inside Wall. $27.95 list. in cabinet, wall, ceiling. $39.50 list. 





Model 820-NJF..Jet-Fla Fan for Vertical Model 848.. Powerful Vertical Discharge Model 881 Bathroom Fan. A blower type 
Discharge through roof cap. $22.95 list. 10” fan. Snap-in Fan assembly. $29.75 fan with a high static pull.. $25.95 list. 





Model 801..8” Pull chain type for Wall.. Model 811 Deluxe 10” pull chain Wall Fan. Mode! 807 Automatic Wall Fan. Patented 
with weather-tight shutter. $27.95 list. Weather-tight shutter. $36.25 list. flutter-proof shutter. $27.95 list. 
Py iat Fe ee Pe: FP SEE OTHER SIDE 
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NuTone Quality Costs You No Mowe! 
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Specially designed fan blades plus a Closed motor prevents grease from clogging Automatic safety grounding strap. Approved 
powerful 1/20 HP motor for higher air delivery windings ne fins keep motor cool by UL & CSA. Avoids shock and fire hazards. 


Venturi Housing..prevents air back-lashing NuTone Anodized Grille (left) will not corrode Adjustable sleeve insert for different 
This produces higher “Static Pressure Push like the ordinary chrome grille (on right plaster thickness hides rough cutouts 
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TOP OF THE NEWS .. . and its significance to you 





Wholesaling Norms 


Aluminum Activities 





Copper Notes 


Tight Money 
impact Increases 





import Ban 
Request Rejected 


“Fair Trade” 
Fight in Senate 





Light Bulb 
Prices Rise 
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The Electrical Manufacturers Credit Bureau reports the “1958 
Financial Norms of the Electrical Wholesaling Industry,” after 
analyzing more than 750 financial statements for the fiscal year 
ending Dec. 31, 1958. The national norm for the electrical whole- 
saler shows current assets are composed of: cash—5.9 per cent, 
receivables—43.8 per cent; inventory—5SO.1 per cent. Working 
capital ratio is 2.13 to 1, with an inventory turnover of six times 
per year. Average gross profit shows 17.9 per cent. 


Aluminum producers have reported gains in production: Reynolds 
Metals Co. has announced increased production to 100 per cent of 
rated annual capacity—601,000 tons. Aluminum Co. of America 
reports production at 83 per cent of capacity. Kaiser Aluminum 
Says it is Operating at 76 per cent of capacity.—Pittsburgh Standard 
Conduit Co. has entered the aluminum rigid electrical conduit field. 
The conduit will be processed from raw piping supplied by Olin 
Mathieson Chemical Corp. R. G. Mellroy, president of Pittsburgh 
Standard, said he believes “aluminum will at most take about 20 
per cent of the total conduit market, . . . the price of aluminum 
conduit should eventually stabilize at a level somewhat higher than 
the price of galvanized rigid steel conduit”. (See High Voltage page 
16).—Aluminum producers are negotiating for new labor contracts 
to replace those expiring July 31. The steel crisis is beinz watched 
carefully since the steel union also has contracts with a number of 
aluminum industry plants. 


As EW goes to press, indications are that an apparent copper strike 
threat will be delayed beyond a scheduled July 1 deadline. Industry 
officials and mine-mill union representatives have been negotiating 
for a settlement. June 30th was the contract expiration date. Ob 
servers say a strike is a strong possibility 

The Department of Justice has filed an antitrust suit against the 
Kennecott Copper Corp. Kennecott is charged with violation of the 
Clayton Act in acquiring the Okonite Co., wire and cable manufac 
turer. The Department is said to be opposed to a copper industry 
trend of growth-by-merger 


Business may be feeling the pinch as the impact of tighter money 
is said to be spreading. Signs are: borrowing is increasingly difficult; 
cost of installment buying is going up; home builders claim cut in 
profits. To fight it, Administration has asked Congress to raise ceilings 
on rate of interest paid to lenders under law 


A request by the General Electric Co. for a ban on heavy electrical 
equipment imports has been rejected by the Federal Government. 
GE reportedly has claimed shipments of foreign-made heavy elec 
trical equipment are threatening national security. (See page 106 
for details) 


A U.S. Senate subcommittee is in dispute over “fair trade.” Some 
Senators claim a fair trade law would legalize retail price fixing 
others say it is essential for the health of small business 


General Electric Co. and Sylvania Electric Products Inc. have in- 
creased household and industrial retail bulb prices two to four cents. 
Westinghouse Electric Corp., is also considering an increas« 





NEW PRODUCTS 





Circuit Breaker 

First type to offer "visible break," 
according to maker 
New model, designed for NEMA 1A 
has gasketed air tight 
Front cOver opening per- 


applications, 
front cover 


br eaker 
opening 
contact 


check of 
dicator while 
check of breaker 
Both openings have transparent cov- 
ers. @ I-T-E Circuit Breaker Co., 
Philadelphia, Pa. 


mits position in- 
allows 


position. 


side 





Swivel Hanger 


Hanger has free swing of 100 de- 
grees, maker says 


Unit made of steel includes a built-in 
leveling device with a_ visual 
which allows full 1'4-in adjustment 
after fixture is hung, according to 
manutacturer. Finished in baked white 
enamel, standard length is 24-in. e 
Columbia Electric & Mfg. Co., Spo- 
kane, Wash. 


scale 


Lid Covers 


Weather-proof lid covers for large 
receptacles now available 
Covers, Series FSLCL, make possible 
the use of larger receptacles for out- 
door weatherproof applications, mak 
er says. Covers made of non- 
rusting, non-corroding aluminum al- 
loy. e Killark Electric Mfg. Co., St. 
Louis, Mo. 


are 


Silicon Rectifiers 


New line of silicon ac to de power 
rectifiers is now available 
Style-30 rectifiers, 
are said to be compact for wider lati- 
tude in equipment and for 
easier installation in smaller 
Diode has '%¢-in hex stud 
maximum height of 17%, ,-ins 
tron Co., Homer City, Pa. 


weight '2-ounce, 
design 
areas 
and 
e Syn- 


base, 


12 


Rectifier Stacks 


Improved line of large plate seleni- 
um rectifier stacks available 


Stacks are 
withstanding 150% 
greater than New 
cup-washer design of the stacks has 


said to be capable of 
currents 


models. 


surge 


previous 


improved the electrical contact area 
to each cell and reduces the possi- 
bility of high current concentrations 
on the cells, maker says. Cells range 
from 3%s-in round to 5 by 6-in with 
current ratings from two to 15 amps 
per e General Electric Semi- 
conductor Products dept., General 
Electric Co., Syracuse, N.Y. 


cell. 


100-wt Light Bulb 


More output than two 60-wt bulbs, 
maker says 
New 100-wt incandescent light bulb. 
called the “Pearl White,” is size of 
60-wt bulb and offers light output of 
than 60-wt bulbs, maker 
says. Produces 5% more light than 
previous 100-wt bulbs, due to use of a 
vertical filament instead of horizontal 
filament, maker Inner filter 
coat of the lamp is said to reduce glare 
and softens shadows for greater light- 
ing comfort. ¢ Sylvania Lighting 
Products div., Sylvania Electric Prod- 
ucts, Inc., New York, N.Y. 


more two 


Says 


Switch Devices 


Series of modular lighted indicator 
and pushbutton types 
series 2, two main mounting 
barrier-mount and 
number of units 
with barriers be- 
on end of 


lermed 
styles are offered 

flange-mount. Any 
may b2 combined 
tween the units and 
group, manufacturer says. Wide range 


each 


of indicator colors and styles avail- 
able. ¢ Micro Switch Div., Minne- 
apolis-Honeywell Regulator Co., Free- 
port, Ill. 


Luminous Light Source 
Incandescent light source has no 

visible holder, maker says 

Shallow opal glass bowl in round or 

rounded-square “Opa- 

lux,” appears to float on ceiling due 


forms called 
to regressed ceiling pan, manufactur- 
er claims. Inner ring supports glass, 
making a light-tight seal with the 
ceiling. UL approved. Units available 
in 10%, 12%, 14%s-diameters. ¢ 
Lightolier, Inc., Jersey City, N.J. 


Bus Drop Cable 


Provides flexibility in connection of 
overhead power sources 


“Plasticote” jacket is highly resistant 
to damaging acids, moisture and abra- 
manufacturer. 
AWG 
Three- 
annealed 


according to 
Available in wide range of 
sizes from No. 14 to No. 2 
conductors of stranded, 
wire are insulated with color- 
coded plastic. One uninsulated con- 
ductor is divided into three 
e Chester Cable Corporation, Ches- 
ter, N.Y. 


S10on, 


copper 


parts 


Luminaire 

Designed for use in banks, offices 
and stores 
luminaire 
Series 
T-bar 


Surtace attached 4- x 4-ft 
features luminous side panels 
6228, prismatic, 
which each 


vides a luminous 


acrvlic 
lens, and pro- 
center strip of the 
same brightness as the them- 
selves, maker says. e Holophane Co., 
Inc., New York, N.Y. 


uses 


supports 


lenses 
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THE 
MEASURE 
OF 
QUALITY 
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Distinguished Styling 
Style is the keynote of modern kitchen desigt ind Trade-Wind pr 
designs with which to accent the kitchen 
Customer Convenience 
Space Saver designs free the entire cabinet for storage; the exclusive T 


] ] 


control; real copper and stainless steel are specially finished for lifetime ser 


I 


Certified Performance 
Every Trade-Wind Ventilating Hood and Ventilator is guarant to pl 


performance. 


You'll Get Even more in 59 with Trade-Wind 


i | 
| Do 
Prades sites BRAND THAT HAS QUALITY IDENTIFICATION 
_— | —~ | i a. 
¥ | Ns | SS = ’ X a: 
3501 Ventilating 2501/1501 Space Saver Pre-Wired Patriciar 1701 Bat oO 
System Ventilators Ventil. iting Hood | Hoods Ventilating Hood ht \ t Ventilat 





, Soude-DVtuid toy Ht), “fic. 7755 PARAMOUNT PLACE, PICO-RIVERA, CALIFORNIA 


DIVISION OF ROBBINS & MYERS,INC —DEPT. EW 
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NEW PRODUCTS 





Pulling Elbow 


Designed for use with 90° connec- 
tions using liquid-tight conduit 
New JIC 90° pulling elbow is liquid- 
tight, weather-proof, and dust-tight, 
according to maker. Large cover op- 
ening provides access for pulling wires 
in installation. Fitting is made of mal- 
leable iron, has cadmium plate finish 
and has galvanized steel cover, mak- 
er says. ¢ Appleton Electric Co., Chi- 
cago, Ill. 


Compression T-Taps 


Can be applied with compression 
tool having 5%-in groove. 


Taps made of cast aluminum. Sleeve- 
like part of connector traps the main 
line, maker Tap connection is 
made by joining the tap line and the 
stud of connector with 1/0-size serv- 
e A. 


Says 


ice-entrance compression sleeve 
B. Chance Co., Centralia, Mo. 


Radiant Sphere 


New line of radiant hand-blown 
opal glassware now available 


New line features opal glass sphere 
Available in 10, 12 and 14-in 
diameters, and can be used singly or 
in clusters. Equipped 
holder with positive 
socket and %%-in 
Thomas Industries 
Ky. 


series 


with 

lock, 

diameter 
Inc., 


ceiling- 
medium 
stem. @ 
Louisville, 


Service Entrance Caps 


New line introduced for use with 
conduit 


Caps feature clean surface through- 
out, sturdy roominess 
inside of head to accommodate cable 
bend, and 
screws to 
duit, manufacturer. @ 
Allen-Stevens Conduit Fittings Corp., 
Woodside, N.Y. 


construction, 


hardened 
hold on 


special case 


assure solid con 


according to 


14 


Mercury-Vapor Luminaires 


Features both angular reflector and 
refractor 


Luminaire, No. 510-CC has “tilted” 
design, according to manufacturer 
Refractor is suspended and 
within frame. Unit incorporates con- 
stant wattage ballast contained in one- 
piece aluminum housing. Frame and 
refractor secured to luminaire housing 
by safety hinge and automatic latch. 
maker says. e Nepo Manufacturing 
Co., Chicago, Ill. 


sealed 


Outlet Box Hanger 


Hanger designed for acoustic tile 
hung ceilings 
Hanger is designed for use where junc- 
tion boxes, conduit or tubing must 
be suppo:ted in the ceiling. Fastens 
to ceiling channels or building struc- 
tural members. Made of 12 Xx *s2 gal- 
vanized steel; with all 14-20 
for greater clamping ability. e Elec- 
trical Fittings Corp., Woodside, N.Y. 


screws 


Fluorescent Lamps 


New 40 wt lamp has contact pins 
that light up, maker says 


New idea in fluorescent lamps. 
bases which light up, due to trans- 
lucent plastic material Lamps 
provide 21% increase in light output 
similar types presently in_ use, 
Lamp produces 3,200 lu- 
manufacturer, 


has 
used 


over 
maker says 
mens, 
due to change in gas pressure inside 
tube, more efficient cathode. 
ed uniformity of phosphor particle 
size, and improved gas mixture. ¢ 
Westinghouse Lamp Div., Westing- 
house Electric Corp., Bloomfield, N.J. 


according to 


increas- 


Side-Entry Lampholders 


Fluorescent lamphoiders meet min- 
imum space requirements, maker says 
[Types S59i-L and 591-R avail- 
able. Matched left and right units lock 
I-8 lamps. Phosphor bronze contacts 
insure positive gripping for electrical 
contact, maker says. e Kulka Electric 
Corp., Mt. Vernon, N.Y. 


now 


Pressure Switch 


Switch designed for machine tool 
hydraulic systems 


Unit, Type T, has die cast aluminum 
exclude oil and 
water, maker Switch has cali- 
brated range and indicator to 
show operating pressure. Type T will 
also meet NEMA 12 requirements, 
manufacturer claims. @ Allen-Brad- 
ley Co., Milwaukee, Wisc. 


enclosure sealed to 
Says 


scale 


Automatic Heater 


New portable electric heater fea- 
tures instant heat, maker says 
heater, called 
“Fan-Glo Heetaire” is available in 
1320 or 1650 wts, and is finished in 
grey. According to manufacturer, its 
red-glowing elements produce heat in- 
stantly. Thermostat automatically 
maintains temperature selected for 
45° to 85° F. e Markel Electric Prod- 
ucts, Inc., Buffalo, N.Y. 


Automatic portable 


Fittings 
Available in complete line of hub 
styles, maker says 


Series GEJ., explosion 
available in complete line of hub 
styles with 1! and 2-in_ hubs. 
Made of aluminum alloy, they meas- 
ure 66-1n In and 3'4-in 
Available with blank flat as well 
as 3-in and 5-in deep dome covers. e 
Killark Electric Mfg. Co., St. Louis, 
Mo. 


proof fittings 


2-1n 


diameter 


deep 


Solenoid Contactor 

Designed for general purpose and 
machine tool controllers 
New 
4, de 


able 


150 NEMA size 


now 


amp. standard 
solenoid 
Main 
break, silver-to-silver 
with integral 
dividual molded arc resistant 
and arc barriers for each 
Ward Leonard Electric Co., 
Vernon, N.Y. 


contacto! avail- 


features include: double 


main contacts 
magnetic blowouts, in- 
hoods 
pole. e 


Mount 
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FUTURLITER — 


Guth lighting . 


* 
PRISMOID GRATELITE— 
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re LIGHTING 


General fatigue, eye- strain 
este Maleb 4b i-t-)llile Mael ttle ll») 
Tail olae)el-tam ite lalilale i 


FUTURLITER® 
with cross baffles 


GUTHLITE © 


with GrateLite Louver Diffuser’ 
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THE EDWIN F. GUTH 
2615 Washington Blvd 
St: Lovis 3, Mo 


Al) 


TM. Reg., U.S. & Can. Pats. Pend 
U.S. Pat. No. 2,745,001 
Can. Pat. 1957, No. 538,245 
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Charlie Contractor got pretty darn tired 
Paying overtime to guys that he hired 
He now buys products*designed 
With this problem in mind 
A cinch to install, and easily wired. 


" TOQLESS, oF course 


Mul 


RANGE HOOD-FAN 
COMBINATION 


Powerful under-hood twin blowers, 
fully filtered 

Enclosed light 

Duct at 
space 
Pink, 
or solid 
Easy to install and maintain 
Push-button 2-speed control 


rear, wastes no cabinet 


yellow, turquoise, coppertone 


stainless steel 


PROGRESS MANUFACTURING CO., INC. 
EW-7, Phila. 34, Pa. 


Please send me 
complete information on Range Hood 
name of local distributor 


NAME 
COMPANY 
ADDRESS 


HIGH VOLTAGE 





‘What about Aluminum Conduit? 


That 
the speech presented May 22 by Rob- 
ert G. Mcllroy, president, Pittsburgh 
Standard Co. before a closed meeting 
of customers and distributors. At this 
same meeting, announcement 
made of Pittsburgh Standard’s entry 
into the production and distribution 
of aluminum rigid electrical conduit 
through an exclusive agreement with 
Olin Mathieson Chemical Corp. 

Short excerpts from Mr. Mcllroy’s 
address follow: 


was the provocative title of 


was 


HERE is probably no electrical 
product more talked about today 
than rigid aluminum conduit. 

You have all noted the tremendous 
amount of advertising and the edi- 
torials in the trade journals on this 
product; most of you have, no doubt, 
seen the exhibits of the leading alumi- 
num producers, and most of you have 
been contacted directly by their pro- 
motional and sales personnel. A pro- 
gram backed by tremendous resources 
has been launched for the purpose of 
displacing rigid steel conduit as the 
primary raceway system. 

That is why I believe that it is im- 
perative at this time for all of us, 
manufacturers, wholesalers, contrac- 
tors, engineers, and utilities, to thor- 
oughly investigate this product and 
decide on our individual course of 
action. We at Pittsburgh Standard 
are in a particularly good position to 
help make this evaluation, for we are 
the first manufacturer of rigid steel 
conduit who is also producing and 
selling rigid aluminum conduit. 

The first and most important thing 
that we should do is determine wheth- 
er or not aluminum conduit serves 
the basic purpose of a raceway as well 
as or better than steel conduit, re- 
gardless of price. 

What is the basic purpose of a 
conduit raceway? It is a channel 
specifically constructed for the pur- 
pulling in or withdrawing 
electrical wires or cables after it, the 
conduit, is in place. In other words, 
a “guaranteed” hole. lis primary func- 
tion is to provide mechanical protec- 
tion for the wires and electrical safety 
for both and property. It 
must have adequate capacity for fu- 
ture expansion and be readily adapted 
to changing conditions. It must 
mechanical protection 


pose of 


persons 


also 


yrovide from 


outside and from within the system 
itself. 

If it is determined that aluminum 
conduit serves these purposes better 
than steel conduit, particularly in 
certain types of installations, then 
the matter of price becomes only 
relative. 

Many arguments have been stateu 
both for and against aluminum con- 
duit, and most of the reports that 
we have seen to date seem so slanted 
and so full of holes that they warrant 
little consideration 

Now, how do we who manufacture 
both compare them? 

First, aluminum 
weight and special properties does 
have some advantages. We are not 
sure, however, just how valuable they 
really are to the man who buys race- 
way protection. We have always 
been convinced that a premium will 
be paid for advantages, and 
aluminum’s advantages, while present 
for many have not been suf- 
ficient to claim this premium. Other- 
wise, it not have been 
sary to the price in a 
of steps to a point which is suddenly 
6% lower than the cost of steel con- 
duit. Keep in mind that aluminum 
costs more per pound than steel, and 
you'll why we suspicious. 
Steel are quoted at 4¢ 
per pound compared with aluminum 
pigs at 24.7¢ per pound. 

The obvious answer to us seems to 
be that the aluminum producers did 
not feel that they were penetrating the 
conduit field as deeply or as fast as 
they had anticipated. One report we 
have heard is that they expect to 
obtain 75% of the total industry 
volume by 1965. What better way of 
speeding things up than by cutting 
prices—and we have just seen their 
sharp reduction in price from 40% 
above steel to 20%, to 3%, and now 
to 6% below steel. If aluminum 
producers can do this and still make 
a reasonable profit, I believe that 
the steel producers have much to fear. 

If on the other hand the aluminum 
producers are Only taking such action 
to penetrate the field and are doing 
so on a Subsidizing basis, then they 
may be making a error and 
in the long run the producers 
have less to fear 

It is reported that the aluminum 
producers feel that the manufacturers 
conduit are asleep at the 

Continued on page 120 


with its lighter 


real 
years, 


neces- 
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would 


reduce 


see are 
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tragic 
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of steel 
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There’s a Royal Flexible Cord for every service made right ind pack 
aged right for fast, easy selling. Royal can fill FROM STOCK all your 
requirements for Rubber, Neoprene and Thermoplastic Portable Cords, Fix 
ture Wires, Lamp Cords, Heater Cords, Machine Tool Wires, Thermo Cables 
Bell Wires, and Coaxial Cables. Your nearby Royal representative is ready 


to give you full details, prices and prepaid shipping information 


ROYAL ELECTRIC CORPORATION, Pawtucket, Rhode Island 


ay 
4% ey 
ie LectRic /T 
EXTENSIONS CAPS AND FUSES WIRE AND CABLE WIRING 


CONNECTORS DEVICES on ossociate of 
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my wife taught me a lesson... 


2 a> 
i) 


fey SRA? tor 
ws 


Kav 
FQ! 


little woman how to do some smart buying. I 


Recently, I decided to show the 


combed the paper for “specials,” made notes on 
store addresses, and set out full of confidence. 
However, at her insistence we stayed in one store 
the whole time. Never did go after my specials. . . 
and I'll have to admit the place we shopped had 
about everything desired by civilized man. 
Later, back at the office, I realized the wasted 
gasoline, rubber, energy and shoe leather just 
wouldn’t have been worth the saving. The lesson 
was clear. You and I, as electrical wholesalers, can 
save time and money by consolidating purchases 
wherever possible. For every extra purchase order 
that isn’t written, there are also receiving reports, 
checks, inventory sheets, that don’t have to be 


written. There are fewer shipments coming in. 
Fewer cartons to open and then there’s always the 
savings in freight. 

One way to cash in on these efficiencies is to buy 
electrical supply items from Porcelain Products 
Co. They make 127 different items for sale 
through recognized electrical wholesalers. They 
can furnish you a well rounded line including 
wireholders, mast kits, house brackets, Copper- 
weld ground rods, racks, spools, clevises, wedge 
grips, split bolts and many, many others. Porce- 
lain Products Co. has been serving the industry 
since 1894. Let their full line help lead you to 
more profit. 

For more information just write for the name of 
your local representative. 

PORCELAIN PRODUCTS CO. : 
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WORLD’S MOST WIDELY USED 
ELECTRICAL TEST INSTRUMENTS 


AMPROBE 


THE ONLY LINE THAT COVERS ALL YOUR TESTING NEEDS 


eeeeeeseeeeeeeeeeeeeenteeeneeeeeeeeee#eeeet#e* eee 






eo fo 7-2 
/\ yo) 
AMPROBE RS-1 


E } | — 
i= le | \ The economy snap-around volt am- 
= = : | meter with many features of the 


AMPROBE JR. 


The advanced voltage tester that 
gives you current, too. Available in 


great RS-3 including rotary scale, seven models, ranging from 10 amps 
pointer lock, printed circuit, and ad- to 100 amps in either 125/250 or 
vanced movement design. 4 current 150/600 volts. Choose the model 


ranges. 2 voltage ranges 


that fits your job nl 19.85 
Only $39.85 Only $ 


eC @€ 662696906666 6 2.4.89 6 6.6069 @ 6:2 6 8'O @ 8 6-8 6 0 2.8 8.6 86.8 6 


AMPROBE RS-3 





AMPROBE AMPROBE 
DECA-TRAN ENERGIZER 
Makes your Amprobe the world’s most Multiplies the sensitivity of any Am 
flexible and versatile electrical test probe ten times—for precise readings 


on small appliances and fractional 


horsepower motors Only $3.75 


instrument. Extends amperage read- 
ing 10 times. Gets readings as high 


as 1200 amps. Only $24.75 


i id de ee ee ee ee eee ee ee es ee ee ae ee ee ee eo oe se ea ee a ee a ee a es ee 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, N. Y. WORLD’S LARGEST MANUFACTURER OF SNAP-AROUND VOLT-AMMETERS. 
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Point out these 3 facts to your customers: 
]. They'll make more money with G-E 
Christmas lamps than with imports 


Test stores proved if... 
look at these figures 


Test stores were high volume; gave only equal display to 
General Electric Christmas lamps in 5-bulb packs (at sug- 
gested retail price) and to low-priced imports. As you see 


G-E lamps outsold imports by 25% in units. And they made 
Avg. per store G-E Import dollar profits from 77% to 124% greater. (Same sales pattern 








was found by a major chain, independently making its own 


Units 12,000 9,000 equal display test!) Point out to your customers that it all adds 
Dollars $1,733 $688 up to this: The more display they give G-E Christmas lamps, 











the greater their sales and dollar profit! (And the greater 


Profit $798 $282 yours will be, too!) 


2. Order these G-E lighted display deals 


...either or both...along with your stock of standard G-E, 5-lamp packs 
..-you'll sell more of all! 


ey C06 cea ote, . . 
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Special Snowball Assortment 


Your customers will go for this new G-E 
Snowball lamp! Snowy white ‘til it lights 

. in beautiful non-glaring colors. 120 of 
these new lamps in 20 cartons (assorted 
colors) plus free lighted display with 6- 
socket string set and price card. Order it, 
along with plenty of fast-moving 5-lamp 
packs of standard G-E Christmas lamps. 


es 7 


~£ y/ ‘ Ay 


CHRISTMAS 
LAMPS 


prove pean, dacordiate nahin 
DEPENDABLE 
ie LONG Life 
 COOL-BURNING 


hook tor the ($1; on every bulb 


< 
al 


#226 G-E Lamp Assortment 


Includes FREE lighted display that attracts 
and demonstrates (with 14-socket string 
set) plus price card . . . all in one case 
with these quick-selling new lamps: 96 
D30’s; 80 D15’s; 15 D27’s. Order either 
or both assortments from your supplier 
and attract more attention to all your G-E 
Christmas lamps. 


ae G-E ads will blanket the country in December to boost 
your sales. 286 Sunday newspaper supplements will carry 
full color ads to reach 34,500,000 families. 


Miniature Lomp Deportment, Generol Electric Co., Nela Pork, Cleveland 12 


GENERAL @@ ELECTRIC 
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Tape ut easy, M ac! 





Gold Seal Tape splices neatly, fast 


It has high dielectric strength without bulk — a big advantage SKE THis 














in many splicing jobs. It’s elastic . . . easy to mold into a neat, ; 
thin wrapping. Just what the doc ordered for cramped areas, Son YOU ser 
but we birds see more Gold Seal used for insulating cable splices —— on 
than any other tape. High service line or terminal box, quality 

and convenience talk —and that’s Gold Seal Plastic Tape, 

in the handy 20 ft. roll. Try it! Jenkins Bros., Rubber Division, 


100 Park Avenue, New York 17. Hondy Pack 








IN HANDY 20 FOOT ROLLS 





bold Seal FRICTION — RUBBER — PLASTIC Tapes Commercial and Specification Grades 
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It wouldn’t be a good practice to bury any RR cable 
directly in the earth where mechanical damage 
might cause an outage. BUT, in practically all other 
situations involving voltages up to 5000 volts, con- 
tractors and engineers are finding this versatile 
power and lighting cable pays off in installation 
savings and trouble-free service. 

Protected by a Trioprene sheath, Triangle’s 
special neoprene compound, RR Cable is flexible, 


bai * 
ane 


A 
~— 


lightweight and tough. It has good aging and heat 
resisting properties, and is designed to give long- 
time trouble-free service. It’s easier to handle, 
splice and terminate than metallic sheathed cable. 
Its first cost is less, and it requires neither conduit 
nor ductwork under most conditions. In addition to 
direct burial, RR is also suitable for aerial and duct 
installations. 


Find out more about this versatile power cable. 
Write for a copy of the Triangle RR Cable folder. 


Buy right—buy from your distributor 


TRIANGLE CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, NEW JERSEY 


‘rMUST Be Reght 
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FIXTURE CATALOG 


a complete guide to decorating with light for happier living! 
7 aia i 
. ! > 
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@ New Fixture Designs Pe Fle Your 

_& 6 i AN FREE Copy 
® New Lighting Ideas a Today 
@ New ‘‘Lighting Use'’ Guide =" 


j Here’s the finest selling tool you could ever hope to have! A 
@ New Sales Appeal gorgeous full color lighting catalog that gives homeowners the 
decorating advice they need...tells and sells them on how to 
use Star Light fixtures for happier living. Bound to move 
fixtures as never before. Nationally advertised, powerfully 







merchandised, ready for you now. 






THOMAS INDUSTRIES INC. Dept. EW-7 


Milly 
Lighting Fixture Division + 410 S. Third St., Louisville 2, Ky 


% 


RL 
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SS 





THOMAS INDUSTRIES INC. 





# =$ Send new free STAR Light fixture sta . ve 
“ins LIGHTING FIXTURE DIVISION ‘ 
410 S. Third St., Louisville 2, Kentucky Company 
Address 
MOE LIGHT - STAR LIGHT - BENJAMIN 
City Zone State 


ENCHANTE SAN MARINO 


Name of Individual 
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Design-matched lighting components 
all from one source cut call-backs 





Revere offers widest line of outdoor lighting 


No matter what the outdoor lighting job, Revere has the 
equipment for it. Revere offers a wide range of incan- 
descent, mercury and fluorescent lighting fixtures, cluster 
lights, hinged and rigid poles, transformers, and acces- 
sories. The complete Revere catalog is all you need to 
be in the profitable outdoor lighting business. 


Matched units for trouble-free installation 
You can cut contractor call-backs by ordering all com- 
ponents for an outdoor lighting job from Revere’s 
matched line. This assures you that the equipment will 
fit right for proper installation. It means one delivery 
from one manufacturer no wasted time co-ordinating 
and expediting deliveries from several suppliers. 


Lighting layout service helps you sell 

Revere’s qualified engineering staff is always ready to 
give you professional outdoor lighting layouts fast 
and at no charge. Into each Revere layout goes 30 years 
of concentrated outdoor lighting experience you're 
sure the lighting is engineered for peak efficiency. Send 
us specifications for your next outdoor lighting job. 


Simplified ordering, pricing, billing 

You can save time and money by ordering all your out- 
door lighting equipment from one reliable source. With 
Revere, you can select all components from one catalog. 
place one order, have one price source, receive one 
invoice. Sales costs and clerical detail are kept to a 
minimum, and your overhead is reduced accordingly. 


Write for Revere Outdoor Lighting Catalog 


vail Mg laage hina LIGHTING 


Revere Electric Mfg. Co. 


Long Distance Phone 


In Canada 


\ 


irban Niles) 


WUX Niles 


7420 Lehigh Avenue e¢ Chicago 48, Illinois (In 
7-6060 e Chicago Phone: SPring 4-1 


Curtis Lighting, Ltd., Leaside, Toro 
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to CIRCLE 


ONE SURE SOURCE OF SUPPLY 
for all your wire and cable needs 


contractors look for reliability of product, ample stock 
| 


Circle distributor, you’re assured 


In wire and cable, 
and friendly service. Working thr« 


ona 
ivila 


of all three ... and here’s why. 
Take product reliability. Quality control begins right with the basic metal 
mined and refined in Cerr« Here skilled men make sure that 


every bar of copper, lead, or ; This same attention 


to quality control is maintained throughout manufact 


vith 


Ss own facilities 


zinc 1s of the proper purity. 

FOR 

Ample stocks? Circle supplies the trade 

quality wire and cable yearly distributed thro 
ss the country. 

at Circle. When 


| brings results. $ 


iently located warehou 
Se ? vice ? The re’s no 
‘ast action, a simple te 


sure so other 


WIRE & CABLE 


a subsidiary of 


Cerro pe Pasco Corporation 


SALES OFFICES & WAREHOUSES 
N AMBRIC CABLES * PLASTIC INSULAT 
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Sola Catalog No. 77-10-202 
constant-wattage transformer 
for two H1, H25 or H33-1 
400-watt mercury lamps — 
outdoor, weatherproof service 
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Sola outdoor mercury-lamp transformer is 
smallest, lightest two-lamp, constant-wattage unit 


Reduced in weight from 70 to 48 pounds and in life as well as high lumen maintenance over the 
diameter from 8% to 65% inches, transformer lamps’ useful life. Less than +1°%% variation in 
Catalog No. 77-10-202 saves time, money and effort rated lumen output even with line voltage 
in shipping, handling, and installation. Improved fluctuations as great as +13‘ results from the 
operating characteristics result from a newly new circuit’s improved lamp-wattage regulation 
designed constant-wattage circuit combined with The new two-lamp unit has an efficiency of 
the use of Class-B insulation. Delivering ample 90%, with a transformer loss of only 80 watts 
open-circuit voltage for straight series operation The housing is a single-piece, deep-drawn case 


of two 400-watt mercury lamps, the new model 
replaces series-sequence unit, Catalog No. 77046 


hot-dip galvanized and completely sealed 


Special neoprene-covered leads are brought out 


Performance improvements include a lower crest through a neoprene plug in the threaded nipple 
factor (peak/rms ratio) of lamp current. Reduction The new Sola mercury-lamp transformer is abso 
to a value of only 1.6 contributes to extended lamp lutely weatherproof and watertight 


Full engineering details and performance data are available in new 
bulletin MVO-359. Write for your copy to the Manager, Lighting Sales. 


Sola Electric Co., 4633 W. 16th St., Chicago 50, IIl., Bismop 2-1414 © Otrices in principar cities @ In Canada, Sola Electric (Canada) Ltd., 24 Canmotor Ave 


SOLA 





CONSTANT VOLTAGE TRANSFORMERS REGULATED DC POWER SUPPLIES MERCURY LAMP TRANSFORMERS FLUORESCENT LAMP BALLASTS 
Ce a ee ee ee ee ee we ee ee ee ee 
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WEAVER 


DUAL-GRIP 
HEAD 
Clamps on pipe with 
two screws...no 

threading necessary. 





INSULATOR 

All porcelain insulator 
with exclusive snap-on 
action cuts installation 
time. 


Stock only six standard 
kits to cover most 


installations 
STORM 


COLLAR 
Neoprene storm collar 
oe = ' eliminates caulking... 
hese Weaver Mast Kits provide assures lifetime protec- 
' , tion against leaks. 
everything needed for low roof 9 
service entrance installation ex- 
cept the conduit. All parts are 


designed for easy installation 
FLASH PLATE 


é; Supports mast and 
cover most installations or, on serves as flashing. 


without tools. Six standard kits 


request, Weaver will pack special 
kits. Individual items may, of 
course, be ordered to meet local 


requirements P PIPE SUPPORT 


Fastens conduit securely to 
masonry... one piece con- 
struction. 


OFFSET 
REDUCER 
Made of high-strength cast 
aluminum ... assures positive 
grounding. 





JA. WEAVER 
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Stock and sell 
these other 


high profit items... 





TYPE SEC ENTRANCE HEADS 


Body and cover cast of high-strength aluminum 
alloy, cable keeper of Duronze... heavily cadmium 
plated. Cable keeper is reversible to hold any size 
cable firmly in place. Cover has deep flange on all 
sides to prevent moisture from entering head. Cover 
screw placed at convenient angle for easy tighten- 
ing. Three sizes accommodate all popular size en- 
trance cable—including 2/0-3 aluminum or copper. 





PLASTIC INSULATING 
BUSHINGS 


Constructed of super-tough cellulose ac« 


tate butyrate wont crack, distort, cor 
rode or break. Ribs on side allow easy 
hand tightening locks so tight a wrench 
is needed for loosening. Overlapping lip 


protects insulation. Compact—takes less 
space in junction box. Twelve sizes ('/ 


thru 6’) cover every requirement 





INSULATOR 
SUPPORTS 


Cast of high-strength malleable iron— 
cadmium plated. Cup pointed, hardened 
steel screw is angled to assure a grip 
that won’t slip even under extreme vibra 
tion. Securely attaches conduit, insulators, 
outlet boxes or bridle rings to steel 
structures. 








J. A. WEAVER COMPANY «+ 2110 Howard St. + St. Lovis 6, Mo. + Phone CEntral 1-8100 
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MW. Didvibustor 


To help your sales staff take home more orders . . . service 
your customer’s requirements better ... T&B presents this 
new ad offering “plus-profit” ideas. 

This month—RIGHT Now—a T&B ad in Electrical Con- 
struction and Maintenance is giving your customers a sales 
story on the same products shown here! 

More than 38,000 contractors and maintenance men are 
being pre-sold for you. TIE IN WITH THIS SALES IDEA. It’s 
hot—opens up new opportunities for more sales. 

Make sure your salesmen see this ad . . . make sure they 
read it . . . MAKE SURE THEY PUT IT TO WORK TO INCREASE 
YOUR T&B FITTING SALES! 











HOW TO TURN COUPLING, CLAMP and 
CONNECTOR STOCKS INTO ORDERS! 


Show your customers how they’II 


save money by using T&B engineered fittings! 


Read about the T&B products on these pages. 
See how they can benefit your customers. 
Then, tell them the T&B story the next time 
you call. You’ll enjoy the profitable results. 


And — to get all the details of this T&B story, 
just mail the coupon. Your T&B salesman will 
gladly show you how to convert the fittings 
shown here into orders! 


INTERLOCKED 
ARMORED CABLE FITTINGS 


Pat. Pend. 
End problems of variations in cable size 


Here are exclusive advantages for your customers: 
1) One connector for each knockout size. 2) Twin- 
saddles and extra armor stop give T&B fittings a 
range of cable accommodations double that of com- 
petitive designs. You and your customer stock fewer 
items; he never has to worry about minor variations 
in OD size of cable. Saddles are independently bolted 
and serrated for positive grip against pullout. Cable 
is always centered, cannot “wow.” 3) Extra armor 
stop in connector’s throat means cut end of the 
armor is always adequately bushed. This is the only 
line designed solely for distribution by wholesalers. 
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COMBINATION ENTRANCE HEADS 
Pat. Pend 

Multipurpose .. . easy to install 

An exclusive inventory saving both you and your 
customer will appreciate. Stock one Entrance Head 
for thinwall conduit, rigid conduit, service entrance 
cable. Entrance Head needs no separate spacer for 
thinwall conduit. Installation on Service Entrance 
Cable requires only a screwdriver and a few min- 
utes. Entrance Head cover is lifted by loosening one 
screw. Bracket with female key easily attaches En- 
trance Head to wall or post. 


GROUND FITTINGS 


Sharp reduction in inventory investment 





Like praise from management? You'll get it by rec- 
ommending this line! Exclusive: five watertight 
clamps, interchangeable with five conduit hubs, will 
do the same job as 25 complete assemblies. Advan- 
tages: 1) By stocking a reasonable quantity of inter- 
changeable parts, you can fill any order for any 
combination immediately. 2) You don’t have to stock 
slow-moving items. You put together the right com- 
bination to meet the order —and ring up the sale. 
3) You reduce inventory and investment by 80%, 
because you don’t have to stock quantities of all 25 
complete assemblies. 


COMBINATION LIQUID-TIGHT 
CONDUIT COUPLINGS 


Patented 

Speed up installations 

One fitting couples Liquid-Tight raceways to rigid 
conduit, eliminates the need for separate conduit 
couplings and liquid-tight connectors. Your customer 
just threads the T&B combination fitting onto rigid 
conduit, then installs the Liquid-Tight conduit. One- 
step method saves time and the handling of separate 
parts assures tighter fit and tight oil seal, preserves 
continuity of ground. 


INSULATED FITTINGS 


Pat. Pend 
Tough fitting gives full protection 

Exclusive: tough, slippery blue insulator is an in- 
tegral part of the throat in every fitting, reduces tug 
and pull by as much as 50%. Protects conductor insu- 
lation from abrasion at critical areas. Gives the 
protection required by UL, JIC and Machine Tool 
Wiring Codes. 





om ame ey 

Please ask a T&B district salesman to call with information | 

obout these products | 

1 want my local T&B salesman to give me his instructive ‘sales | 

meeting’ presentation on these products | 

[] NEW Combination Liquid [) NEW Interlocked Armored | 

Tight Conduit Couplings Cable Fittings | 

[] NEW Combination Insulated Fittings 
Entrance Heads 

[] Ground Fittings 

Firm | 

Name | 

Address City State | 

——— 
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COPE OPENS THE DOOR. 


COPE DISTRIBUTOR AIDS COPE S 
HELP PRE-SELL ( 
COPE EQUIPMENT 
TO YOUR 
PROSPECTS 


There’s a Cope cable supporting system for every electrical distribution requirement. . . 
and a hard-hitting Cope advertising and sales promotion campaign directed to key pros- 
pects for Cope distributors in every field ! Consulting engineers, purchasing agents, archi- 
tects, electrical contractors and plant engineers—proven buying influences in industrial 
plants and utilities—are pre-sold on Cope and its products before you make your sales 
calls. Specially designed distributor sales aids like these keep you prepared to answer 
every prospect’s questions. Cope factory-field service and engineering assistance are 
always available to support your recommendations. And Cope protects its authorized 
distributors on all business—including sales to utilities and government agencies. We will 
be glad to send you on request the complete Cope Distributor Policy as published in a 
recent issue of Electrical Wholesaling. COPE’S PROTECTIVE DISTRIBUTOR POLICY IS 
THE KEY TO BIGGER SALES IN YOUR TERRITORY. 
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.. TO HELP CLOSE THE SALE! 






YSTEMS”... 


TRIBUTION REQUIREMENT te ee 





ibaa = = ES 


PASADENA, TEXAS, PAPER MILL—Marcus Kennard, 
Sales Manager of Wholesale Electric Supply Company of 


Houston, authorized Cope distributors, worked closely with 





COPE company engineers in recommending and laying out the 
DISTRIBUTOR Cope Cable Supporting System best suited to their special 
needs. Use of corrosion-resistant Cope Aluminum Wireway, 
POLICY for example, provided necessary protection against damp- 
g 
ness and rust inherent in paper making operations...as 
BENEFITS well as other corrosive atmospheric conditions that existed 
PROMOTE in the plant area. 
PROFITABLE 


SALES 

IN 
EVERY 
MARKET 





“CLOSE COOPERATION CLOSED THE SALE”—reports 
manager of G. E. Supply Company, an authorized Cope 
Distributor in Columbus, Ohio. “Assistance in system design 
and layout helped prove advantages of Cope Aluminun 
Wireway and Channel to the contractor and to the engi 
neers at a large Midwest university. Thorough follow 
through on installation details by Cope's Cleveland 
representative, E. F. Burke, Inc., produced another satisfied 


COPE SUPPORTING SYSTEMS AND EQUIPMENT ARE SOLD Cope customer in our area.” 


ONLY THROUGH AUTHORIZED COPE ELECTRICAL WHOLESALERS 


Originators of First Integrated Line of 
Cable Supporting Systems 
WIREWAY + LADDER « CHANNEL « CONTROLWAY 





Division of ROME CABLE CORPORATION * COLLEGEVILLE, PENNSYLVANIA 
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he SYLVANIA LICHT INSURANCE Policy 


(GUARANTEED BY SYLVANIA) 


...another assuring reason for selling Sylvania Fluorescent Lamps! 


Sylvania’s out front again to help you 
sell more customers more lamps! This 
new plan protects you protects 
your customers’ lighting investment: 
Sylvania Fluorescents must give more 
light at lower than any other 
brand... ! 


cost 
or cost nothing 

Such a guarantee means more profits 
for you 
fied customers. And equally 
is the prestige you build for y 
by selling products of recognized su- 
periority. Then, too, Sylvania’s policy 
of selling only through independent 
distributors places you squarely in a 


more profits from more satis- 
important 
ourself 


position to most fully appreciate the 


inde- 


advantages to you of 
pendently with Sylvani: 
Under a unique new policy every 
large, regular user of S\ 
cent Lamps can have his 
vestment insured by Sylvar 
cost to himself! If, in h 
Sylvania’s Fluorescents do 1 


uores- 


34 


to these claims, Sylvania refunds full 
purchase price. 
How can we afford 
this kind of protection? 


Answer: We know our product. We 
have studied it, worked with it for 
years to put it in a clear position of 
quality leadership. We can't lose. 


And what better time to offer this 
new insurance than 1959—the year in 
which Sylvania Engineers have swept 
light-years ahead of competition in flu- 
orescent lamp efficiencies. For Sylvania 
Fluorescents now give over 75 lumens 
per watt in the 75-watt, 8-foot lamp 
size—over 70 lumens per watt in the 
{0-watt, 4-foot size. 


No wonder smart buyers for top 
““‘name”’’ companies all over America 
are switching to Sylvania Fluorescents! 


Ask your Sylvania representative to 
of the new Sylvania Light 


nsist you geta 


see a copy 
Insurance policy. And 
policy with your next purchase. // 


you prefer, write tou rect 


you sell your 
and industrial customers 


Remember, when 
commercial 
Sylvania big-value Fluorescents you'll 
build profitable repeat sales on lamps 
and extra business for other items. Call 
your Sylvania representative today. 


WSYLVANIA 


Subsidiary of 


(GENERAL 


GENERAL TELEPHONE & ELECTRONICS \@@® 


SYSTEM 
ed 
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Diamond has all 


portable cords 


Red-D-Prene Black Diamond Signal Yellow 


Neoprene Sheathed Rubber Sheathed y Thermoplastic T 








i 
' 
| 
| 

for hot, oily locations for general purpose use | for all locations where heat 


is no problem 





Red-D-Prene for mill and plant use is designed with tough, oil, heat and 


flame resistant Type MD (Mill Duty) neoprene jacket in industrial red for ready identification. 


Black Diamond has durable rubber jacket protecting against alkalies 


acids and moisture. Very flexible construction prevents kinking in service 


Signal Yellow has a jacket of yellow thermoplastic that is quickly seen clean 





to handle ... smooth sheath will not readily collect dirt. Easy to pull 
Dit AMON DO 1s At 8 @O a” P Rtwm”™ & Ss U P PL ER 
ye 

-) 
vn SS =r — ee. — 
4 ‘ | ; 

DTW Small Diameter DTX”® Non-Metallic Type SE Service . _ 

Building Wire White Sheathed Cable Entrance Cable OUF® Type UF ASC Armorert . os 


, Bushed Cab 
Armored & unarmored - — 


WIRE and CABLE Company 


Sycamore, Illinois 
WAREHOUSE: BIRMINGHAN, ALABAMA 
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Product, of course. Dramatic new 


* 


products like Fashion Plate* and Tap-eez 
... products that constantly put the Bryant 
distributor in a position of ‘“‘first source’”’ 
for the new products. Bryant offers a com- 
plete line of quality wiring devices— 
switches, receptacles, plates, connectors and 
low-voltage devices—over 1800 products in 
all. The Bryant distributor can now supply 
every contractor’s need, whether it’s for resi- 
dential, commercial or industrial application. 
*Trade-M 








Sales Help that extends far be- 


yond printed material. Your Bryant repre- 
sentative helps you cultivate customers. 
Depend on him. 


. 
Quality s =» =» every wiring device is 
engineered, designed and manufactured to 
the highest standards of quality and work- 
manship...insuring customer satisfaction and 


lasting service for all Bryant products. 
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Good Service, year in and 


year out, to every one of our customers. 


Firm Sales Policy... 


we don’t sell to everyone ... but those to 


whom we do sell enjoy our firm distributor- 
oriented policies. 

What’s in the new Bryant package? The 
products, the service to help you and your 


salesmen create more sales. 
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BRIDGEPORT 7 





New BLACKHAWK Bender demonstrator plan 


lets ‘em try 
before they buy! 


A fe. — 
BLACKHAWK Buus 


¢ 
Big new opportunity to zoom your tool sales \ SUPER-FAST, 2-SPEED 
for the spring construction rush! Revolutionary Blackhawk - ELECTRIC PUMP WILL SET 


Demonstration Plan lets contractors, maintenance men “try 
before they buy.” You let them use a bender on-the-job EVEN MORE SALES RECORDS! 
actually prove that Blackhawk has the fastest bender 
.. that terrific savings are possible by eliminating pur @ New model P-550 cuts bending time 
chased elbows and couplers. up to 50% compared with any other 
You “wrap up the deal” with a special, new interest-free electric pump. 
extended terms program that enables you to offer your Cus- Only electric pump that storts safely 
tomers up to six months to pay! They pay for the bender 
under full load! 


out of profits no big investment required! 
Two-speed action — super-fast ap- 


is how to make this demonstration IGEN, Fwiee Te epee enter eee 
This new pump available as part of 


program pay-off for you demonstrator program, too. 


Call your Blackhawk man and get all the details: special Fastest, safest, quietest, most power- 
demonstration units, direct mail pieces, extended terms, and ful pump on the market! 

special sales helps that get you programmed fast! There's 
nothing complicated... Blackhawk furnishes the demon- 
strator, you use the sales helps and move the merchandise! 
Plan your program now! 


Phone or wire for programming 
details on this great new 
demonstrator plan now! 


‘World's Most Complete Line of Hydraulic Tools 


BLACKHAWK: 


BLACKHAWK MFG. CO., Dept. ~-4479 Milwaukee 46, Wisconsin 
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Hot dipped galvanized 
inside and out to meet 
Federal Specifications 


Protective coating over the 
zinc to inhibit oxidation 


LACLEDE 


hot dipped galvanized 
RIGID CONDUIT 





No threads exposed 
when coupling is applied 


Zinc coated threads 


Smooth, slick raceways 


Special thread protectors 
guard threads during shipment 





and its companion product... 


LACLEDE electrogalvanized E. M. T. 


Shipped from the Heart of the Nation 









SAINT LOUIS, MISSOURI 2 Producers of Steel f 
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Porter Vinyl Tape has been tested to meet the toug’) 
Westinghouse specification for use in new refrigerator- 
freezer combinations, and has received unqualified 
approval on every point. 


Westinghouse rated tapes on the following points: 
Breaking strength « Adhesion « Low- and _ high- 
temperature properties ¢« Staining « Moisture-resist 
ance « Elongation « Odor « Dielectric strength « 
Effect on polystyrene—and Porter met the spec’s 
on every count! 


Special new winding and slitting techniques keep 

U lifi d ' Porter Vinyl Tape from telescoping on the roll, and 
n q ualitie approva help save space in tight spots where compact winding 

is essential. Another feature is its self-extinguishing 


by Westinghouse ; property —it will not support combustion. 





. = a Get complete information by writing Thermoid 
Refrigeration Division ! 4 Division, H. K. Porter Company, Inc., Tacony & 


Comly Sts., Philade Iphia 94, Pa. 


THERMOID DIVISION H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY : with Rubber and Frict Products—THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION 

Copper and Alloys—RIVERSIDE-ALLOY METAL DIVISION; Refractories — REFRACTORIES DIVISION; Electric Furnace Steel—CONNORS STEEL DIVISION, VULCAN-KIDD STEEL 

DIVISION; Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION: and in Canada, Refractories, “Disstor 
T Federal’ Wires and Cables, ‘‘Nepcoduct’’ Systems—H. K. PORTER COMPANY (CANADA) LTD 
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CRESCENT 
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the beauty ae 
the design... 
the performance bie 


you've hoped for in one switch— 





the new ROCKER-GLO 


> — 


IWLTCH 


After intensive testing, Pass & Seymour proudly presents 
ROCKER-GLO ... the one switch that answers all your 
needs. 

A switch that is trouble-free and packed with eye-appeal. 


ROCKER-GLO does the job of all types of switches. It 
ROCK - IT combines toggle action and press action with luminous and 
quiet features that answer all individual customer needs. 


Push It, P 
You can tell when it’s on or off. 


No matter how you choose to . : ; 
operate the new ROCKER-GLO, ocker-Glo — The Specification Grade Swi 
the merest brush of a finger pro- or : 

Meee Skins atti eo AVAILABLE in Despard interchangeable type, Despard type 
ROCKER-GLO glows in the mounted on strap and narrow rocker for tumbler switch plates. A 
dark! The switch that looks right, 
feels right and is right for every 


type of wiring job. es 
I BJ Send for brochure on Rocker-Glo Dept.. ! W-759 


specification grade switch, 15 and 20 amps. 120/277 volts A.C. 


PASS &€ SEYM™MOUR, INC. 


SsvYRACUSE 9, NE W YORK 
60 E. 42nd St., New York 17, N.Y. 1440 N. Pulaski Rd., Chicago 51, Ill. 
In Canada; Renfrew Electric Limited, Renfrew, Ontario 
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A Special Report 





Tapping 
Today s 
Tool 


Market 


IGHT NOW, your contractor and industrial customers 
are more receptive to the sale or rental of hand and 
power tools than ever before 

The cost of journeyman’s labor has influenced the elec- 

trical contractor’s thinking. He is asking himself how he 
can make the most of his labor through better tools. He 
needs—and wants—to be modernized 

Advanced technology has produced new tools that will 

insure the industrial electrician and the electrical contractor 
greater efficiency and more workmanlike installation of the 
materials he gets from the electrical distributor 

Add to these factors a booming construction and mod 

ernization trend that needs time-saving installation equip 
ment and you have a potent market, ready for cultivation 

Moreover—and most important—it is a market that holds 

the promise of profits—in the sales of tools and in the sales 
of supplies for which tools provide the opening 

How can you take advantage of it? By rousing interest 

in your salesmen; by promoting it yourself and by getting 
the manufacturer’s help. To be sure, the tool market is not 
without competition and pricing problems, but distributors 
claim to be doing well in areas where these problems are 
said to exist. On the next 15 pages, EW has spotlighted 
opportunities in hand and power tools (excluding the deale1 
market) with these articles: 

e “Where the Electrical Distributor Stands in Serving 
These Two Markets”—page 44 


e “How Distributors Cultivate Today's Tool Market 
page 46 

e “Five Point Program for Selling-up Tools’—page 48 

e “How a Small Distributor Builds Tool Sales page 50 

e “If You Want the Tool Business—Ask for It page 54 

e “Today's Tools and Techniques”—page 56 
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Tapping Today’s Tool Market (cont.) 
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LMOST $32 million spent 
by electrical contractors on hand 
and power tools in 1958—ac- 
cording to a recent survey conducted 
by Electrical Construction & Mainten- 
ance. This dollar volume promises to 
show a substantial increase in the 
years to come with the constant 
in construction and the need for time 
saving equipment. 
e Dollar Market—Nationwide, as an 
end user, the electrical contractor 
spent an estimated $31,729,118 on the 
purchase of hand and power tools in 
1958. 

Breaking it down between the two, 
this is the way the electrical contractor 
tool dollar market reads (according to 
the survey), for last year: 

e $11,176,687 spent on hand tools. 

e $20,552,431 spent on power 
tools 
e Investment—For contractor, 
the average dollar investment in hand 
now amounts to $1,216, and 
in power tools it is $2,249. The total 
investment of all contractors replying 
to the survey was $204,327 in hand 
tools and $375,730 for power tools. A 
few of the responding contractors 
claimed they have invested over 
$5,000 in hand tools, while 12 of the 
169 respondents to the investment 
question their dollar investment 
is over $5,000 for power tools. 


was 


rise 


each 


tools 


said 


Where Do They Buy? 

Electrical wholesalers are, according 
to the survey answers given by the 
electrical contractor, the principal sup- 
pliers of power tools 
e The Distributor—One hundred and 
thirty-three contractors, or 56.4% of 
the respondents, said they bought most 
of their power tools from the elec- 
trical wholesaler. 
e Hardware Store—Forty contractors 
named the hardware store as their sup- 
This figure is 16.9% of 
the total replies 
e Mill Supply 


contractors 


ply source 


electrical 
purchased 
from the 
13 1% of 


Thirty-one 
claimed they 
thei 
mill supply house 


the total replies 


most of power tools 


This IS 
Thirty-six contractors, or 20.2% of 
all the respondents 
of local 


named 


named two types 
suppliers. Eieht 
three different outlets, and two 


outlets as 


aa 


Where Distributors Stand 


1. Electrical Contractors 





HAND AND/OR 
MECHANICAL TOOLS 
& EQUIPMENT 

Pipe tools 


UNITS 
93,154 
10,502 
84,074 


Pipe benders 

Pipe tongs 

Pipe wrenches 
Portable tools (special) 
Scaffolds 10,721 
Swing stages 383 
General Construction tools 
Blow torches 

Brazing outfits with molds 
Chain hoists 6,181 
Extension ladders 26,256 
Hack saw frames 28,882 
Screw drivers (all types) 160,545 
Step ladders 97,257 


10,721 
9,080 


Wire Installation & 
Connection Tools 
Cable grips 
Crimping tools 
Fish tapes 

Jet-line guns 
Powder actuated 
Solder guns or irons 
Splicing kits 

Wire 


guns 


cutters 





THE CONTRACTOR MARKET FOR HAND AND POWER TOOLS 


TOOLS 
UNITS 


POWER DRIVEN 

& EQUIPMENT 

Pipe tools 

Pipe benders 

Pipe threading machines 

Pipe threading machines 
(hand held) 

Pipe vice stands 


19,966 
6,838 


7,166 
19,966 


Shop tools 
Band saws ,297 
Grinders and sanders 682 


Portable tools (special) 
790 
844 


Gasoline generators 
Portable generators 
General Construction tools 
core drills ,472 
Electric drills 348 
Electric hammers O80 
Hole cutters (hydraulic) ,619 
Wire Installation & 

Connection Tools 

Cable pullers 10,284 


Concrete 


Testing Equipment 

4,978 
3,173 
20,622 


ntenancc 


Meggers 
Phase meters 
Voltmeters 


Source: Electrical Constructic 








CHART above, showing total U.S. electrical contractor tool market, is a projection 


of figures received in EC&M survey 
Obviously 
that the 
the mar- 


four. 
56.4% 


gets of 


respondents named 
then, 
electrical wholesaler 
ket is shared with other outlets. 
e Others—10.6% of the replying con- 
tractors said they obtained their power 
from other than the 
electrical wholesaler, the hardware 
store, or the mill supply house. 
Quoting directly, these sources are 
listed as: 1. “Tool supply,” 2. “Steel 
jobber,” 3. “Tools only,” 4. “Discount 
store,” 5. “Mail order,” 6. “Tools and 
equipment,” 7. “Wholesale hardware,” 
8. “Auto,” 9. “Buyer,” 10. “Plumbing 
supply,” 11. “Retail electrical.” 
e Hand Tools—57.3% of the 
tractors said they obtained hand tools 
the same company where they 
power 
not, indicating a 
When they did, 
was the electrical 
the hardware store 


some of the 


tools sources 


con- 


from 
purchased 
they did 
company. 


tools; 37.2% 


different 


39.2% in- 


said 


whole- 
and 


dicated it 
ae 


saler; 23.7% 


using government 


figures as a basis 


16.5% the mill supply house. 7.3% 
of the contractors claimed, according 
to the survey, that they used two types 
of local outlets to obtain hand tools. 

e Replacement — Dollar-wise, the 
iverage yearly replacement per re- 
spondent was estimated at $197.00 in 
hand tools and $335.00 in power tools. 
Total replacement was, according tc 
the survey, $32,103 and $45,230 for 
hand and power tools respectively. 


How Do Suppliers Rate? 

Here’s what the contractors said: 
1. 36.5% said the supplier actively 
solicited the tool business by calling 
attention to hitting the 
market 
2. 34% 
help, advice 
when asked 
3. 29.5% said the supplier merely 
handled tools as an accommodation to 
the contractor. 


new tools 


said the 
and 


supplier provided 
methods on tools 
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In Serving These Two Tool Markets: 


2. Industrial Electricians 


ANGING from mining to rubber 

manufacturing, industrial 

tricians spent—according to the 
market study—a total of $31,664,813 
on power tools in 1958. 

In this survey, the category of in- 
dustrial electrician includes chief elec- 
tricians, electrical superintendents, 
maintenance supervisors and plant en- 
superintendents. In 
part, the respondents were either chief 
electrical superin- 


elec- 


gineers or great 
electricians or 
tendents. 

Breaking down the total figure spent 
on tools into two the survey 
indicated the following tool market in 
industrial plants: 

© $11,355,067 spent on hand tools 


areas, 


e $20,309,746 spent on power 
tools. 
e Investment — For industrial elec- 


tricians, the average dollar investment 
(for each maintenance department) in 
hand tools amounts to $2,107 and in 
power tools it is $3,813. The total in- 
vestment of all industrial electricians 
replying to the survey was $179,102 in 
hand tools and $320,343 for power 
tools. A few of the respondents 
claimed they have invested 

$5,000 for hand and power tools. 


over 


Distributor on Top 

According to the answers given by 
43.1% of the industrial electricians, 
the electrical wholesaler is their prin- 
cipal supplier of power tools. 
e Mill Supply—Forty answering in- 
dustrial electricians, or 29.2% of the 
answering total, named the mill supply 
house as the local outlet where they 
buy most of their power tools. 
e Hardware Store Twenty-two 
spondents, or 16.1% of the total, said 
they obtained most of their 
tools from the hardware store (notice 
that the percentage of electrical con- 
tractors and industrial electricians ob- 
taining power tools from the hardware 
store is practically the same). 

Thirty-four of the respondents, or 
34.7% of all the industrial electricians, 
named two types of outlets as their 
power tool suppliers. 


re- 


power 


e Others—8% of the replying indus- 
trial electricians said they obtained 


their power tools from sources other 


than the electrical wholesaler, the 
mill supply house, or the hardware 
store 
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THE INDUSTRIAL MARKET FOR HAND AND POWER TOOLS 
HAND AND/OR POWER DRIVEN TOOLS 
MECHANICAL TOOLS & EQUIPMENT UNITS 
& EQUIPMENT UNITS — 
Pipe tools —— Pipe tools | 
Pipe benders 416.282 vipe on . - 7 oa 
Pipe tongs 8,242 he threat ‘ite nei 
Pipe wrenches 101,947 Pipe threading machin : 

(hand held) 4.88 
Portable tools (special) Pipe vice stand 18,386 
Scaffolds 5,769 Shep took ) 
Band saws 4121 
Swing stages 1,268 Grinders and sander 13,441 
General Construction tools 
Blow torches 11,729 Portable tools (special) 
Brazing outfits with molds 4,121 Gasoline generato > 29 
Chain hoists 21,049 Portable 1eratol 1.52? 
> %¢ 
namaste ——. ect General Construction tools 
Screw drivers (all types) 283,525 Concrete core dril 14,519 
Step ladders 68.852 Electric drill 43.499 
Electric ha I 6,911 
Wire Installation & Hole cutters (hyd lic ?.029 
Connection Tools Wire Installation & 
Cable grips 13,504 Connection Tools 
Crimping tools 25 677 Cable pullers 5.199 
Fish tapes 35,060 
Jet-line guns 190 Testing Equipment 
Powder ‘actuated guns 2,663 Meggers $45 
Solder guns or irons 30,242 Phase meter 169? 
Splicing kits 7,677 Voltmeters 32,207 
Wire cutters 29.608 S , ‘ eh 
CHART above, showing total U.S. industrial tool market, | pre of f 
received in EC&M survey, using government figure 
Here is a brief listing of the sources of power tools, according to the sul 
1. “Auto supply,” 2. “Tool suppliers,” vey. Dollar-wise, total yearly replace 
3. “Jobbers,” 4. “Electric repair,” 5 ment was $32,109 for hand tools and 
“The manufacturer.” 6. “Machine $32,550 for power tools 
tools,” 7. “Public Utility” 2 
e Hand Tools— 53.1% of the indus- Ratings 
trial electricians said they did not buy This is what the industrial elects 
hand tools from the same company ©¢!4n said about his tool suppliers 
where they obtained power tools; I. 42.3 said the suppliers actively 
44.9% said they did. 29.2% of those Solicited the tool business by calli 
who went to a different outlet for attention to new too 
their hand tools indicated it was the 2- 39.4 said the supp gave help 
mill supply house; 26.4% the elec- advice and methods wl asked 
trical wholesaler and 13.9% the hard- +- 18.3 iid the supplier merely 
ware store. 16.6% named other type handled tools a ccommodation 
outlets, such as, machine tool sup As in the case of the contractor 
plies, retail stores, automotive whole minority of respondents checked mor 
salers. 44.2% said they went to two than one of the al categories 
types of local outlets to obtain hand In this “ median cor 
tools. tractor r re per ar 
« Replacement The electrical main num S25. 00 
tenance department spends $458 a $50,000. Th ! ; ctor en 
year for the replacement of hand ployed e en 
tools, and $438 for the replacement  ploye: 
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Tapping Today’s Tool Market (cont.) 





Sy (ss 


How Distributors 


HE SUCCESS or failure of almost every electrical 
WHAT IT TAKES TO SELL THE ELECTRICAL distributor’s tool business today seems to be directly 
CONTRACTOR ON: related to whether or not the wholesaler with his 
salesmen and suppliers are solidly behind a three-way 
joint-effort to push hand and power tools out of the 
@ Price @ Price “customer accommodation” category. 
@ Durability @ Quality Those electrical distributors who claim to be doing 
@ Quality @ Durability well attribute this fact to three things: 
@ Availability cd Name Brands e The salesmen push, promote and carry samples 
@ Name Brands © Availability (practically all the time, not only when there’s something 


Power Tools Hand Tools 


new and different) 
Advertising Ease of Handling e The manufacturer is supporting to the hilt with 
Past-experience Versatility sales representatives who are on the ball and always 
Adaptability Reliability ready to help. He is behind the distributor at sales meet- 
Weight Need - ; . 
fea . ings, in promotion work and advertising. 
Warrant Policy Design po Th cides Mites % if ~wesncticn 
. > electric: ributor nself is omotion- 
Size selection Past experience Eee SSS E r 
Portability Advertising minded. He educates (via sales meetings, shows, etc.) 
Repair Service Size selection and uses incentive programs; he uses catalogs, direct 
Life Safety mail and advertising. 
Feel Warrant Policy Competition? Electrical distributors are pointing at 
Demonstration Usability hardware stores, mill supply houses, mail order establish- 
: Pe Io . . “- x ~ . 
moh ee ments, department stores, ad infinitum. Some say that 
srrormance ize selection “4: ’ ‘ 
z mie ree competition doesn’t bother them. Problems? Most whole- 
Replacement Replacement ee a 
salers say “prices.” Others claim there is not enough 
margin of profit in tools. At the same time there are 
Except for the first five, the selling points on what it ne . : 
those who say the profit margin can be very handsome 
takes to sell electrical contractors are not necessarily in 15-20%. B : tog . id is deities tamen 
order of their importance. “Availability” means avail- 1j-2U'70. Business has been saic to be doubling, improv- 
ability of the tool at the time needed, and also availability ing, static or falling very fast among various electrical 
of parts and service. “Adaptability”, according to the wholesalers. Tools are going like hotcakes and tools are 
contractor, means how good of a labor saver is this lying around gathering dust on the distributor’s shelves or 
particular tool? in the catalog, because there hasn’t been any real sign of 
aggressive sales promotion, or if there has been, in most 
cases it was half-hearted. The electrical distributor’s tool 
WHAT INDUSTRIAL ELECTRICIANS THINK business can range from 0.5% to 10% of his total sales. 
ABOUT BEFORE THEY BUY: This is what was found in a recent survey conducted 
among electrical distributors in a good representative 
portion of the United States. ELECTRICAL WHOLESALING, 
@ Quality @ Price in making the analysis, put the following six questions to 
@ Price @ Quality electrical distributors: 
@ Durability @ Durability 
@ Availability @ Availability 1. What percent of your total dollar sales comes from 
@ Past Performance @ Brand Name the sale of hand and power tools? 





Power Tools Hand Tools 


2. Is your tool business a growing, static, or declining 
Brand name Advertising percentage of your total business? 
Construction Past Experience 2 
Service Service ; 
Ads and Catalogs Adaptability 
Need Reliability 4. How do you promote the sale of tools 


Do you have any programs to increase your sale of 
tools? If so, what are they? 


> 


Replacement Costs Performance 5. Are there any competitive problems? If so, what are 
Reliability Reputation 
Adaptability Catalog information 
Efficiency Replacement 

Ease of Handling Need 

Reputation Is it Easy to Get? 


they? 
6. Does your tool supplier help and cooperate? 


In answer to these questions, distributors came back 
with the following quote-by-quote word picture of how 
the tool market appears today. 

Except for the first five the above points on what 
industrial electricians think about he fore they buy hand Where Business is Growing 
and power tools, are not necessarily in order of their 
importance. “Availability” means, according to the indus- Modernizing the Contractor: 


trial electricians replying, “availability of service ur- : 
Pe One electrical distributor is improving his tool business 


by selling modernization to the electrical contractor 
(See, “Selline Tools to Modernize Contractors,” EW 
Nov. ’58, page 78). “The average electrical contractor” 


chases, parts, repair and service Both of the above 
charts were derived from direct quotes published in the 
recent Electrical Construction and Maintenance hand and 


power tools survey 
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Cultivate Today's Tool Market 


is anxious to have his tools modernized, “if he is 
approached on a sound selling basis,” he said, and added 
that the contractor’s profit depends on how much he 
can get from the journeyman electrician. Better tools are 
the answer to modernizing a contractor’s crew and 
bringing in the “time-saving” element. This distributor is 
promoting modernization to the contractor by specializa- 
tion in tools. 


Tool Shows & Specialization: 

One distributor claims that tools are 10% of his total 
business volume. “Last April we held a tool show and 
450 people showed up in six hours. Business has doubled 
since, and the contractors are calling on us before they 
start on jobs. This is a result of our specialization in 
tools.” 


New Programs: 


A distributor who carries hand and power tools says 
his business is really growing now because his people 
are more interested in tool sales than ever before. “Our 
new program to increase sales consists of consulting with 
outside salesmen before we add a new tool line. The 
salesmen then ‘feel out’ customers to see if it will sell 
before we add it. This distributor holds sales meetings; 
the salesmen carry samples. “Our customers,” he says, 
“naturally come to us for their tools.” . 


Campaigns & Catalogs: 

“A six week promotional campaign lit a fire under 
our tool sales and now we are in the process of publish- 
ing a new catalog which will include tools (some whole- 
salers have published complete tool catalogs see pages 
48 and 54 of this issue). We have noticed that as soon 
as the power tool segment of a sales-meeting has been 
the salesmen get all fired up, and our tool sales 
increase practically the next day. Competition problems 
do not generally exist. Our supplier gives us leads for 
sales, and promotes the product through trade publication 
advertising.” 


covered 


Sales Contests: 


Another distributor claims that although his tool sales 
are Only 1 to 2% of his total business, they are doubling 
each year. Why? “We hold salesmen contests and give 
prizes away (TV sets, etc.) to those who increase tool 
sales. We find that salesmen promote when encouraged, 
otherwise they only show tool samples when there’s 
something new on the market.” 


Suppliers Help: 

“Hand and power tools are 10% or less of our sales, 
but we have only those hand tools that are in great 
demand. About 90% of our tool sales are indirectly due 
to the efforts of the manufacturer's representatives. We 
think that the only effective tool promotion is the per- 
sonal call on the contractor and this is what the rep 
resentatives are doing for us. 


July, 1959—ELECTRICAL WHOLESALING 


Renting: 

e One distributor says he rents a bender with 
motor generator at $5.00 per day. “It's worked out very 
profitably for us and we sell one every three months 
for about $535.” 

e Another distributor claims that the rental business 
is more profitable. “Since we started renting tools 
little over a year ago,” he said, “the ratio of our renters 
outnumbers the buyers about 40-60. We rent every 
thing from fully equipped trailers (EW Aug. °57, p.74) 
to portable saws, and compared to the consumer type 
market for hand and power tools, this industrial market 
looks mighty bright. There’s plenty of it around for us 
even with the competition. I can see now,” he remarked 
“why the electrical wholesalers think the consumer mat 
ket is a bad one. Our margin of profit is 15 But even 
with this profitable renting business, our salesmen push 
buying just as hard because we need the turnover on 
tools. As far as the manufacturer goes—he helps us with 
catalogs, direct mail and promotion at trade shows.” 

e A third distributor takes advantage of the rental 
market by sending his salesmen out armed with the 
following points: 1. Tax advantages: when renting tools 
the contractor can write it off, 2. When renting tools the 
contractor can save on capital outlay, and obsolescence 
3. It’s cheaper to rent than to keep up-dating owned 


equipment 


Where Business is Static 


Some distributors say tools are a static business. There 
is nO promotion; suppliers don't help, or they treat it as 
just as a customer service. There are distributors who 
say this won't last, and they are doing everything in 
their power to put life into tool sale 


Salesmen Don’t Push: 


“The only time a salesman carries tool sample 


when it is new and different, and I can’t even remember 


when the last time was.” 


Distributors Don’t Promote: 

“We carry tools only as a customer service and don't 
promote because there isn’t enough business to cover the 
expenses. It’s all being taken up by discount houses 
department stores, mail order and mill supply houses 


Suppliers Don’t Help: 


“We have tried displays, sales meetings and other 
means to increase our sales in tools. By and large, sup 
pliers don’t bite and we've had only moderate success 


Where Business is Declining 


Distributors who say that their tool business is on the 
Discount 


reasons | 


downturn indicate the following 


houses are multiplying like flies not enough profit and 


the margins are too narrow to allow much promotion, 3 
competition is too strong from other type outlet ! 
‘We can't afford to specialize ) We never even see 


our suppliers,” 6. salesmen are not interested 
For distributor success stories, turn page 
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Tapping Today’s Tool Market (cont.) 





Five-Point 


Program for 


Selling-up Tools 


Here is Englewood Electrical Supply's 
formula for a strong hand-and-power-tool 
selling program. It consists of a catalog, 
a sales incentive contest, direct mail and 


literature, advertising and adequate stock 


By Robert S. Bush 


FIVE-point program designed to 
increase the sale of tools has be- 
gun to pay off considerably for 
Englewood Electrical Supply Co. of 
Chicago. 
Although 
hand and power tools for many years, 
no special effort was made to push 
these items until about one year ago. 
Believing that some form of promo- 
tion was needed to stimulate sales, Bob 
Albiez, now operations manager of 
Englewood’s Joliet, Ill, division, 
helped formulate a program, which 


Englewood has carried 


PROMOTION through literature mail 
ings 1S Here, secretary 


through lists for new mailing. 


stressed, goes 
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TOOL CATALOG distributed by Englewood is indexed both 
by manufacturer and type of product in the table of contents. 


The spiral-bound book, which is a large feature of the firm’s 
tool-selling program, consists of seven sections, as seen on 


has increased the volume to as much 
as 5% of the total apparatus and sup- 
plies business. 

“This was the first time we tried to 

push this particular group of prod- 
ucts,” Albiez says. “We found that too 
much of this business was going to the 
mill supply houses, while the electrical 
distributor was letting it slip through 
his hands.” 
e Catalog Needed—First, Englewood 
officials believed that to sell tools suc- 
cessfully, a complete tool catalog must 
be placed in the hands of their cus- 
tomers. The final catalog produced 
is a spiral-bound volume consisting of 
manufacturers’ sheets. It is indexed 
both by manufacturer and by type of 
items. 

Products for which information is 
included consist of hand tools, pipe 
tools, power tools, stud drivers, solder- 
ing irons, guns, torches, and 
many miscellaneous items. 

“The catalog was designed specifi- 
cally for the electrician, electrical en- 
gineer and the plant maintenance 
man,” Albiez explains. “We _ believe 
that as a full-functioning distributor, it 
is Our purpose to supply all of the 
needs of our customers—not only the 
day-to-day apparatus and supply ma- 


testers 


the tabs in photo above. This was the first of five steps used 
by Englewood officials to sell-up tools. 


terials of every description—but also 
the latest and most advanced tools of 
every kind necessary to insure the 
most efficient and workmanlike in- 
stallation of such materials.” 

The official adds that the firm has 

attempted to include most of the prod- 
ucts of outstanding tool suppliers in 
the catalog, but that customer selec- 
tion is by no means limited to these. 
Albiez stresses to customers that if 
they are interested in any specific 
tool, an Englewood salesman is qual- 
ified to present a working demonstra- 
tion of almost any tool product. 
e Incentive Program—Secondly, in 
the program to increase tool 
Englewood officials initiated a contest 
during which all salesmen were given 
quotas. The contest ran last year from 
June through August. The first prize 
consisted of an expense-free weekend 
trip for two to a resort motel near 
Chicago, or the cash equivalent of 
$100. 

Tied-in with the varied- 
color pennants with the names of tools 
printed on them were hung throughout 
Englewood’s building for all customers 
to see. Special displays were shown 
at the counter area, and many manu- 
facturers’ representatives spent several 


sales, 


contest, 
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OTHER STEPS in selling tools successfully consist of 
demonstrations to customers. Through stress on product 
knowledge, salesmen are able to answer questions about 


specific products. Not only do 


samples, but they 


salesman 
also can provide tool 


” 


carry tool 
literature to . 


prospects. Above, John Thiese explains benefits of tool 
to customer. As part of promotion, 10 outside salesmen 
were given quotas in a contest. As seen at right, total 


quota was well over 100% mark. 


days demonstrating their products to 
Englewood’s customers. 

In addition to the 10 outside sales- 

men who participated in the contest, 
inside counter and phone personnel 
also were eligible for prizes. 
e Literature Stressed—As part of the 
program, about 12 pieces of literature 
stressing tools were mailed to con- 
tractor and industrial customers and 
potential customers over the three- 
month period of the contest. Each 
time a piece of literature was mailed 
to a customer, the same was 
mailed to Englewood’s salesmen. This 
would give the salesmen time to study 
the literature at home for ideas on how 
to follow-up on sales ideas. 

“We pounded the idea of the im- 
portance of tools into the mind of the 
customer from our management right 
on down to our salesman,” Albiez 
says. “We saw to it that the salesman 
always had something to leave with 
his customer on every call. He always 
carried with him literature, copies of 
our direct mail and samples of our 
tool produtts. 

“It was our belief that by sending 
tool literature and promotion to oul 
salesmen at their homes they not only 
would be apprised of just what the 


piece 
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company was doing, but would be 
thinking about tools during all of their 
waking hours.” 
e Advertising Aids—In 
literature and direct mailings sent to 
customers stressing tools, Englewood 
increased its advertising program in 
Chicago newspapers and trade publi 
cations during the three-month period 
Englewood officials believe that 
constant advertising of this specific 
product is essential to good sales. Be- 
cause of this, specific tool products 
are being brought to the attention of 
customers through advertising during 
the entire year. This advertising is 
often followed-up by direct mail and 
literature to the firm’s customers. And, 
of course, Englewood’s salesmen nor- 
mally carry samples of tools with them 
on their calls, or have quick access to 
products requested. 
e Stock Backup—aAlbiez emphasizes 
the importance of carrying a large 
and complete stock of tools for suc 


addition to 


cessful selling 

“With all of this promotion of tools 
our efforts would be wasted if we 
did not have the stock to back up the 
products in our catalog,” he explains 
“We attempt to maintain not only a 
complete stock of items, but also try 


WAGON WHEEL 


SPECIAL 


CIVIEITS SALES 








to keep a large amount of each on 
hand. 

to have the product 
when a request is made for it. Other 


program would be 


“It's necessary 
wise, the whole 
pointless.” 

According to A lbiez, 
and promotion last year were so suc 
cessful that it 
nually. A 
selling is made at 
meeting. 

e Business Increase 
mainly because of the contest and pro 
motion, marked 
total ap 


the contest 


conducted an 
tool 


will be 
Stress on 


weekly 


continuous 
every Sales 


During 1958, 


tool sales showed a 


increase over 1957. Of the 


paratus and supplies sales, 5“ was for 


tools alone. This was an increase of 
3% after the promotion was started 
And sales are still running high 


Disregarding the peak spring and sum 
mer months for Engle 
wood’s figures show Steady at 
314% of the total apparatus and sup- 
higher 


tool sales, 


sales 


ply business. This is 1 2° 
than the average before the promotion 


was started 


“We're sold on this idea of tool 
promotion and our sales incentive 
program,” Albiez says. “We're going 
to continue with it so this good busi 
ness will not get away from us 
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Small group of good profit makers—These samples represent most of 
the tools being pushed by Electrical Distributors Co., San Jose, Calif. 
Purpose is two-fold: as profit-makers in themselves and as lead-ins to 
sales of supplies. Owner C. C. Tyke Lehmann (center), industrial sales- 
man Louis Clausius (left) and salesman Norman Olsen check display of 
what now means about $40,000 in volume, $8,000-10,000 in gross profit 
to this small electrical distributor. In this article, Tyke Lehmann tells . . . 


Tapping Tool Market (cont.) 





How a Small Distributor 
Builds Tool Sales 


By Howard J. Emerson 
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HE smaller-sized distributor will 

become more and more import- 

ant in the selling of hand and 
power tools, says C. C. Tyke 
Lehmann, president of Electrical Dis- 
tributors Co., San Jose, Calif. As he 
feels more squeeze from the com- 
petition for construction materials 
orders, the small distributor will give 
more attention to the opportunities 
he has for profits from tool sales, 
Lehmann continues, and he has been 
directing his 12-man_ organization 
along that line for more than a year. 
Behind his actions has been this 
thinking: 


Tools Suit the 
Small Distributor 


e Tools open doors to more busi- 
ness. Lehmann’s salesmen have been 
getting business from accounts that 
were unreachable before the salesmen 
used tools as the opening 
“Contractors like to look at 
at new ones or at ones they haven't 
seen for a while,’ Lehmann points 
out. “Because they are naturally me- 
chanically-minded, they like to look 
at them if only for fun, just to see 
what someone has developed. But 
there’s another reason—the cost of 
journeyman labor, $4.16 an hour in 
this area. Much of a contractor's 
thinking is fixed on that cost and how 
he can make the best use of the 
labor through good job organization, 
good foremen and So, 
when one of our salesmen is an- 
nounced, and he mentions he has a 
tool to show, he has a good chance 
to get in for a talk with the 
tractor. He has a chance to sell 


wedge. 


tools 


good tools. 


con- 


the 


tools, but maybe even more impor- 





tant, he will establish himself with that 


contractor and have a chance at his 
regular supplies orders.” 
Lehmann says that tools can be 


just as important in getting through 
the inside door of the industrial firms 
that have electrical departments. The 
increasing authority of purchasing 
agents here is rapidly cutting off the 
contact between the distributor's 
salesman and the chief electrician. 
The occasional exception is when the 
product the salesman is presenting 
either impresses or confuses the pur- 
chasing agent to the extent that he 
calls in the chief electrician—and 
new tools can do either or both, can 
to initial sales, to repeat orders, 
and give the salesman a chance at 
the industrial’s regular orders for 
maintenance material. 

e Tools provide the small distribu- 
tor with profits without putting an 
excessive burden on his working cap- 
ital or his organization, Lehmann 
points out. Most tool sales give the 
Electrical Distributors Co. 20 to 30 per 
cent margin, yet Lehmann feels that 
he can serve his market and use tools 
as a business developing feature of 


lead 


the concern with an inventory of 
about $4,500. With a turnover of six 
times, plus orders that do not go 


through stock, he is doing a gross 
volume of about $40,000 in tools and 
realizing a gross profit of between 
$8,000 and $10,000. Of more import 
is the net profit on tool business. The 
costs of handling the tool business are 
far less than Lehmann would experi- 
ence in doing the same gross profit 


from most construction materials. At 
the average of 10 per cent gross on 
materials sold to contractors, Leh- 
mann’s organization would have to 


go through the costs of ordering, re 
ceiving, delivery and 
invoicing between $80,000 and $100,- 


warehousing, 


000 worth of supplies to the 
$8,000 to $10,000 gross he now gets 


get 


from the tool business 


The Small Distributor 


Suits Tools 


Like many smaller distributors who 
have given attention to the selling of 
Tyke Lehmann has found that 
market not difficult to crack 
Three reasons in particular make the 
the 


tools 


tools, 


it isa 


smaller distributor well-suited to 
promotion of hand and 
e The opportunity for specialty sell- 
ing. The smaller distributor put 
specialty selling behind low 
volume, high profit tools more readily 
than the large houses or chains, says 
Lehmann. To Electrical Distributors 
Co., tools are worth having salesmen 


carry samples, make special calls, etc., 


powel 


can 


efforts 


while for the big houses tools repre- 


sent mostly a convenience’ item 
covered on several pages of a giant 
catalog. The still relatively low vol 
ume of the tool business doesn't 
justify broad training programs fo! 
the larger sales forces of most big 
supplies distributorships—there are 
too many other products, volume 


producers in which they can steadily 
warrant 
products repre 
of thei 


the smaller houses to 
training in 


than | 


outsell 
specialty 
senting less per cent 
business 

e Flexibility of the small distribut- 
ing organization enables it to take 
advantage of the peculiar selling 


needs of most tools. Lehmann points 


out that he can put his men on a 
new tool, get it introduced to the key 
prospects in the market, then ger 
them back on routine selling calls 


without making a federal case of it 


ones eLferric CO 
ELECTRICAL CONTRACTORS 
195 








1. SPECIALIST. Louis Clausius (left) is the industrial spe 2. SAMPLES. For the sales staff of Electrical Distributor 
cialist. He makes it a point to know every tool thoroughly, Co., samples of tools often serve as door openers, getting 
then to use impromptu meetings to pass on sales oppor- salesmen in to see a contractor who might be much ke 
tunities to the rest of the staff, as above ‘phone salesmen interested if the salesman’s call was about ¢ truction ma 
Bod Driscoll, Carole Pardue, salesmen Claude Pearson and terials only. Same effect is achieved in ts to electrical 
Bob Maiwald, p.a. Marfden Lordge and owner Lehmann departments of large industrials 

CONTINUED 
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Small Distributor (cont.) 





Needed: Good Stock, Good Specialist 


or getting a directive from San Fran- 
cisco. He can allow his men to in- 
terrupt their schedules to follow-up 
in an hour or call for as- 
sistance or advice in the use of the 
tools they sell. To the large house 
this time from regular selling would 
throw schedules haywire, and the cost 
would eat up too much of the profit 
from the tool sale. To Electrical Dis- 
tributors Co., a call of that nature 
from a tool customer is an advantage 
—it helps further to establish the 
concern as the source of the next tools 
needed, it usually results in orders for 
tool accessories, and it creates good 
will and personal contact that helps 
in procuring orders for the other ma- 
terials electrical construction or 
maintenance supplies that the cus- 
tomer uses 

e The profit-volume ratio of the tool 
business is more suited to the small 
distributor, indicates Lehmann. While 
every distributor wants profit, he ad- 
mits, each may have to seek it in a 
different way. The larger the house, 
the more it must be assured of the 
large volume for which it has invested 
so heavily in facilities to handle. To 
get this volume it must rely on much 
business which returns only a medium 
or low margin of profit. Its salesmen’s 
quotas are keyed to volume. In the 
item 
when they are picked up along with 
volume orders for supplies. The small 
distributor with minimum and easily 
adjusted facilities, can work with his 


less any 


setup, tools are a_ satisfactory 


salesmen toward producing higher 
profit business even when it represents 
lower volume than from supplies. 


How Lehmann Is 
Building Tool Business 


With those premises, Tyke Leh- 
mann has begun to move Electrical 
Distributors Co. into a profitable posi- 
tion in the tool business. During the 
last 18 months, the dollar volume 
from the tools has about 
doubled for Tyke Lehmann’s concern, 
and he feels that he is only beginning 
to tap the market. To make the start 
that is already showing results, Leh- 
mann has made these moves: 

e Broadened Inventory. “You can 
make some tool sales just by showing 
them when there are model changes,” 
says Lehmann, “but you can't get re- 
peat business and build the reputation 
that pays off in over-the-transom or- 


sales of 


ders unless you have a selection of at 
least the most tools. And you 
have to be ready to supply the parts 
and the your customers 
may need to use the tools you sell 
them.” In the last year, Electrical Dis- 
tributors Co. has added the lines of 
the Jet Line Gun Co. and the Lawco 
Velocity Tool Co. 

In another step that is 
Lehmann’s tool volume, he 
complete line of electrician’s tools- 


used 


accessories 


increasing 
added a 


pliers, screwdrivers, electrician’s ham- 


mers, tool pouches, wire strippers, 


wrenches, etc. While this inventory of 
electrician’s tools is one that can’t be 
merchandised in the same manner as 
contractors’ tools, it is building its own 
reputation. Either in the contractor’s 
shop or at the job, Lehmann’s sales- 
men can’t take the time of the elec- 
tricians to show them hand tools. Only 
ill will from the contractor who would 
be paying for the time would result. 
The only merchandising is exposure 
at the counter where, sooner or later, 
most electricians will show up to pick 
up orders. As they begin to show their 
new tools to fellow workers they serve 
as salesmen for Electrical Distributors 
Co. Lehmann has found more and 
more electricians dropping by, not on 
errands for the contractors, but to 
pick up a tool or two for their own 
needs. Lehmann believes that this in- 
terest of the electricians in the hand 
tools will work favorably in promoting 
the larger tools used by contractors, 
because the men on the job will 
begin to refer to Electrical Distribu- 
tors Co. as tool headquarters 

e Tool Specialist. Along with ex- 
panded inventory, Lehmann’s most 
effective move has been the use of a 
sales specialist in a pivot position on 
the sales team. Louis Clausius holds 
this spot. Experienced salesman with 
a background of years in electrical 
construction and maintenance with 
Kaiser enterprises, Louis serves in four 
key capacities for all sales of tools 
as well as in developing industrial 


business: 


3. SPECIAL ATTENTION. 
and talking tools 
tractors 


Showing 
many con- 
salesmen from the 
little at- 


impresses 
because the 
wholesalers tools 
tention. When new models 
come out, specialist Clausius 
makes the rounds of the larger accounis 
like Oree Electric, San 


give 


bigger 


tools or new 


Louis 


Jose 
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4. DEMONSTRATIONS. Showing the labor-saving features 


of tools gets Electrical Distributors Co.’s salesmen close at- 


tention of contractors as journeymen’s 


Maiwald shows contractor Vaughn Prettyman, (right) ease of ( 
reaching tough locations with new lightweight drill 


his business to 
on every new 
tool that Elec- 


1. Louis makes it 
become an authority 
tool or new model of 
trical Distributors inventories. Then 
he trains the other salesmen in the 
sales features of the tool and shows 
them the market possibilities. 

2. Louis introduces the new tool to 
the key contractor and industrial ac- 
counts which are his responsibility in 
the San Jose industrial area. 

3. If the new tool or model offers 
sufficient potential, Louis will schedule 
trips through the territories of each 
salesman, sOmetimes with the 
man, sometimes alone, to introduce 
the new product to contractors and to 
the maintenance  depart- 
ments of industrials 

4. At all times, Louis is available to 
go out with the salesmen, or at their 
request to on one of their 


sales- 


electrical 


call ac- 


6. EXTRA SALES. A good profit with 
minimum inventory and sales effort has 
started coming to Electrical Distributors 
Co it put in full line of electri 
cian’s hand tools. Contractor’s men call 
ing at counter for pick-ups are exposed 
to get pitch from 
Ysidro Lara (right) 
showing much-needed new pouch 
electrician from Advance Electric 

Santa Clara, Calif 


since 


these tools 


men like 


counter- 
who is 
to 


te : 
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5. SERVICE. 
tractor make 


that has helped b 


best 


wages soar. Bob 


lausius will go 


counts, to present 
ol 
pective customer 
@ Use of Samples. As explained in 
Tyke Lehmann’s analysis of the ad 


vantages of tools to the small distribu 


a more thorough 


demonstration the tool to a pros 


tor, the use of samples is important 
Electric Distributors 
Co. use samples in several ways 

1. To introduce 
models of 
above. 

2 To 
tomers. 
Visit with 


The salesmen of 


new tools or new 


old tools, as described 


to old 


call, 


increase sales 
On a 
the 
and an order for supplies or main- 
equipment certain, 
the carrying of a tool may still be a 
profitable habit. This can 
tablished tool which the 
knows this contractor is not yet using 
or could It b 


Cus 


regular when a 


contractor 1s assured, 


tenance may be 


be an es- 


salesman 


use more of. may ea 


u 
ull 


on 


Availability 


se of 1 tool 
d tool sal 


ales Oo 


the jol 


a technique to Prettymar 


tool 
which 
buying 
new 


It 


using 

example 
lends 
this contract 


n 


man ha 

As explain 
the tool is 
particularly 
from ; | 


\ 


sample 


says Lehmann 


fering 
the 


see 


contract 
the 


h 
c 


tool 
will assu 


thing 


nri 


special price 


iS re 


tself p 


ps 


smalle 


a speci 


Wrong 


Ip cor 
S NUYS IS sales feature 


I 


h 


qu ilities 
uld 
placement for 


rhtwe 


consider 


tools he is 


for 


which 


tht drills, 
tool 
rticularly to a job which 


st taken 


may els a 


7 
Ol 


the sales 


retting business 


vhere 


wnns 


premisc 


1 ecHective door opene! 


I tI salesman 


1 


| ; 
ieipful to 


r distributing house 


is absolutely 


necessary 
distributor is of 
i 

that 

med that there 1s 


some 


Wi tO warrant 











FIRST CALL finds salesman Miles Dillon with door opener 
('4-in. drill) and customer reminder (tool catalog) 


‘If You Want 


By Herb Cavanaugh ORE than a year has passed since Efengee Electrical 
Supply Co., Chicago, started its concentrated cam- 
paign to sell hand and power tools to its industrial 

and contractor customers, says buyer Jim Puccio. “Since 
then,” Puccio claims, “sales have increased sizeably de- 
spite competition from the mill supply houses and those 
cut-rate establishments that are murdering prices and 
damaging a good and profitable market.” 

As the present-day construction graph line continues 
to rise steadily with the increased need for labor saving 
tools, Efengee tool sales are multiplying daily, accord- 
ing to Puccio. 


NEW tool catalog has bright yellow and black cover. Almost 
300 pages have tools from heavy and light duty equipment, 
to tapes and testing equipment. 


Four Part Plan 


A four-pronged program, designed to point-up and 
push tools, is being used in combination with maximum 
supplier cooperation, plus more and better selling of tool 
products—from '%4-in. drills to heavy duty equipment. 

According to buyer Jim Puccio, this program has 
netted “remarkable results.” Here are the four points that 
lifted Efengee’s tool sales off the ground 

e Educational sales meetings 

e A new, all-tool catalog 

e Tool shows 

e Advertising & direct mail 
© Selling Points—Each Monday night, for a few hours, 
a general sales meeting (run by sales manager Jack Fink) 
? : is held, at which tools may be discussed. At times, non- 
as ae Stn sian ne a i ae competitive tool manufacturers are invited and they may 
AND INDUSTRIA! TOOLS 





demonstrate tools of all types in order to emphasize the 
" top selling points. 
RR patel Sepeneatly sentry ~ ah oo Oe During the week, the manufacturer's representative 


' Peni Sie 3 will go along with the salesman on calls involving the 
Remember, Come to Efenges sale of complicated equipment to a customer; when it 
__ for America’s Finest Selection —_ 5m 
ELECTRICAL SUPPLY CO., of Industrial Tools! -_ means a difficult customer demonstration of the tool 
olesalers of Everything Elec Ol ce aa ‘ 
O68 W. Chlcape’ Aapmen, Chicoge 72 (usually heavy-duty equipment), or even in the case 
SEeley 8-350¢ (058, eon, can ? ee ? 
where the equipment may be too heavy to carry in the 
Woutegen Branch salesman’s car—the representative will then show up with 
INTERSTATE “sctigy 
ELECTRICAL SUPPLY CO a station wagon and drive out to the job site with the 
020 Greenweed Wavkegon . . > ¢ 
saaaites rae r salesman. 
Efengee salesmen carry tool samples wherever and 
CATALOG advertising in local trade magazine has netted whenever possible. “If it’s small enough,” sales manager 
good results, according to Jim Puccio Fink says, “the results can be very big.” Fink stated that 
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TO PROMOTE tool sales, sales manager Jack Fink says, 


“you have to look for the business, then ask for it.’ 


dit 
FOOL SALES, according to buyer Jim Puccio, have increased 


daily because of Efengee’s four-part program 


the Tool Business—Ask for It' 


“recently we sent our salesmen out carrying a /%4-in. drill 
(which, by the way, is an excellent door-opener). Inside 
of a month, we sold two hundred of these drills.” 

“When we're selling the big stuff,” Fink continued, 
“we'll use Dodge reports or call up a contractor who 
has landed a big job. Then we tell him what we have.” 
e Tool Catalog—Recently, Efengee put together a snap 
out, all-tool catalog (see opposite page). Salesmen carry it 
with them and drop it off in customers’ offices, or the 
customers can obtain one free by writing in or answering 
an advertisement appearing in the local trade papers. Each 
catalog is registered. Each customer, when he receives 
one, is numbered so that change sheets can be sent to 
him immediately. 

Jim Puccio said Efengee’s salesmen have to ask 
for the tool business, “because, believe it or not, the con- 
tractor did not know we sold tools. 

“We had a contractor, who had been doing business 
with us for 30 years, give an exclamation of complete 
surprise when he found out the line of hand and power 
Puccio stated. “This is only 
One case in point,” he said. “Most contractors were sim- 
ply ignorant of the fact that we had them—and it was 
our fault for not pushing them.” 

“This catalog,” he continued, “will be a great silent 
salesman. It will be a constant reminder that we are in 
the tool business.” 

e Advertising & Direct Mail—Besides tool advertising in 
local trade papers (see opposite page), Efengee uses a 
direct mailing list of about 400 to 500 customers 

e Tool Shows—Puccio claims Efengee did a “terrific 
business,” with a recent power tool show held in front 
of the company’s will call counter. “We set up a booth 
at our will call counter,” Puccio explained, “with dis 
plays and a manufacturer’s representative to do the job 
of demonstrating and pointing out the customer benefits 
of the various tools. It came off so well and we wrot 
off such a good piece of business that we are planning 


to have another show very soon. This time it will be on 


tools we were carrying,” 


a much larger scale.” 


You Have To Ask 


Backing up Puccio’s statement about asking for the 
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tool business, sales manager Jack Fink said that “you 
have to look for the tool business and then ask for it 
If you do that you'll get it because there’s plenty of it 
to go around.” 

Fink said that “the principal reason behind the con 
tractors unawareness that we had these tools was the 
fact that we were not pushing every product and our 
salesmen were not hitting every base. We did not have 
the time to do it. Now we are able to, and it’s really 
paying off 

“Look at the larger capacity cables with the large 


" 
I 


size conduit,” he said [his requires more power tools 


Look at the construction boom. Again, vou need more 
power tools, and the proper tools cut costs. This makes 


for greater competition.” 


Buying from Distributors 


“Another thing we do,” Fink continued, “is point out 
the advantages of buying tools from us instead of other 
types of establishments. We tell our customers that if 
they purchase hand and power tools from Efengee. as 
they do other types of equipment, it will save them 
making more than one phone call, duplicate invoicing 
and receiving and handling among other things. As far 
as availability of repair and replacement goes, maybe 
mill supply houses do have entire floors devoted to this 
but we tell them that our big equipment manufacturer 
will do ary repairing that is necessary on the joh sit 
Besides, we are in the business to sell good equipment 
not to repair it. It's much cheaper to buy a good tool 
than to replace it two or three times 

Your tool business is only as good as the tools you 
sell,” Fink stated We 7 ) nm our program 
and our suppliers are backing up with the kind of co 
operation that means good servic id guarantec¢ 

“It's a vitamized program ( ind it’s power! 
ful enough to do the right s¢ 
This tool market Fink said 


You have to have i tool spec t an tnat s i we re 


incomplete 


clalization 


fishing around for right now | add velcome point 
to the present four-part plan and it wil illy put us on 
the back of something that’s 

a field of healthy profits 





Tapping Tool Market (cont.) 





Modern Electrical Work Demands 
Today's Tools and Techniques 


WIRE AND CABLE STRIPPERS pro- 
vide for ready removal of insulation and 
jacketing on individual conductors and 
multi-conductor cable assemblies. Avail- 
with a wide range of wire 
30 to No. 8), the most 
common wire stripping hand 
device that looks something like a pair 
of pliers. Another type of stripper is 
made for slitting the jacket on nonmetal- 


able for use 
sizes (about No 


tool is a 


lic sheathed cable 


LUG-CRIMPING TOOLS are used for 
attaching terminals and connectors to 
wires and cables. These devices are ac- 
tually special forms of pliers used to 
exert the right amount of pressure to 
crimp terminal devices to wires. Crimp- 


ing tools vary from small one-hand pliers 
to large two-hand hydraulic-powered 
tools. For the smaller sized wires (No. 
10 and smaller), combination crimping, 
wire cutting and wire stripping pliers are 


commonly used 





FISH TAPES are widely used in the 
installation of all types of wiring sys 
tems. long lengths of rigid 
spring-type steel wire or strip. Fish tapes 
pulling wires through con 


These are 
are used for 
duits. Special reels are 
the fish tape and to 
using it. The reel also provides ready 
grip for a_ strong pull. Electrically 
powered cable pullers and air-powered 


made to store 


provide ease in 


fish lines are also made for pushing tape 
and pulling wire 


CABLE GRIPS are wide-meshed woven 
sleeves of steel wire stranding used to 
erip cables for pulling through conduit, 
pulling vertically or supporting in a 
vertical position. As a pull is exerted at 
one end of the gripping sleeve, a firm 
hold is made on the surface of the 
Cable grips are here shown sup- 
porting temporary power riser cables in 
the stairwell of a tall building 


cable 


CABLE FEEDERS are lengths of flexi 
ble steel tubing with flared mouths used 
to guide and protect cable as it is pulled 
from a reel into conduit or duct which 
may be at any angle with respect to the 
direction from which the cable is paid 
out from the reel. In use the cable 
rigidly fixed in position, as 
shown in this typical application 


feeder 1s 
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Here's a pictorial potpourri of tool applications and methods com- 
monly found in the construction, installation, repair and maintenance 
of today's electrical systems. Study these three pages for profitable 


ideas youcan pass along to your customers. 





CONDUIT THREADERS are available HAND CONDUIT BENDERS are made POWER PIPE BENDERS are made in 


in both manual and powered types for in many types and many sizes for man- wide range of sizes and types, varyin 
on the job threading of all sizes of ual bending of rigid conduit and thin in power, construction and degree of 
conduit. Here, a portable electric motor- wall conduit (EMT). Hand held port portability. Some units use a small hand 
driven threader is used on a large size able benders are known as _hickeys held hydraulic pump to power the bend 
pipe. Other portable machines provide Manual bending can be dene up to ing shoe. Other units have electric 
wide ranges of conduit threading oper about two-inch size in stationary bend motor-driven hydraulic power pumps to 
ations. ing frame. Hickeys are used for rigid develop the bending pressure, as re 

conduit up to about one-inch and EMI quired for the very large size conduit 


up to about 1% inch 


















KNOCKOUT PUNCHES are manual or CONDUIT PUSHERS are electric motor ELECTRIC NUT RUNNERS (or im 


hydraulic powered devices for cutting or gasoline engine driven hydraulic pact wrenches) consist of a drill-like 
holes in cabinets and enclosures in elec powered machines for pushing conduit assembly with a special head piece to 
trical systems to provide connection of in underground installations, particularly grip the nut. These devices are used 
conduits. Typical unit used here con- where surface concrete or other obstruc in break-down and assembly of motor 
sists of hand-held hydraulic pump and __ tions prevent laying of conduit in ground and other machinery whict dt 

hole cutting’ unit attached to the top Pushing machine ts positioned in access ether by bolts 

of sheet metal cabinet by a bolt through — trench as shown, and sections of pipe are 

a drilled hole at the center of the re coupled together as each section l 

quired conduit opening driven along the prescribed route Continued next page 
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HOLE CUTTER shown here consists of 
an electric drill fitted with a circular 
saw blade for cutting small round holes. 


In electrical work, this type of hand 
tool is widely used for cutting through 


plaster, sheetrock and other composition 
boards. 


JOIST BORER is a special form of 
electric drili for drilling holes though 
wooden structural members which can- 
not be drilled directly, such as floor 
joists or wall studs. This device has the 
drilling head at an angle to the axis of 
the drill housing. Such units may be 
hand held for close work or mounted 
on the end of a special pipe handle for 
reaching overhead or out-of-the-way 
work. Standard electric drills also 
made with right angle heads. 


are 





a hey 
CONCRETE DRILLS 
power drilling assemblies fitted with 
special circular drill bits for cutting holes 
in reinforced concrete, tie, brick, marble 
and granite, up to many feet in thick- 
ness. Drilling machines are used for the 
heavier operations and are equipped 
with the necessary frame and pressure 
device. For lighter duty concrete cutting, 





are special high 


a portable concrete drill (or standard 
heavy duty drill with the proper drill 
bit) may be used 








ELECTRIC DRILLS of all 


types 
used in electrical construction work. Both 
wood drilling and metal drilling may be 


are 


done, using the proper bit. Typical ap- 
plications include: drilling holes for run- 
ning armored cable and non-metallic 
sheathed cable and drilling holes for 
mounting or fastening equipment by 
means of bolts or screws 








ELECTRIC HAND SAWS are com- 
monly used for cutting openings in wood 
or sheet metal surfaces, to meet a wide 
range of equipment installation require- 


ments. Typical unit is powered with 
drill motor assembly. Some such saws 
have circular, rotating blades. Others 
have straight, reciprocating blades and 


are called saber saws. 


TRENCHERS 


used to speed and simplify 





are machines 
the task of 
digging trenches for underground cable 
and conduit runs. Such machines vary 
widely in type and size, depending upon 
the width and depth of the trench they 
are capable of digging. With this typical 
machine, the operator walks along be- 
hind the machine 


POWER 





> 
— 











hook 
other 


consist of 
sticks and 


POLE-LINE TOOLS 
sticks, pole-handling 
equipment and devices for handling en 
high voltage wires, for setting 
poles and for stringing the wires on 
crossarms. The equipment and 
tools is on the line truck 


ergized 


range of 








SCAFFOLDS 
tools in modern electrical 
Varying widely in size and design, typi 
cal models are mobile assemblies of pipe 
framework which can be adjusted for 
height and width depending upon 
conditions. 


important 
construction. 


are actually 


iob 





‘4 
LIFTING and 
transporting equipment 
are widely used in electric repair shops, 
industrial plants and on field construc 
tion projects. Typical combination power 
hoist and hand truck is a valuable mate 
handling aid 


DEVICES for 


heavy 


raising 


electrical 


rials 
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For your handy reference or file, here's a 


(ff <S 
. . 
Quick-Check Directory of Electrical Tool Manufacturers 
WIRE AND CABLE TOOLS Midwest Electric Mfg. Co., 1639 Walnut Martin (H. P.) & Sons, 801 W. 12th St 
: t., Chicago 12, Ill. (d) Owensboro, Ky. (a, f) 
a. Cable benders Miller Equipment Co., Inc., 13th & New Mercury Hydraulics, Inc., 1632 Wazee St 
b. — & strippers Sts., Franklin, Pa. (b) Denver Colo, (d) 
c. Wire gages Milwaukee Parts Corp., 607-15 S. Sixth St Midwest Electric Mfg. Co., 1639 Walnut 
d. Cable-pulling tools Milwaukee 4, Wis. (b) St., Chicago 12, Ill (a) 
e. Pressure-connector tools Mine Safety Appliances Co., 201 N. Brad National Electric Div.. H. K. Porter Co., 
f. Staplers dock Ave., Pittsburgh 8, Pa. (b) Inc., Porter Bldg., Pittsburgh 19, Pa. (a) 
Adams Engineering Co., 31711 Solon Rd Potter & Rayfield, Inc., P. O. Box 1042, Nye Tool Co., 4120 Fullerton Ave., Chicago 
Solon, Ohio (d) , Atlanta, Ga. (b) 32, Ill. (e) 
Anthony (F. M.) Co., 713 University Ave., Jenners P-2 Starts Here 6-10-59 Oster Mfg. Co., 1340 E. 289th St., Wicklifle 
Berkeley 10, Calif. (b, e) . Rattan Mfg. Co., 10 Wall St., New Haven 7, Ohio (e, f) : 
Appleton Electric Co., 1701 Wellington Conn. (d) Oviatt (D. C.) Co., 2174 Lakeside Ave 
Ave., Chicago 13, Ll. (a, d) Richards (J. R.) Co., P. O. Box 482, Cleveland 14, Ohio (b, e) 
Arjac Products, Inc., 55-59 Halstead St _ Carnegie, Pa. (d) Rattan Mfg. Co., 10 Wall St.. New Haven 
Rochester 10, N. Y. (a) * Sherman (H. B.) Mfg. Co., 22 Barney, » Conn. (a) 2 ; 
Ark-Les Switch Corp., 51 Water St., Water- Battle Creek, Mich wd, e) Republic Steel Corp., Steel & Tubes Div., 
town, Mass. (e) , Snap-on-Tools Corp., 8028 28th Ave 24 | 13ist St., Cleveland 8&8, Ohio (a) 
Arrolet Corp., Foot of Bower St., Mont- Kenosha, Wis. (b) Richards (J. R.) Co, P.O. Box 482, 
gomery, Pa. (d) Speedex Mfg. Co., 418 S. Wyman St., Rock ‘Carnegie, Pa. (a) 

Arrow Fastener Co., Inc.. 1 Junius St _ ford, Ill. (b) Ridge Tool Co., 400 Clark St., Elyria, Ohio 
Brooklyn 12, N. Y. (f) ' Starrett (L. 8S.) Co., Athol, Mass. (c) (ob, e, f) me 

Arsco Mfg. & Sales Corp.. 451 Tenth Ave Steel City Electric Co., 1207 Columbus Ave., Silvey Pipe Bender Co., 2215 Brighton Ave 
New York 18, N. Y.(b) F _ Pittsburgh 33, Pa. (d) _ Kansas City 27, Mo. (a) : 

Artos Engineering Co., 2757 S. 28th St Templeton, Kenly & Co., Gardner Rd., Spring Load Mfg. Corp., 6332 Maynard 
Milwaukee 46, Wis. (b) ' ; Broadview, Ill. (d) _ Ave., Se ittle, W ish. (b) dice 

Barth Corp., 12630 Brookpark Rd., Cleveland Thomas & Betts Co., 36 Butler St, Eliza- Steel City Electric Co.. 1207 Columbus 
30, Ohio (d) ; 7 beth 1, N. J. (b, d, e) Ave., Pittsburgh 33, Pa. (a) 

Bashlin (W. M.) Co., Bashlin Bidg.. Grove Thomas Instrument Co., Box 41, Liver Steelduct Co., Republic Steel Bldg., Youngs 
City, Pa. (d) ‘ pool Rd., Phoenix, N. Y. (b) town, Ohio (a) ; 

Black’ & Decker Mfg. Co. Towson 4 Tomic Sales & Engineering Co., 20000 Templeton, Kenly & Co., Gardner Rd 
Md. (b) . . Sherwood Ave., Detroit 34, Mich. (b) Broadview Ill. (d) 

Bodendieck Tool Co., P. O. Box 499, Taylor- Triton Mfg. Co., Inc., East Haddam, Conn rhepitt Mfg. Co., Gregg & Hammond Sts 
ville, Ill. (b) Abs (b) Carnegie, Pa. (a) 

Buchanan Electrical Products Corp., 420 Utica Drop Forge & Tool Div., Kelsey- Thomas & Betts Co., 36 Butler St., Eliza 
J. S. Route 22, Hillside, N. J. (b, e) _Hayes Co., Utica 4, N. Y. (b) beth 1. N (a) : 

Burndy Corp., Norwalk, Conn. (c, e) — er a — sae F Ontario St — we se eoOy ‘e- “i 

Cam-Lok Div., Empire P. . _ Q? licago y (e) ummit St oledo lio (bh, ¢ ) 
Blue Ash Rd., Clclameat 30% aa agg ——— — —_ —_ sa Braddock — nl ge oe 201 N. Braddock 

Cope (T. J.) Div., Rome Cable C r Ave., Pittsburgh 8, Pa. (d) ve., Pittsburgh 8 1. (e) 
x Walnut . cohen h'G a Woodhead (Daniel) Co., 15 N. Jefferson Wachs (EF. H.) Co, 1d25 N. Dayton St 

Davis Electric Co., 28 Parker St., Walling- St. Chicago 6, Til. (b) Chicago HH. () — 
ford, Conn. (b) : = Yorkville Metal Products Co., 677 Broad Wagner Malle able Products Co., W 

Dicke Tool Co., 1201 Warren Ave., Down way, New York 12, N. Y. (b) Adams St., Chicago 6, IIL (b) 


ers Grove, Ill. 


Fargo Mfg. Co. Inc., 845 Maint st, CONDUIT TOOLS 





. Poughkeepsie, N. Y. (b, d) > Benders & hickeys POLE LINE TOOLS 
‘ullman Mfg. Co., 1209 Jefferson §S c . Saws & cutters , : 
trobe, Pa 4) ee c. Knockout punches b. ao i 
‘ . q : Pine i ing . ; PS ¢ : 
eg Boe neg oe” petites saas z ee caaiins = ae ome c. ——s digging & trenching hand 
» lice ‘ . « s 
Caone gr ag Mfg. Co., Inc., 80 White . — & holders : d. Tree trimmers & pruners 
_ ot. Nev ork 13. N. Y. (b, c) American Pipe Tool Co., 4856 W. Kinzic e. Conductor installation tools 
Greenlee Tool Co., 2136 Twelfth St., Rock- St., Chicago 44, Ill. (e, f) : me 
ford, Ill. (d) Apoleton Electric Co., 1701 Wellington Ave Bartlett Mfg. Co., 3003 E. Grand Blvd 
Heller Industrial Fastener Div., Heller Chicago 13, Ill. (a) Detroit 2, Mich 1) 
Roberts Mfg. Corp.. 6115 Carnegie Ave., Armstrong Bros. Tool Co., 5200 W. Arm Bodendieck Tool Co., P.O. Box 499, Taylor 
leveland 1, Ohio (f) strong Ave., Chicago 30, Ill. (e, f) ville, Ill. (a, b, dye) 
Highway Trailer Co., 405 EF. Fulton St., Arrolet Corp., Foot of Bower St., Mont Buffalo Machine Mfg. Co., 586 Tonawand 
Edgerton, Wis. (d) gomery, Pa. (a) St., Buffalo N. Y. (e) 
Holan Corp., 4100 W. 150th St., Cleveland Athol Machine & Foundry Co., 82 South Chance (A. B.) Co., 210 N. Allen St., ¢ 
3 Ohio (d) St., Athol, Mass. (f) tralia, Mo. (a. b, « 1, e) 
Holub Industries. Inc., 442 Elm St.. Syca Beaver Pive Tools. Inc... 310 Dana Ave Dicke Tool Co. 1201 Warren A 
more, Ill. (b, d) N. E., Warr2n, Ohio (b, e) Downers Grove. Ill. (b. c, ©) 
Husky ew: Inc.. 5300 Vine St.. Cin Blackhawk Mfg. Co., 5325 W. Rogers, Mil Dixie Logging Tool Co., Chattanooga, Ten: 
cinnati 17, Ohio (d) waukee 46, Wis. (a, c) (b) 
Ideal Industries, Inc.. 5136 Park Ave., Syca Briegel Method Tool Co. 104 N. E. First — & Co., 6301 Butler St., Pittsburg! 
more, Ill. (b, d, e) St., Galva, Ill. (b, f) Pa. (c) 
Interstate Drop Forge Co., Svecial Products C & B Engineering & Fabricating Corp., Interstate Drop Forge Co., 4025 N 
Div., 4051 N. 27th St., Milwaukee 16, P. O. Box 8701, Houston, Tex. (a) St., Milwaukee 16, Wi (e) 
Wis. (b) Cavewell Mfg. Co., 60-70 Governor St Joslyn Mfg. & Supoly Co., 3700 S. Mor 
Jerrold Electronics Corv., 23rd & Chestnut Hartford 2, Conn. (f) St.. Chicago 9, Ill. (b, c, d) 
Sts., Philadelphia 3, Pa. (b. e) Collins Machinery Corp., 5474 Alhambra Kearney (James R.) Corp., 4236 Cla 
Joslyn Mfg. & Sunvly Co., 3700 S. Morgan Ave.. Los Angeles 32, Calif. (b, e) Ave., St. Louis 10, Mo. c. d) 
_St., Chicago 9, Ill. (e) Duro Fittings Co., 2210 S. Davie Ave., Los Kellogg Switchboard & Supel) Co., 79 W 
Kellems Co., Inc., 15 Williams St., Stoning- Angeles 22. Calif. (a) Monroe St., Chicago 3, Hl. (d 
_ ton, Conn. (d) Erie Tool Works, 12th & Liberty Sts Klein (Mathias) & Sons, 7200 McCorm 
Kellogg Switchboard & Suvply Co., 79 W Erie, Pa. (b, e, f) Rd., Chicago 45, Hl. (e) 
_Monroe St., Chicago 3, I'l. (b, d) Gedney Electric Co., Americas Bldg., Radio Line Material Industries, MicGraw-Edison 
King Mfg. Corp., 3146 N. Chicago Ave., Citv. New York 20. N. Y (a) Co., 7OO W Michigan St Milwaukee 
Chicago 22, Ill. (d) Hein-Werner Corp., 1200 National Ave Wis. (a, c) 
Klein (Mathias) & Sons. 7200 McCormick Waukesha. Wis. (a) Mall Tool Co., 25000 S. Western Ave., Park 
Rd.. Chicago 45, Ill. (b. d) Henderson Electric Co., Ampere Station Forest, Tl. (c) 
Lew Electrical Fittings Co., 627 W. Lake East Orange, N. J. (a) Memco Engineering & Mig. Co., Cor 
St., Chicago 6, Ill. (d) Hossfeld Mfg. Co., 460 W Third St mack, L.L., 
Line Material Industries, McGraw-FEdison Winona, Minn. (a) Miller- Robinson Co ) Avalon Blvd 
Co., 700 W. Michigan St., Milwaukee, Lew Electric Fittings Co., 627 W. Lake St Los Angeles 3, ¢ 
Wis. (a, d) Chicago 6, Ill. (a) S & C Electric Co., 44 R wood Ave 
Lint (Clyde W.), 2323 W. 18th St.. Chicago Lidseen of North Carolina, Inc., 1000 First Chicago 40, I 
8, Ill. (d) St.. Havesville, N. ¢ (a) Safety Live Line fool Co., ; R6ith A 
Madison Equipment Co., 5405 Detroit Ave Lint (Clyde W.), 2323 W. 18th St., Chicago Oakland 21, ¢ 
Cleveland 2, Ohio (b, d) 8, Ill. (c, f) Southern Electrical Fquinment Co.. OR W 
Martindale Electric Co., 1383 Hird Ave Madison Equipment Co., 5405 Detroit Ave Bland At M St., ( i, = « 
Cleveland 7, Ohio (b) Cleveland 2, Ohio (a) (a) 
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Quick Check Directory (cont.) 





Swett (A. L.) Iron Works, 166 Glenwood 
Ave., Medina, N. Y. (c) 

Utilities Service Co., | Pine St., Allen- 
town, Pa. (b) 


CONSTRUCTION TOOLS 

. Power drilling & boring tools 
. Electrician’s hand tools 
Power-actuated fastening tools 
Hammer-actuated fastening tools 
Trenchers 

Hoists, jacks, gins & winches 
Lift trucks 

Ladders & scaffolds 


SRO ae oe 


Adams Engineering Co., 31711 Solon Rd., 
Solon, Ohio (f) 

Aircraft Specialties Inc., 415 Howard St., 
Lapeer, Mich. (b) 

Albertson & Co., Inc., 3100 Lowell, Sioux 
City 2, Iowa (a) 

Allen Iron & Steel Co., P. O. Box 550, 
Norristown, Pa. (h) 

Allied Mfg. & Sales Co., 3101 W. Grand 
Ave., Chicago 22, Ill. (f, g, h) 

Allis-Chalmers Mfg. Co., 930 S. 70th St., 
Milwaukee 1, Wis. (g) 

American Engineering Co., Wheatsheaf 
Lane & Sepviva St., Philadelphia 37, Pa 
() 

American Pulley Co., 4200 Wissahickon Ave., 
Philadelphia 29, Pa. (g) 

Arro Expansion Bolt Co., P. O. Box 388, 
Marion, Ohio (a) 

Automatic Transportation Co., 101 W. 87th 
St., Chicago 20, Ill. (g) 

Baker-Roos, Inc., 602 W. McCarty St., In 
dianapolis 6, Ind. (h) 

Ballymore Co., Lincoln & Garfield Aves., 
West Chester, Pa. (h) 

Barber-Greene Co., 400 N. Highland Ave., 
Aurora, Ill. (e) 

Beaver-Advance Corp., 12th & Factory Sts., 
Ellwood City, Pa. (h) 

Billings & Spencer Co., | Laurel St., Hart 
ford 1, Conn. (b) 

Black & Decker Mfg. Co., Towson 4, Md 
(a) 

Bodendieck Tool Co., P. O. Box 499, Taylor 
ville, Ill. (f) 

Bonney Forge & Tools Works, 2400 Rock 
hill Rd. (North), Alliance, Ohio (b) 
Bridgeport Hardware Mfg. Corp., Scofield 

Ave., Bridgeport 5, Conn. (b) 

Burgess Vibrocrafters, Grayslake, Ill. (a) 

Champion DeArment Tool Co., S. Main 
St., Meadville, Pa. (b) 

Chance (A. B.) Co., 210 N. Allen St., Cen 
tralia, Mo. (f) 

Charles Machine Works, Inc., P. O. Box 
66, Perry, Okla. (e) 

Chester Hoist Div., National Screw & Mfg. 
Co., Lisbon, Ohio (f) 

Chicago Pneumatic Tool Co.. 6 FE. 44th 
St.. New York 17, N. Y. (f) 

Chisholm-Moore Hoist Div.. Columbus 
McKinnon Chain Corp., 6072 Fremont 
Ave., Tonawanda, N. Y (f) 

Cleveland Trencher Co., 20100 St. Clair 
Ave., Cleveland 17, Ohio (e) 

Crane-Puller Co., Waltham 54, Mass. (b) 

CraneVeyor Corp., 1240 S. Boyle Ave. 
Los Angeles 23, Calif. (f) 

Crescent Tool Co., 200 Harrison St., James 
town, N. Y. (b) 

Dayton Safety Ladder Co.. 2337 Gilbert 
Ave., Cincinnati 6, Ohio (h) 

Detroit Hoist & Machine Co., 8292 Morrow 
St., Detroit 11, Mich. (f) 

Diamond Expansion Bolt Co., Inc.. Gat 
wood, N. J. (a) 

Diamond Tool and Horseshoe Co., 4702 
Grand Ave., Duluth 7, Minn. (b) 

Dorsey (John E.) Co.. 570 E. First St., 
Boston 27, Mass. (f) 

Dreier Bros. Inc., 7301 Woodlawn Ave., 
Chicago 19, Ill 

Duro Metal Products Co., Kildare & 
Schubert Sts., Chicago, Ill. (b) 

Economy Engineering Co., 4511 W. Lake 
St., Chicago 24, Ill. (f, 2, h) 

Ederer Engineering Co., 2943 Ist Ave, § 
Seattle 4. Wash. (f) 

Eicor Div., F. L. Jacobs Co., 4235 W. Nort! 
Ave., Chicago 39, Ill. (h) 


60 





Equipment Corp. of America, 1537 Superior 


_ & University Ave., N. 
~~ Tool Works, 12th & Liberty Sts., 
General Hardware Mfg. c o., Inc., 80 White 
Greenlee Tool Co., 2136 rwellth St, 
" Angle Div. bs, L ug-All Cc 0., 
ees ANE Com, 4400 W. a” Ave., 


. 7 
Heyden Twist Drill Co., 
Heller Tool Co., Heller Dr., 


Fa stening Systems, 
H.) Corp., 4100 W. 
Hunter, Tools, 9851 


Hykon Miz. Co. 163 F 


Ingersoll Rand Co., “i l = idway, 
4, J 


Irwin Auger Bit Co., 92 

Ket Tool Co., 5055 Madison Rd., 

King Mfg. Coro., 

= (Mathias) & Sons, 

Kraeuter & Co., Inc., 
3, (b 


Lantz Mfg. Co., Inc. ~ V alps iraiso, 
9 


Lift Trucks, Inc., 2 
Manning, Maxwell & Moore, Inc., 


Massey-Ferguson 


Mayhew Steel Products 
Not 'shedenen Body Co., 5900 N 


Tool Co., Inc., Box 


Meteor Mig. Cc op-, 1441 Main St., 
f 


Miller Equioment Co 


New England Carbide 


Omark Industries, 9701 
Oxwall Tool Co., Ltd., 


Paine Co., Fullerton 
) 


Patent Scaffolding Co., Inc., 
I h) 


Prodecers & Distributors, Inc., 1321 Hanover 


Quality Tools Corp., New Wilmington, Pa. 
b 


(b) 

Ramset Fastening System, Winchester-Wes- 
ern Div., Olin Mathieson Chemical Corp. 
12117 Berea Rd., Cleveland 11, Ohio 
(c, d) ; ’ 

Rawiplug Co., Inc., 212 Petersville Rd., New 
Rochelle, N. Y. (a) 

Reading Crane & Hoist Corp., 2100 Adams 
St., Reading, Pa. (f) 

Remington Arms Co., Inc., 939 Barnum 
Ave., Bridgeport 2, Conn. (c, d) 

Revolvator Co., 86th St. & Tonnelle Ave., 
Routes 1 & 9, North Bergen, N. J. (g) 

Ridge Tool Co., 400 Clark St., Elyria, Ohio 
(a, ) 

Robbins & Myers, Inc., 1345 Lagonda Ave., 
Springfield, Ohio (f) 

Rol-Away Truck Mfg. Co., Inc., 6143 S. I 
Foster Rd., Portland 6, Ore. (h) 

Rotary Concrete Drill Co., 650 S. Arroyo 
Parkway, Pasadena 1, Calif. (a) 

Round (David) & Son, Inc., Box 883, 
Cleveland 22, Ohio (f) 

Safety Live Line Tool Co., 973 86th Ave., 
Oakland 21, Calif. (f) 

Safway Steel Products, Inc., 6234 W. State 
St., Milwaukee 13, Wis. (f, h) 

Sasgen Derrick Co., 3101 Grand Ave., 
Chicago, Ill. (f) 

Self-Lifting Piano Truck Co., 423 N. Main 
St., Findlay, Ohio (f) 

Shalicross Controls, Inc., 2217-21 N. 3lst 
St., Milwaukee 8, Wis. (a, b) 

Shaw-Box Crane & Hoist Div., Manning, 
Maxwell & Moore, Inc., Muskegon, Mich 
(f) 

Sherman & Reilly, Inc., 1 Broad St., Chat 
tanooga 2, Tenn. (f) 

Silent Hoist & Crane Co., 841 63rd St., 
Brooklyn 20, N. Y. (f, g) 

Skil Corp., 5033 Elston Ave., Chicago 30, 
Ill. (a, b) 

Snap-on Tools Corp., 8028 28th Ave., 
Kenosha, Wis. (a, b) 

South River Metal Products Co., Inc., 377 
Turnpike, South River, N. J. (h) 

Star Expansion, Mountainville, N. Y. (d) 

Starrett (L. S.) Co., Athol, Mass. (b) 

Super Tool Co., 21650 Hoover Rd., Detroit 
13, Mich. (a) 

Swett (A. L.) Iron Works, 166 Glenwood 
Ave., Medina, N. Y. (f) 

a. Imports, 14525 Bessemer St., Van Nuys, 
Calif. (a, b) 

Templeton, Kenly & Co., Gardner Rd., 
Broadview, Ill. (f) 

Termite Drills, Inc.. 99 N. Lotus Ave., 
Pasadena 8, Calif. (a) 

Thor Power Tool Co., 175 N. State St., 
Aurora, Ill. (a, f) 

Tilden Tool Mfg. Co., 209 Los Molinos, 
San Clemente, Calif. (a) 

Toledo Pipe Threading Machine Co., 1445 
Summit St., Toledo 4, Ohio (b) 

Truco Masonry Drilling Div., Wheel True- 
ing Tool Co., 3200-3220 W. Davison 
Ave., Detroit 38, Mich. (a) 

Tulsa Winch Div.. Vickers, Inc., 815 f 
First St., Tulsa 20, Okla. (f) 

Up-Right, Inc., Up-Right Scaffolds Div., 
1013 Pardee St., Berkeley 10, Calif. (h) 

U. S. Expansion Bolt Co., State St. & P.R.R., 
York, Pa. (a) 

Utica Drop Forge & Tool Div., Kelsey- 
Hayes Co., Utica 4. N. Y. (b) 

Vaco Products Co.. 317 | Ontario St., 
Chicago 11, Ill. (b) 

Velocity Power Tool Co., 201 N. Braddock 
Ave., Pittsburgh 8, Pa. (c) 

Waco Mfg. Co.. 3565 Wooddale Ave., Min 
neapolis 16, Minn. (h) 

Whitman & Barnes Div.. United Drill and 
Tool Corp.. 40600 Plymouth Rd., Ply- 
mouth, Mich. (a) 

Wilde Tool Co., Inc.. Hiawatha, Kans. (b) 
Wilde Drop Forge & Tool Co., 2936-40 
Fairmount, Kansas City 8, Mo. (b) 
Williams (J. H.) & Co., 400 Vulcan St., 

Buffalo 7, N. Y. (b) 

Wodack Electric Tool Corp., 4627 W 
Huron St., Chicago 44, Ill. (a) 

Wright Hoist Div., American Chain & 
Cable Co., Inc., Franklin & Hay Sts 
York, Pa. (f) 

Xcelite, Inc., Thorne Ave. at Bank St., 
Orchard Park, N. Y. (b) 

Yale & Towne Mfg. Co., 11000 Roosevelt 
Blvd., Philadelphia 15, Pa. (f, g, h) 
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NAED's 5Ist 






Annual Convention: 


Biggest and Best 
—By Every Test 


@ Attendance: 1909 actual registrations with 
more than 3,000 distributors and suppliers. 

@ Speeches: Hard-hitting, effective and down to 
earth, yet touching on nationally important 
topics, too. 

@ Business: Brisker than ever, with orders actually 
being written in manufacturer conference 
booths and hospitality suites. 
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NEW LINE-UP of 
outgoing president J. 


(Il. to r.) eastern region v.p. B. H. 


Biggest and Best (Cont.) 





F ONE PHRASE could sum up this 
years NAED Convention it 
would have to be “the best yet.” 
What's was the largest, 
with an estimated 3,000 flocking to 
the Conrad Hilton in Chicago for this 
Sist annual From official 
opening on May 24th to the closing at 
noon, May 27th, NAED members and 
their manufacturer-guests seemed bent 
on making the meeting theme—“Let’s 
Make Some Money”—the industry’s 
battle-cry. 
@ Orders in Order—For the first time 
in many a year, manufacturers were 
actually writing up orders in their 
entertainment in the con- 
stant business-buzz of the conference- 
booth area in the Hilton’s lower lobby. 
Registration figures listed 1,909 
among which was an unusually large 
representation of members from the 
West Coast 


more it 


conclave 


rooms and 


Monday, May 25th 


The opening convention session for 
members and guests was called to or- 
der by Eastern Region Vice President 
George W. Provost Jr. (now NAED 
president). 

Stressing economy and efficiency of 
the full-functioning distributor as keys 
to “making money,” Provost 
likened the distributor 
to choosing a new machine in a manu- 


some 


selection of a 


facturing process 
Addressing the meeting’s manufac- 
offered two 


turer-guests, he sugges- 
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NAED 
P. Hamblen, (1) They are 


—— 


officers stand by 


Boatner, 


51st 


tions. First, that production and 
distribution “must learn to comple- 
ment each other. They cannot afford 
to be in conflict with each other.” 

The second suggestion to manufac- 
turers was “to know your distribution. 
(It) should be selected and cared for 
with the same interest as that shown 
by your engineering people in the 
production equipment they specify. 

“When your company purchases a 

machine,” he continued, “your people 
find out first what it will do, how 
it will operate, how well it will stand 
up, what efficiency does it offer, how 
much maintenance is required (and) 
what it will cost. I think the same 
type of interest should be shown in 
selecting and building your network 
of distribution.” 
e Keynoter—Provost then introduced 
outgoing president J. P. “Jake” Ham- 
blen, who talk which 
powerfully underscored the conven- 
tion theme. 

In exploring ways to “Make Some 
Money,” Hamblen hammered hard at 
the need for more understanding on 
both sides of the manufacturer-distrib- 
utor picture. “We know what our 
function is,” he declared. “It is to get 
the manufacturer’s product into the 
hands of the ultimate consumer or 
user through the use of the most 
efficient trade channels at the 
expense to the manufacturer and at a 
reasonable profit on every transaction 
to the distributor.” But, he went on 


delivered a 


least 


southern region v.p. J. 
Rohrbach, western region v.p. Missing is cen 
tral region v.p. C. E. 


A. Meier and R. W 


Butler, J1 


NAED Convention: 


the manufacturer 
such as terms of 


“every roadblock 
throws in the way 
that are all the lot, 
duplication of stocks—are 
costs costs that the distributor 
must reflect back to the manufac- 
turer,” requiring distributors to sell at 


sale over loose 


policie 


a higher price than necessary. 

On the distributor Hamblen 
pointed up the need for moderniza- 
tion as an adjunct to proper perform- 
basic functions. “In order 
job more efficiently,” he 
stated, “we modernize our 
accounting systems. This moderniza- 
tion would be a terrific cost-saver 
but the manufacturer is going to have 
to help us bring about more simplifica- 
tion in our office procedures before 
we can take any action on 
mechanical bookkeeping.” The out- 
going president then listed some of 
practices 


side, 


ance of 
to do our 
have to 


the unnecessarily costly 
which more understanding can change 
or eliminate. Among them: discounts 
and terms of sale “of every kind... 
staring us in the face every time we 
multiplicity of 
duplication of 
ware- 


make out an invoice,”; 
terms Of payment; 

stocks in local 
policies 
multiple 
is det- 
and 


manufacturers’ 
houses: obsolescence 
with bad 
distribution in 
rimental to 
distributor 


foggy 
communications; 
areas where it 
both manufacturer 
Hamblen then offered a checklist to 
distributors and manufac- 
cards-on-the-table 


be used by 


turers in a discus- 
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About NAED’s New President... 


George W. Provost, Jr., (right) 


president of 


Doubleday-Hill Electric Co., 


was born in Pittsburgh, Pa., in 1905. He graduated from Dartmouth College 
in 1927 with a Bachelor of Arts Degree. Following graduation, he was em- 
ployed for a short time in the Pittsburgh office of a New York Stock Exchange 
house. In May 1928, he joined General Motors Acceptance Corp. in the bank 


relations department, travelling out of Dayton, Ohio. 


In 1934 he joined the 


Commercial Credit Corp. of Baltimore, becoming resident manager for bank 


relations for all of the central and western U.S. 
joined the staff of the commercial banking department, Hanover 


New York. 


Provost 


Bank of 


In October, 1939, Mr 


In June, 1948, he resigned as assistant vice president to return to Pittsburgh 
and Doubleday-Hill Electric Co. He has been active in NAED since then. Prior 
to his election as president of NAED, Mr. Provost served as vice president 
of the eastern region for three years. He is married and has two children and 


is a director of the Electric League of 
the Chamber of Commerce 


the Sales Executive Club and 


Western Pennsylvania, belongs to 








Popular Meeting, Popular Theme 


time for 
talk 


sion session. “Now is the 
honest men to have an honest 
with each other,” he said. 
e Distributor Still Key - 
presentation of certificate of honorary 
life membership, R. C. Moffitt, vice 
president—purchases, U.S. Steel, de- 
livered a timely talk entitled, “The 
Great Delusion” (for excerpts, see 
page 65). The electrical distributor's 
role in industry promotion was ana- 
lyzed in the next talk “Promotion 
Plus Product Equals Profit” delivered 
by Lester E. Barrett, president, Bar- 
rett Electrical Supply, St. Louis 
How to move products—particular- 
ly profitable products—that go into 
residential wiring installations was the 
theme. As an answer, Barrett pointed 
out the two basic 
ful selling—offering a service to your 
customer and proper display of your 
products. “The HOUSEPOWER Idea 
Center makes it for you to do 
both,” he declared. (For the com- 
plete story on how to obtain and 
make most effective use of the 
EW—June 59, p 


Following 


needs for success- 


easy 


Idea 
Center, see 90). 


Tuesday, May 26th 


[he first speaker, introduced by 
Southern Region Vice President J. A 
Meier, Richard C. Holmquist, 
consultant, government relations, Gen- 
eral Electric Co. His talk, “The Poli- 
tical Responsibilities of Business” fea- 
tured some eye-opening facts. (For 
excerpts, See page 66) 


was 
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Next was a _ special presentation 
with slides, “Let’s Make Some Money 

Here’s How!” which caused much 
favorable comment and many re- 
quests for showing to individual dis- 
tributor organizations A panel, 
“Problem Solving in Electric House- 
wares” followed 

Concluding the morning 
was the 1959 version of “Let’s Swap 
Ideas” (digest on page 68) 


session 


Wednesday, May 27th 


The final this 
NAED Convention was for members 
only. Under the guidance of Central 
Region Vice President Jack Vilett, the 
program offered an address by K. B 
DeBevoise, Breed, Abbott & Morgan, 
counsel The 
Developments Af- 


session of year's 


association subject: 


“Current Legal 


fecting NAED.” The Finance Com- 
mittee report was then delivered by 
chairman Willard E. Henges. Train- 


ing occupied the next part of the 
morning as K. P. Rehwaldt, GESCO 

Los Angeles, delivered “A Report 
on NAED’s Sales-Builder Sales-Train- 


ing Course. Then Ff J. Powers, 


WESCO Pittsburgh, reported on 
“NAED’s Product and Product Ap- 


plication Training Program.” 

e Fitting Finale — Winding up the 
S5Iist NAED Convention was Executive 
Director Arthur W. Hooper's report 
to the membership. He pointed out 
the challenges facing electrical distri- 
butors—developing new markets, in- 


troducing and pioneering new prod 


ucts, interest and participation § in 


politics, educating an industry on the 


value and necessity of wholesale dis- 


tribution, educating public officials 
and attracting young men to seek 
careers in this industry 

How can these challenges be met? 


“It takes action,” declared the execu- 


tive director, positive, courageous, 
sensible action Our industry is 
healthy, strong and growing more so 
every yeal We have a right to 


More than 


has been successful 


some justified pride 
one manutacture! 
because you have taken his goods to 
market 

“Yes, 


the electrical 


we ve earned our position in 


industry Hooper con 
that 


electrical 


tinued, “—and can be proud 


we have expanded sales of 


goods, which—in turn—has expand 


ed employment and _ elevated the 


standard of living. And so, this year 
our Slst 


would be 


may I suggest: If you 


a big industry with a big 


voice, then we must begin to think 


bigger and build our 
organization as strong as possible 

“For the 
“let’s try this experiment 
WHY? Why 
Why should we 
Why—well, you fill them in 

“What do you say—Let’s All Make 
Money! 


act bigger 


concluded, 
Simply ask 


cut our price? 


next year he 


should We 


handle this order? 


Some 


CONTINUED 
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Speakers 


Excerpts from: 


“Let's Make Some Money” 


An Address by J. P. Hamblen 
President 
National Association of Electrical Distributors 


E know what our function is. It is to get the manu- 

facturer’s products into the hands of the ultimate 

consumer or user through the use of the most effi- 
cient trade channels at the least expense to the manu- 
facturer and at a reasonable profit on every transaction 
to the distributor. 

Now, every roadblock the manufacturer throws in the 
way—such as terms of sale that are all over the lot, 
loose policies, duplication of stocks—are costs . . . costs 
that the distributor must reflect back to the manufac- 
turer. This requires us to sell your goods at a higher 
price than necessary. 

We cannot continue to absorb useless costs and still 
stay in business. We know that manufacturers don’t want 
us to get out of business. If we did, you'd have to take 
over all of our headaches and add them to the ones you 
have already. 

In order to do our job more efficiently we have to 
modernize our accounting systems. We want to put au- 
tomation to work for us, just as manufacturers have done 
in their own businesses. 

This modernization would be a terrific cost-saver—we 
all know that. But the manufacturer is going to have to 
help us bring about more simplification in our office 
procedures before we can do much thinking or take any 
action on mechanical bookkeeping. 

Do you realize it takes us longer to figure the cash 
discount on an invoice than it does all of the other calcu- 
lations involved? We have discounts and terms of sale 
of every kind and description staring us in the face every 
time we make out an invoice. If we had fewer buttons 
to push we could pass some of these savings back to our 
manufacturer suppliers. 

Right now you—the manufacturer—are paying your 
share of this useless added expense. Just think about it. 
Every additional calculation we have in our accounts 
payable is an additional expense to each of us. 

Another costly item to us both is this multiplicity of 
terms of payment. Please, if you hire any new financial 
wizards in your organizations, please, don’t let them come 
up with any more of those twice-a-month or ten-day 
payment plans or some such beauties that look grand on 
paper but just can’t work out in practice. We can serve 
you more economically and more efficiently if we can 
process all of our invoices in a standard procedure and 
pay all of our manufacturers on the same date—and push 
one button in doing so. Just keep it simple. It will put 
money in both of our pockets. 

Another costly item is the duplication of stocks. We 
want to carry adequate inventories, so why, in the name 
of goodness, does a manufacturer think he has to put in a 
local stock of the same items we have on our shelves? 


64 


Ranged from Money 


You know well what our function is, so why duplicate 
it? It just doesn’t make sense and is extremely costly to 
you, to us and to the user. 

We know progress is our most important product, and 
I'm not one to ever turn my head away from a new 
item in a line. But when you are going to supersede an 
item, please schedule your release date in a way that we 
can dispose of the old product and avoid unnecessary 
obsolescence. Again, any expense involved here must re- 
flect back to the manufacturer even though we are re- 
quired to write it off and junk it. 

Just as sure as it’s true that the good bill-paying cus- 
tomers pay for the credit losses of the bad-paying cus- 
tomers, every expense involved in our business has to be 
equally divided among the manufacturer, the distributor 
and the user. This is simple, elementary economics. 

In my Own company, we want to restrict our buying to 
fewer manufacturers for the simple economic reason that 
the fewer lines we handle the fewer factory people and 
agents we have to interview, the fewer number of orders 
we have to place, the fewer inventories we have to con- 
trol, the fewer checks we have to write and the fewer 
manufacturer sales managers we have to learn to love. | 
recommend that every individual distributor study the 
lines he carries, know his turnover and find out whether 
he is increasing his overhead with too many competitive 
lines. This procedure would save our businesses a Jot 
of money, time and headaches. 

Some manufacturers won't let us do this. After we get 
going good with them and start producing, they get the 
idea that they can do with more distributors. Or, as is 
the case in many areas, new distributors aren’t really 
added. Someone from out of the territory just transships 
and a “phantom” distributor is established. Or some man- 
ufacturers get complacent and can’t stand prosperity and 
begin dreaming up terms and conditions that are just 
not sound or they forget that we must stay competitive 
with the trade. 

You manufacturers are our big brothers. And that’s 
not gilding the lily, either. We would like to look up 
to you with confidence, pride and guidance, but it’s 
mighty hard to do in the face of some situations you 
create or allow to get out of hand. 

I have asked all of our major suppliers—and here 
I'm talking about my own company—to have someone in 
authority sit down with me and with my management 
group at the early part of each year to have a frank talk 
on just what they expect of us and what we may expect 
of them. We don’t lose tempers or throw the blame back 
and forth. We keep a level head and we both get the 
answers to a number of questions—a number of impor- 
tant questions—before the discussion is over. 

For instance, we think our suppliers should ask us how 
we feel about their line and are we making money on it. 
They should ask how we feel about their sales force and 
how they are functioning. They have a right to know what 
sort of coverage we expect to give them. Above all, our 
suppliers have the right to investigate what financial con- 
dition we are in. 

Then it’s our turn. We should find out what the man- 
ufacturer has in mind about new products, sales promo- 
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tions, if they have any plans as of now on changes in 
company policy or if they are going to change their 
terms of sale. If we cannot plan soundly with a particular 
manufacturer for at least a year, then there is no rea- 
son why we should bother with this manufacturer or he 
with us. 

I could bring up other things that I would like to 
talk about with our manufacturers during this cards-on- 
the-table session. I could talk all day about shipping 
promises that border on outright lies and about the 
amount of money each of us wastes on this alone. But 
I’m going to skip all this. 

Now is the time for honest men to have an honest 
talk with each other. So, let’s make some notes that 
might be helpful in keeping these honest talks on the 
right track. Just write down the topics and elaborate on 
your own. These are only suggestions; you may add to 
them what you please. 

@ Margins—If they are not consistent with the cost 
of handling the product, then the interviews need go no 
further. But if they are good—pass out some compli- 
ments. 

e Inventory Investment—Again, if you can’t get a 
proper turnover, I guess the best thing to say is I’m 
glad to have met you and end the interview. Check your 
obsolescence—what kind of a return goods policy do 
they have? 

¢ Distribution—How many distributors will be need- 
ed in your area and who are they? This includes the so- 
called sub-jobber that gets the line transshipped to him. 

@ Local Stocks—What is the manufacturer's policy 
on this question of local warehouses? A distributor has 
the right to know if the manufacturer is thinking of open- 
ing up a warehouse in his area. He also has the right to 
question a need for one in the first place. 

© Terms—What are they and can you live with them? 
Above all, does the manufacturer contemplate any 
change? 

¢ Close Negotiations—If we, as your distributor, are 
not capable of handling these for you with our customers 
then we have the right and the duty to tell you to get 
yourself another boy. We tell all our suppliers’ people 
“Piease, don’t come to us with any of those deals for a 
ridiculously low percentage of profit.” When and if they 
do, we tell them in nice and polite a way what they 
can do with the order. 

¢ Our Own Sales Plans—The manufacturer has the 
right to know if we, as his distributor, intend to carry 
out our “back up” functions in support of his line—es- 
pecially those vital functions we say we'll perform when 
we display the NAED Tenets of the Electrical Distri- 
butor. 

® Our Financial Condition—Above all, the manu- 
facturer should find out how sound we are financially and 
if we are collecting our money and making a profit. Be- 
cause, if we are not, then we won't be long for this world 
and will be of no value to him. 

These are just a few of the suggestions you honest men 
can use in having an honest talk with each other. Now | 
leave with you this one important bit of advice: Let's 
—everybody—make some money. 
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Excerpts from: 


“The Great Delusion ' 


An Address by R. C. Moffitt 
Vice President-Purchases 
United States Steel Corp. 


N the surface our economic picture has good balance. 

To some observers it presents bright prospects for 

rapidly increasing markets and the golden promise of 
greatly expanded production. This is what some of the 
experts tell us. This is what we all like to hear. And, 
of course, this is what we hope to achieve. As practical 
people, however, we realize that the picture is not com- 
plete without those elements existing in its third dimen- 
sion its depth. And as we examine closely these facets 
of the economic picture, it becomes obvious that there 
are factors that could be harbingers of trouble, factors 
which should not be overlooked in appraising the future 

Consider inflation, for example. 

1 fear that today we are travelling down an infla- 
tionary super highway, a road that history warns us 1s 
fraught with the dangers of monetary collapses and 
economic weakness. The old American phrase “Dollars 
to doughnuts.” may soon be reversed to “A doughnut 
to a dollar,” for that is just about where the price of that 
traditional American delicacy may be headed 

Now of course we could ignore precedent and shut 
our eyes to what is happening in other areas of the world 
[he attitude that “It won’t happen here” is always a con 
venient way to bury our heads in the sand. Although 
we are already suffering from a certain amount of infla 
tion, we must do more than simply stand by and hope 
that the fire will burn itself out 

Inflation has rendered whole nations helpless. For 
instance, we know what happened to Germany after 
World War I, when prices skyrocketed to astronomical 
figures, and multi-billion mark notes were worth Jess 
than the paper they were printed on. We see that in 
France the value of the franc has decreased about 37 
times in some 30 years a pound of butter that cost 
only 10 francs in 1927 today costs 410 francs. Believe 
me gentlemen, it 1s not beyond comprehension that 
inflation could reach similar proportions here 

Inflation is related directly to another important depth 
factor—foreign commerce. In the face of competition 
we must see that world markets for American products 


do not vanish. This is a matter of relative value. And 


primarily as a direct result of Vanishing American 
Values, many of our own markets today are looking to 
foreign sources for products that traditionally have been 
American-made 
A highly unfavorable export-import ratio, for example 
has developed already in such commodities as_ type 
writers, sewing machines and increasingly in automobiles 
In 1955, foreign cars accounted for less than one per cent 
of the total United States auto market. In 1957, that 
percentage jumped to 3'2 per cent 1 this year it may 
exceed 10 per cent 
CONTINUED 








Biggest and Best (conf.) 





‘lf we're in business, we re in government 


A study of the export-import activities in steel brings 
to light some interesting facts. Historically, foreign steel 
has tended to flow into the United States chiefly in periods 
of tight domestic supply. Last year, however, steel im- 
ports rose to near record levels, in spite of a sharp drop 
in domestic operations. While steel imports increased by 
about 50 per cent over 1957, steel exports actually show- 
ed a decline of approximately 50 per cent. It is significant 
that where formerly the import emphasis was general- 
ly on heavy items, recent years have shown increases in 
imports of merchant mill products such as wire products, 
concrete reinforcing bars and other light steel items. 

In the case of your own industry, as well, the export- 
import figures present an alarming situation. During the 
past four years, for example, imports of electrical equip- 
ment have increased a total of 200 per cent, while ex- 
ports increased by only 23 per cent. 

Now, understand, I am thoroughly in agreement with 
the premise that foreign trade, both export and import, 
is an important and necessary part of our economy. In 
these days of global politics, it is also a valuable adjunct 
to our national defense. It goes without saying; how- 
ever, that the nation must maintain a favorable balance 
of trade. America simply cannot afford to be placed in 
a position where it is impossible to compete cost-wise 
with foreign industries in substantial number. 

Why is it that many foreign products, made to the 
same or equivalent specifications as our own products, 
are currently sold in this country at prices lower than 
the manufacturing costs for American-made items? 

The answer lies, quite simply, in those very manu- 
facturing or production costs. There are many different 
costs, of course, which enter into the production process, 
but by far the most important is the cost of employment. 
If we take the entire production process from raw 
materials through to the finished product for all industry, 
employment costs—direct and indirect—account for 75 
to 80 per cent of all costs. Now consider that the Ger- 
man steelworker, for instance, earns only about one- 
third as much as the American steelworker, or less actual- 
ly than the American steelworker has received in wage 
increases since 1950, and you get a pretty good picture 
of one reason why we are non-competitive. 

As production costs, trapped in the inflationary spiral 
of the past 20 years, have been continuously increasing, 
prices naturally have had to go up to cover them. And 
the American customer is resentful. He is moving out- 
either out of the market entirely, for many items, or out 
to another, cheaper source—the foreign producer. The 
foreign customer, at the same time, is staying home or 
going to other foreign sources of supply. 

Inflation and foreign competition, therefore, are the 
more conspicuous depth factors in our economic picture. 
There are others, no doubt, which also may adversely 
affect our economy, but if we were to take time to search 
them out, | am sure we would find them to be rooted 
in the same source as our inflationary difficulties. 
And that one source, I am convinced, is “The Great 
Delusion” the strange philosophy which implies 
that increased purchasing power is gained simply by 
higher dollar incomes, without regard for corresponding 
increases in productivity or real value of output. 
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Excerpts from: 


“The Political Responsibilities 


Of Business’ 


An Address by R. C. Holmquist 
Consultant-Government Relations 
General Electric Co. 


HERE is a theory that business and politics don’t mix. 

The idea behind this attitude is that since business 

ministers to all, regardless of political philosophies, 
it is inappropriate for businessmen to concern themselves 
with government. Personally, I believe this idea is as out 
of date as a long-striped swimming suit on Miami Beach. 
And as I hear all the time about more and more industrial 
and commercial firms—both large and small—taking a 
direct interest in legislative and political affairs, I know 
I’m not alone in this point of view. 

The truth is that government and business have been 
intertwined so long now—or perhaps we should say 
“entangled”—that a good business manager must under- 
stand political as well as economic processes. If we in 
business say we are not involved in politics and govern- 
ment, we are simply kidding ourselves—dangerously. 

We may say we aren’t interested in party politics. 
We may say we don’t pay much attention to what's 
going on in Washington or at the state capital. We may 
not even vote. But whether we are politically inert or 
not, if we’re in business, we're In government up to our 
ears. To say we aren't is like the farmer we've all heard 
about who went to the zoo and said when he looked at 
the giraffe that he didn’t believe there was such an 
animal. 

To illustrate, let’s glance just momentarily at a few 
of the active legislative proposals that right today are 
of direct concern to all of us who are particularly 
concerned with the selling and distribution end of busi- 
ness. My purpose in mentioning the following items is 
not to argue the pros and cons—and they all have pros 
and cons—but simply to demonstrate the great number of 
marketing issues alone that are now under consideration 
by our government representatives. These are issues 
that may have a direct effect one way or the other on 
your business, for many years to come. 

As I mention each of the following items, slowly, 
think about them in terms of your own business to see 
if they would apply. And remember, these are current 
legislative proposals, not future possibilities: 

e Legislation to regulate franchise agreements with 
dealers and distributors. 

e Legislation to permit territorial franchise agree- 
ments between dealers and distributors and/or manufac- 
turers. 

e A national fair trade law 

e Legislation to restrict the “good faith defense” 
in meeting a competitor’s price. 

e Legislation calling for mandatory functional dis- 
counts. 
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e Product labelling laws—both national and _ state 
legislation. 

@ Special taxes on advertising. 

e Retail divorcement laws. 

e Laws to prohibit so-called “dual distribution” where 
a seller has both dealer and retail customers 

e Legislation requiring the notification to all cus- 
tomers of any special price or discount given to one 
customer. 

e Pre-notification to the government of price changes 
in lines of commerce that are in so-called “concentrated 
industries.” 

e Legislation to limit the size of any one company 
in an industry. 

e The disallowance of certain kinds of advertising 
expenses for corporate income tax purposes. 

e Divorcement of credit financing business from 
manufacturing companies. 

e Further amendments to the Small Business Act 

e Pre-merger notification laws that include distribu- 
tion businesses as well as manufacturing. 

e Legislation that would outlaw “loss-leader” sales 

e Legislation to establish “Consumer Departments” in 
government—both in Washington and state capitals. 

e Credit control laws. 

e Price control legislation 

Now there are a few—and as I said, they represent 
only those issues that are related primarily to selling and 
distribution. Certainly, with all this activity going on, no 
businessman should take a head-in-the-sand attitude 

When you approach businessmen about becoming more 
active politically and legislatively, you'll find that many 
of them don’t really know what to do. Therefore, | 
would like to make some suggestions along this line. 
These suggestions are not fancy, expensive ideas. Instead, 
I have chosen to list a few simple everyday things that 
many of us can start on tomorrow morning if we like 

1. If you are the head of your company—and many 
of you are, I know—why not begin by telling your 
salesmen and supervisory people that you not only don’t 
object to their taking active part in local politics, but you 
think it’s a very laudable endeavour on their part. Also 
tell them that it doesn’t make any difference to you 
which party they’re active in so long as they are working 
for good government. The matter of businessmen assum- 
ing political responsibility is not and should not be a 
matter of partisanship. It is a matter of principle. There 
are all shades of philosophy in both parties, from con- 
servatives to so-called “liberals.” Hence, it should be 
the purpose of businessmen to revitalize both political 
parties, and personally, I think both parties could stand 
some recharging in certain areas. If you are not the 
head of your company, persuade your company president 
to take this step. 

2. Be sure first, of course, that you are active yourself 
in at least one political or legislative effort. You can’t 
expect those under you to be enthusiastic about some 
thing you aren't doing yourself. And if anyone says 
there just isn’t anything he can help out on locally, I'd 
like to suggest a couple of national issues to work on 
As for your own community, there are some specific 
things you might try: 
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® Write a letter to the local newspaper editor on a 
local political issue 

@ Call on 10 neighbors at election time to make 
sure they are registered and voting for the best candi 
dates Incidentally, I have done this myself and can 
attest to the fact that it’s fun; it helps you get better 
acquainted with your neighbors, and it adds plenty to 
your own knowledge of issues and candidates 

e Send a check to a candidate you would like to 
see elected. 

@e Make a visit to your own state or local party 
committeeman 

e Attend the next local government meeting and 
speak up on an issue in which you have an interest 

e Get a few other business associates together and 
organize a practical politics seminar. If you need any 
guidance on this, there are several sources of help. The 
U. S. Chamber has an excellent new political participa 
tion plan, for example 

3. On the legislative side, you will surely want to be 
active. Here again, why not consider taking some specific 
steps when you get back on the job after this con 
ference, such as 

e Ask to be placed on the legislation committee of 
your local chamber of commerce or other business 
association. If you don’t have one in your town, it’s high 
time you did, so get one started 

e Subscribe to one good legislative information serv 
ice. There are a number of these 

e Write to the trade associations to which you belong 
and ask them to put you on their mating ust to receive 
their regular legislative bulletin. If the trade association 
doesn’t keep its members informed on legislative issues 
see what you can do to get the executive staff to per 
form this important function——and make sure they have 
the budget to do it 

e Write your Congressman a lette: 

e Plan a trip to the state capitol and/or Washington 
and visit with your representative. And discuss a specific 
problem with him. You'll find he wants to see you and 
will thank you for the time you took to see him 

e Ask your business associates to give you then 


views on a particular legislative issue and ask them fo 
their suggestion as to what should be done about it 

e Write a letter to your suppliers on an issue that 
is of importance to your business and give them a good 
reason why they should give you a hand on it 


May I urge that you not underestimate the importance 
or the potential of your own personal effort. . . . 

You and I individually may not be able to do much 
about the situation in Mobile Ala. if we live in 
Auburn, N. Y. or Tacoma, Wash. But neither can the 
man in Mobile do much about the problem in your town 


or your state or with your government representatives in 
Washington. There is not one of us who cannot 
concentrate on the job of reducing anv national 


state or local problem into terms of the people we sex 
and talk to every day 

What’s more, each one of us has his own particular 
sphere of influence where we alone can be most effective. 
Perhaps your own most effective points of contact ar 
your civic club or business association. Perhaps it 
through a class you teach—or your own employees—or 


your Sunday School Class—or your poker club—or mayb 


it's only your own family. I understand a few men still 
have some influence there. Or perhaps you're in a much 
more strategic spot for leverage lth t! Bourd of 
Governors of the National Associatio {f Electrical Di 
tributors. Yes, your voice and your pen | more potency 
within your own sphere of influence tl ny IV or 
radio station in the world. Why not transmitting 
today? 
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Let's Swap Ideas 





The following ideas were pre- 
sented at the 51st Annual Con- 
vention of NAED at the Conrad 
Hilton Hotel, il, 
under that part of the program 
entitled, “Let's Swap Ideas.” 


Chicago, 











1. Profit Hopper Program 

re unrealistic pricing practices 
A causing you loss of business sta- 

bility? R. E. Brownlee of Mis- 
souri Valley Electric Co., Kansas 
City, Mo. was faced with this situa- 
tion (EW—Jan. °59, p.54). Brownlee 
told convention delegates the follow- 
ing idea was his solution to the prob- 
lem. 

“We were pricing ourselves out of 
business. These were the business facts 
of life in company revealed by 
complete analysis of our ap- 
proach and pricing practices and 
borne out by the mid-year statement 
in July, 1958. 


our 
sales 


Solution 


“To reverse this trend and to regain 
our former position, a four-point re- 
vision in our sales approach and pric- 
ing practices was put into effect im- 
mediately: 

e All special prices of any nature 
to any customer were withdrawn with 
the exception of overstock list of July 
9, 1958, and outstanding quotations 
on specified building jobs only. 

@ Individual were set 
up immediately with each salesman to 
discuss means of implementing this de- 
cision in his territory. 

e A firm price basis for quotations 
and billing purposes was established 
for the stock and other items listed 
in the Missouri Valley Index our 
firm’s catalog and for non-stock 
items indicated on the manufacturer’s 
current 

e The catalog prices were revised 
in line with our operating costs and, 
where made to conform 
more closely with current manufac- 
turer’s suggested resales. 

“To implement these policy changes 
in a positive sales approach, a series 
of four letters, coined the Profit Hop- 
per, was sent to our customers. The 
first letter discussed fundamentals on 
price and what to do about it. The 
second letter told the customer how 
we proposed to increase his profits by 


discussions 


resale sheets. 


possible, 


added convenience. 
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The third letter explained how the 
customer’s profit can be increased by 
reducing his costs with less capital re- 
quired, less call backs, less dissatis- 
faction, less lost time, less manpower 
required, less worry. 

The fourth letter stressed the im- 
portance of performance — not in- 
itial cost. 


Results 

“The sales picture in July 1958 re- 
vealed a sales increase of 3% and rate 
of profit down 2% from the pre- 
vious year. The first quarter figures 
of 1959 tell the story: Sales are down 
19%, but the rate of profit has 
climbed 7% with actual gross profits 
up 20% over first quarter 1958.“ 


2. Awards for Suppliers 


Do you have trouble trying to en- 
courage better relations with your sup- 
pliers? Richard A. McNamara of Far- 
rell-Argast Electric Co., Indianapolis, 
Indiana, in his convention presenta- 
tion, submitted this idea for promot- 
ing better relations. 

“How to find a means to encourage 
better relations with our suppliers. 
The need to adopt a program for pro- 
moting good will and improving dis- 
tributor-manufacturer relations had 
to be satisfied.” 


Solution 

Last year Farrell-Argast Electric 
Company initiated an annual presen- 
tation called the “Award Of Merit.” 
It is, according to McNamara, “a 
form of public and industry recogni- 
tion for the constructive cooperation 
given the company by manufacturers’ 
local people” (EW—Feb. ’59, p.53). 

In order to recognize the efforts 
on the part of certain manufacturers’ 
representatives and agents, the man- 
agement group of the Indiana firm 
suggested a plan to select from the 
ranks of those representatives and 
agents who call on them a certain 
few individuals who were considered 
to have done the most along the lines 
of maintaining an affirmative sales at- 
titude in the company. 

“An announcement of the plan was 
made among the employees to choose 
which representative and which agent 
in their opinion contributed most in 
service and support of our company 
in 1958.” 


According to McNamara, a ballot 
was set up and on it the employees 
were asked to write two names for 
each award. An honorable mention 
award was to be issued to the runner- 
up in each division. 

Nine manufacturers’ representatives 
and seven manufacturers’ agents were 
nominated from the nearly 100 major 
lines handled by the company, Mc- 
Namara said. 


Results 


He adds the following comment on 
the results of the program. “It is the 
belief of our management that the 
winners and others selected for hon- 
orable mention together with other 
representatives and agents who call 
on us every day — have accepted 
this annual recognition in the manne! 
in which it is tendered.” 


3. Trade Acceptances 


Are you running into the danger of 
overextended credit where customers 
are unable to or unwilling to meet 
the stated credit terms of 30 days net. 
L. M. Nichols, operating cost con- 
sultant for the National Association of 
Electrical Distributors, New York, 
N.Y., has suggested a way to avoid 
being an involuntary banker. 

“It is recognized that there has been 
an increasing number of customer ac- 
counts among electrical distributors 
where the customer not only is unable 
to or unwilling to meet the stated 
credit terms of 30 days net. 

“The distributor thus becomes an 
involuntary banker. His financial re- 
sources or his normal functions do 
not lend themselves to his taking on 
this added responsibility. Through no 
fault of his own, the distributor may 
find himself with an expensive law 
suit on his hands, a prébable com- 
promise settlement and a lost custom- 


a 


Solution 


According to Nichols, many of 
these situations could have been 
avoided and can be avoided in the 
future by the prompt and proper 
use of trade acceptances. 

“A trade acceptance is not money 
in the bank but it’s the closest thing 
to it. It is nothing more than a draft 
or bill of exchange drawn by the seller 
of merchandise upon the purchaser. 
The purchaser, by affixing his signa- 
this trade ac- 
accepts the 


ture across the face of 
ceptance form, in 
liability and pledges to pay the pur- 
chase price at a specified time. 

“In addition, the purchaser desig- 
nates on the form the name of his 
bank which is to pay the acceptance 
when due. When the due date arrives, 


effect 
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the seller then presents the trade ac- 


ceptance to that bank for full pay- 
ment.” 
But before trade acceptances are 


put to work for the electrical distrib- 
utor, Nichols said, first, present over- 
due amounts, if not already covered 
by interest-bearing notes, should go on 
a reasonable schedule of serial inter- 
est-bearing notes. Notice of monthly 
interest due should be sent in advance 
to the customer, he adds. 

Then, according to Nichols, with 
such customers and with others not 
in a position even to pay 30 days net 
—especially on large orders and on 
direct shipments — no such 
should be taken without specific 
understanding in advance that a trade 
acceptance will be signed and accep- 
ted at the time of shipping and billing. 

Still another effective use of trade 
acceptances, Nichols said, is on dat- 
ing plans which are advantageous to 
marketing operations in connection 
with the deferred dating of house- 
fans and 
chandise. 


order 


wares, other seasonal mer- 


Results 


Results of using trade acceptances 
have proven very successful, accord- 
ing to Nichols. He has attributed the 
success due to the folowing advan- 
tages: 

e A trade acceptance is not a 
note but it does serve as an acknowl- 
edgment of merchandise sold and the 
amount due therefor. It fixes the date 
of payment and simplifies credit and 
collection work. 

@ Generally speaking, banking of 
ficials regard the signing of trade ac- 
ceptances as an enhancement of the 
financial and credit standing of your 
customer because it 
paying habits. 

e If the immedi- 
ate need of cash the trade acceptance 
can be discounted at his bank at cur- 
rent short term commercial paper 


rates. 


shows prompt- 


distributor is in 


4. Playing Down Price 


Is price consciousness among your 
own employees causing a loss of gross 
profit? Frank DeWalch of Southern 
Electric Supply Co., Houston, Texas 
was confronted with this situation, and 
here is his solution to the problem. 

“We found on investigation that 
during 1958 practically our entire or- 
ganization from city desk to top sales- 
man price 
pathetic. They were actually afraid to 
tell a stick to 
it!” 


was so conscious it Was 


customer a price and 


Solution 
“First, we explained to each one of 
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our people that his job and his salary 
and his future depended on the com 
pany realizing 
its investment. 

“Then we instructed our people to 
talk prices with conviction to tell 
the customer with confidence in their 
that this item lists for $71.50 
and his cost is $60.78 and that’s all! 
And to say it with meaning and de 
termination and not be looking for an 
easy out. 

“Another thing we did was to show 
our men just what a price cut means 
in terms of increased volume the com- 
pany must get in order to make the 
same amount of money 


a reasonable return on 


voice 


Results 


1958, which was the 


employes 


Since Octobe! 
first month the 


apologizing when quoting prices, said 


stopped 


DeWalch, the company’s gross profit 
has been “Better 
and 
a fair return on our invested capital,” 


he concluded 


most satisfactory 


sales more gross profit 


5. Reducing Handbooks 


Is your salesman’s effectiveness lim- 
ited due to thick and cumbersome 
handbooks? H. D. Roden, president of 
Roden Electrical Supply Co., Knox- 
ville, Tenn. has suggested a practical 
method to increase the salesman’s ef- 
fectiveness. 

“How can we reduce our salesmen’s 
handbooks from eight and ten inches 
in thickness and ten to fifteen pounds 
in weight to a practical size our sales 
men still be at top ef 
ficiency out in the field? 

“It has been a known fact for some 
time that a_ thick 
handbook cannot be 
tributor salesman on 


can use and 


and cumbersome 


used by a dis- 
all his calls be 


cause it’s just too heavy to carry 


Solution 
Members of the NAED Catalog 
Committee, of which Roden is a 


member, have been trying to get the 
support of the electrical supply man- 
ufacturers to condense their catalogs 
and price sheets to such a practical 
size that distributor salesmen could 
sell from them with ease 

According to Roden, “what our 
committee is striving for is to shrink 
the oversized binders that sales- 
men have shackled from 
eight and ten inch thickness to a work 


our 


been with 


able size of about two inches thick.’ 
“The biggest problem that con 
fronts me in my own company is with 


All ot 


a catalog 


wiring devices these manufac 
turers print 
thick. If we 
these particular manufacturers to print 


an illustrated could 


a quarter inch 


could persuade all of 


price sheet, we 


knock off half inch in the 
thickness of our salesmen’s handbooks 


another 


Results 


Roden stated that with the backing 


of all the manufacturers to contorm 
to NAED’s suggested specifications 
for illustrated price sheets, distributor 
salesmen could call on their accounts 
with a practical and useful two-inch 
thick handbook that contains all of 


the information necessary to close the 


the pot 


sale on 


6. Own Financing Plan 


Do you need a sound program to 
put a halt to growing and spreading 
delinquent accounts? If you do, here 


} 


is one which has satisfactory 


for Halsey Dickson, president of Leid 


proved 


Electric Co., Phillipsburg, N.J 
“Early in the last quarter of 1958 
we at Leidy Electric Co. noticed an 


upward trend in accounts receivable 


and, with it, an increase and broaden 


accounts To curb 


ing of delinquent 
this problem we decided that immedi 
is needed and 


ate action Ww a five-point 


program was adopted 


Solution 
However, Dickson said, although 
there was a reduction in delinquent 
accounts after the program was 


adopted, it was learned that many of 
the contractors were being pinched for 
needed assistance As a 


money and 


result a financing plan was adopted 


According to Dickson the plan 
provides a means by which a con 
sumer or contractor can finance the 
electrical materials and installation of 


electrical materials and equipment 
The mechanics of the Leidy Elec- 


tric Financing Plan are these: 


e “The consumer or contractor 
(or both) file an application for fi 
nancing. The application indicates the 
total cost of electrical materials and 
equipment and the cost of installa 


tion. It is signed by the applicant, o1 
applicants, and by company agent 
e “A bill of electrical materials 


and equipment and installation cost ts 


attached to the application and be 
comes a part of it. The application ts 
forwarded to our bank for approval 
or rejection. If approved, the bank 
pays the contractor the labor and 
overhead portion of the contract price 
and pays the distributor for his billed 
price of the material is the m 
terial is delivered and installed 

Once the application | pproved 
by the bank the bank cepts th 
full responsibility t payment and 
collection as stipulated in the applic 
tion.’ 





Biggest and Best (cont.) 


Camera's Eye-View of the Convention 
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WELL REPRESENTED were officials and branch managers 
of Crescent Electric Supply Co., Dubuque, Ia. President Titus 


we, 


Schmid (front row) is seen with representatives from 17 a&s 
branches and two major appliance divisions 


SEEN HERE from the midwest are three distributors who 
have just attended a morning session of the convention 
They are: (1. to r.) K. E. Greene and H. L. Shurer, Mt. 
Vernon Electric Supply Co., Mt. Vernon, IIl., and W. W 
Metzenthin, Kansas Electric Supply Co., Inc., Topeka, Kans 


TWO HARTFORD, CONN., distributors obtain informa 
tion on sound systems in the conference booth area. George 
De Pasquale (left), Hartford Electric Supply Co., and Irvin 
J. Miglietta (right), Allied Electric Supply Co., discuss prod 
ucts with L. B. Dreifus, NuTone, Inc 


Bureau 


‘He Lighting In. Hottenal Wiring 


PROMOTION material stressing adequate wiring and the 


HOUSEPOWER program was available in the 
area at this booth sponsored by the National Wiring Bureau 


DISTRIBUTORS and manufacturers combine business dis 
cussions with pleasure. Left to right are L. E. Salmon, conference 
Tennessee Valley Electric Supply Co.; Paul O. West, Double 


day-Hill Electric Co. of the South, and Gordon Wells and Distributors were greatly interested in the sales aids at this 


S. W. Charlesworth, Day-Brite Lighting, Inc and other booths where such programs were emphasized 
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Promotion Pulls for a ‘Pageant’ 





THE PROMOTION—Customers of National Electric re 
ceived copies of house organ and a letter in the mail which 
described the pageant and specified a date and time 





THE PAGEANT —Bill Clark, National salesman, describes 
to customers attending one of the sessions the features and 
application of a motor control resistance startet 





THE PAUSE—Time out for a pause that refreshes is taken 
by National’s customers invited to attend one of the sessions 
of the motor control pageant 
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USTOMERS invited to the National Electric Co., 
Passaic, N. J. during the month of May witnessed 
a dramatic presentation of motor controls and 
accessories 

[he occasion was a demonstration of the Allen- 
Bradley Co.’s “Pageant of Control” which illustrated 
the firm’s line of apparatus and advancements in control 
engineering. 

National Electric’s showroom was devoted for the 
entire month to the display which featured combination 
starters, enclosures, limit switches and many other types 
of equipment. 

According to Les Charlesworth, sales manager, ap- 
proximately 50 persons were invited to attend each 
special showing of the pageant. These sessions were 
conducted on Monday and Thursday nights throughout 
the month. 

Each session started at National’s headquarters at 
5:30 pm. Cliff Justesen, president of the company, 
officially opened each meeting 

Following the introduction, a team of five National 
salesmen and factory men delivered informative five 
minute talks, explaining the different features of the 
motor controls and accessories. Each talk was followed 
by a question and answer period 

Promotion is the keyword for a successful presenta- 
tion such as the “Pageant Of Control” sessions held by 
the National Electric Company 

According to Charlesworth, “National 
throughout the entire north New Jersey area were noti 
fied by direct mail of the various sessions. In order not 


customers 


to have too many customers at one session,” Charles 
worth said, “we arranged a schedule for about 50 per 
sons to attend each session.” “We sent each customer a 
copy of our house organ, National Notes; which de- 
scribed the pageant, also each one was sent a letter 
describing the pageant and designating a date and time.” 
“A reply card was also included which was returned 
and stated whether the customer could or could not 
attend on the date selected. If he could not attend on 
that date, we then set another date, and this was the 
procedure followed throughout the whole month 

In conjunction with the major display, National 
also set up related exhibits in the workroom and ware 
house areas 

According to Charlesworth, each session ran approxi 
mately two hours with time out for refreshments 





Weekly Business Review 





Passaic Firm 

Dramatizes 

MotorControls ™ 
National Electric Co 


Stages Pageont Of 
Allen-BradleyProducts 
















THE PUBLICITY—A local Passaic newspaper featured ar 
article on National Electric’s month-long showing of the 


motor control exhibit and demonstrat [ tatior 
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A Statement of Policy from Jim Grindell, General Sales Manager 
Killark Electric Manufacturing Company 


We are proud.of the position Killark occupies as the leader in 
manufacturing aluminum conduit fittings and fixtures. That 
leadership results from pioneering the use of aluminum, steadily 
expanding our line and following a dedicated policy of service to 
the contractor and wholesaler. Killark can give you these ad- 
vantages 


1. Long-term Experience. More than FORTY-FIVE years’ experi- 
ence in the manufacture of conduit fittings, together with almost 
twenty years as exclusive manufacturers of ALUMINUM fittings 
gives us the “know-how” that comes with time and experience. 
Killark is the pioneer in this field 


2. Modern Design. We are continually improving design and 
expanding the line by adding new items. Aluminum fittings have 
definite advantages in that they are rust-free, more corrosion 
resistant, lighter and therefore easier to use 


3. Complete Line. Not just a few special-purpose products, but a 
full line in a complete range of sizes. In fact, Killark offers the 
most complete line of all-aluminum fittings and fixtures in the 
country today, and they are competitively priced 


4. Efficient Distribution. The United States and Canada are 
thoroughly and efficiently covered by 27 experienced Electrical 
Agents. More that half of these men have been with us 25 years 
or more. There are 20 strategically located warehouses from which 
prompt delivery is m ide, giving you taster service 






ELECTRIC MANUFACTURING COMPANY 
Vandeventer and Easton Aves. «- St. Louis, Missouri 


America’s Most Complete Line of Aluminum Fittings & Fixtwres 


OVER 4500 ITEMS... 
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JUNCTION BOXES 














VAPOR-PROOF 
FIXTURES 


PLUGS & RECEPTACLES 


— aa 


MOTOR-STARTER 
ENCLOSURES 


EXPLOSION-PROOF 
FIXTURES 


co 


re 


oe 


EXPLOSION-PROOF 
FITTINGS 


SWITCHES-PILOT LIGHTS 


a 





CIRCUIT BREAKER 
ENCLOSURES 








SERVICED BY 27 KILLARK REPRESENTATIVES... 


ATLANTA 8 

Ernest T. Loyd, Inc., 69 Mills St., N. W. 
BALTIMORE 27 

Eastern Sales Co., 1561 Lister Rd 
BOSTON 27 

Electrical Agencies, Inc., 49-51 “D" St 
BUFFALO 

Eberhardt Electric Soles, 278 Johnson St. 
CHICAGO 12 

Jack L. Rowe & Son, 2039 W. Jackson 
CINCINNATI 37 

Arthur L. Ehlers Co., 1031 Meta Drive 
CLEVELAND 14 

Lusty-Thomson Co., 2140 Hamilton Ave 
DALLAS 2 

Geo. E. Anderson Co., 1901 Griffin St 
DENVER 4 

Kenneth B. Schumann Co., 1073 Galapago St 
DETROIT 14 

Riecher Electric Sales Co., 8319 Mack Ave 


KANSAS CITY 8 

Wm. B. Terry Organization, 616 W. 26th St 

LOS ANGELES 33 

Kenneth Anderson Co., 123 South Myers St 

MILW AUKEE 

Martin-Gaertner Sales Inc., 1108 North Third 

MINNEAPOLIS 2 

Harry P. Smith Co., 826-27 Andrus Bldg 

NEW YORK CITY 33 

W. J. Wickenheiser Co., 600 West 181st St 

OMAHA 

W.C. McConkle, 8115 Gold Ave 

PHILADELPHIA 3 

Horry G. Anschuetz Co., 113-115 N. 23rd St 

PHOENIX 

Kenneth Anderson Co., c/o Mr. Melvin C. Long, 
422 S. 7th Ave 

PITTSBURGH 9 

Crescent Sales Co., Inc., 4830 McKnight Road 

RICHMOND 

W.E. Sullivan, Jr.. 6211 A West Broad St. Rd 


SAN FRANCISCO 
F. M. Nicholas Co., 714 Harrison St 
SEATTLE 4 
Northwestern Agencies, Inc 
4130 First Ave., South 


CANADIAN REPRESENTATIVES 


EDMONTON, ALBERTA 

A. H. R. Louden Agency, 7608 — 88th Ave 
MONTREAL, QUEBEC 
Harry J. Ilssenman 
REGINA, SASKATCHEWAN 
MacKay-Morton, Ltd., 22 
TORONTO, ONTARIO 
Hodgson & Powell Co., Ltd., Box 123, 

Postal Station K, 1909 Yonge St 
VANCOUVER 9, BRITISH COLUMBIA 
Griffon Sales Limited, 551 West 8th Avenue 
WINNIPEG, MANITOBA 
MacKay-Morton Limited, 183 James Ave., East 


5 Kensington Ave 


276 Dewdney Ave 


... AND DISTRIBUTED FROM 20 COAST-TO-COAST WAREHOUSES 


ATLANTA 
BOSTON 
BUFFALO 
PHILADELPHIA 
PITTSBURGH 
DETROIT 
CINCINNATI 


CHICAGO 
ST. LOUIS 


DALLAS 
DENVER 


CLEVELAND 


SAN FRANCISCO 
LOS ANGELES 


SEATTLE 

PHOENIX 

CANADA 
VANCOUVER 
WINNIPEG 
EDMONTON, ALBERTA 
TORONTO 


e s 
° s 
7 "ee 
& 





Installed in underground ducts, Paranite Super Pararite-Paraprene® net Paranite Super Pararite-Parasyn cables carry primary power between 
work cable services a modern electronic computor installation. transformers and switchgear control panels in an ore reduction plant. 





, 


meas : 
ANITE IT'S RIGHT"® 


4 





Overhead duct installation of Paranite Super Pararite- 
Parasyn” (PVC) serves as a secondary feeder cable in a 


manufacturing plant. 


Paranite Super Pararite-Poraprene cable serves as the 
primary transformer feeder in a new municipal water 


pumping station. 


nd performance of Paranite cables from 600 volt network through 23 F 
them as products These Super Pararite-Paraprene and Super Pararite-Parasyn 'C) cables 
] t t ] ve¢ t ] " { rar dar t ra] 1 
illustrated above, f ity, national availability and proven trouble-free performance ara installations. 


The consistent selection 
control 


ity PARANITE WIRE AND CABLE DIVISION 


ve BETTER 


C 
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*4 
Mii" 


Essex Wire Corporation, Fort Wayne, indiana 
* Sales Offices in All Principal Cities 





MANUFACTURING PLANTS: Marion, Ind.; Jonesboro, Ind.; Tiffin, Ohio; Birmingham, Ala.; Anaheim, Calif. 
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TARE | , . ; PHOTO COURTESY OF HOBB ELECTRICAL SUPPLY © 
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when there’s one line that truly meets ALL your time switch requirements? 


JUST COMPARE! 


whether you stock one line or four— 


Can you give your customers 


Astronomic, Skip-A-Day, Seven Day, Intermittent New TORK case featuring in 
Program, and Momentary Contact Timing? stant removal of mechanism, 


instant removal of door, split 


opening for easier act 
Can you offer them unit when installed 
55 Amp capacity, 3 Pole Switching, Reserve Power in 
case of current failure, Service entrance-time switch 
combination models? 


Can you provide them with 


An economical low priced “leader” with an extra 
heavy-duty motor whose temperature range is —60° 
to +200°F? 

A profitable “step-up” line that features lug terminals 
taking up to No. 6 wire without bending? 


An enclosure that permits instant removal of entire 
mechanism without screws? 


Fact is, TORK now provides all these and many more... it’s the only line you'll —. —_—) 
find both economically priced and widely specified by consulting engineers and Join the rapidly growing 
architects. It'll pay you to stop wasteful duplication of lines . . . to standardize list of selective TORK 
on the line that enables you to render the kind of service you know your cus- Distributors NOW! See 


tomers appreciate. your TORK Represent- 


; ative for full details or 
“T Oo a <K TIME CONTROLS, inc. write Dept. W2 
MOUNT VERNON, NEW YORK 











here s why: 


EASY TO HANDLE, lift, load, carry, erect .. . weighs only 14 the weight 


of conventional rigid conduit 


EASY TO CUT, BEND, THREAD no special tools required 
EASY WIREPULLING, smooth interior finish plus factory -applied 


lubrication 


LOWER INSTALLED COST ‘ ‘ this has peen proved is being proved 


time and again by cost- and quality-conscious contractors everywhere 


LONGER LIFE, LESS MAINTENANCE . Aleoa Conduit Is corrosion 


resistant through and through . . . long-lasting, good ippearance 





| 








IT 


MINN 














steee 


if hi t- ’ ELAM 
f : =f i = £fi¢@ Frit s* 
=| ; ’ S 
= S/F She i yaiai i; i } : ‘ 
Qs bd haba i be ’ is jor | > Fa b ie3 
=I ={= tis siz)" i : ‘ 
- =i-/= =[< : =[3 : : 
~ > | —t= 4 ee of — be bad = 
| j=];2/=} 2 





Prvvses 


(dah Ab 


AAWE a tkaaekoal te ae 
coll rim 





(UAUdH AH TANAAA it = 


means more nrofits for VOU. 
more savings fr your customers 


EASY TO SELL , distributo rwhe are finding 


Conduit their biggest boost in e a a te nd custome 


sespecree 


If you are not alre sills teeuiis thd iad eating line, ask your nearby [YY A&&8Aa_ 
; pa ALUMINUM RIGID CONDUIT 
\leoa sales office about our Aleoa Conduit Distril itor plan. iuminum ISSUE MU-28 
Company of America, 2146-G Alcoa Building, Pittsburgh 1! swmmem cousserecncece 


lay, At 


ALCOA CONDUIT IS SOLD EXCLUSIVELY THROUGH 
DISTRIBUTORS AND ELECTRICAL WHOLESALERS 








USS Tiger Brand Amerclad Cables are built tough and strong to withstand dragging over sharp rocks, and exposure to sun, rain, grease and oil. 


Right—Strength and flexibility of Amerciad are shown by its use over this cable bridge leading to a power shovel. ® 


Far right—Vibration resistance of the Amerclad Cable is the main reason for its use on this railroad track tamping machine 


gh 


(iss) Tiger Brand Electrical Wire & Cable 


A standard cable for every special job 


e Asbestos Wire and Cable Varnished Cambric Cable 


e Mold-Cured Portable Cord 
e Shovel & Dredge Cable 


e Paper & Lead Cable Aerial, Underground and 
Submarine Cable 


interlocked Armor Cable 


Special Purpose Wire & Cable 
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Even though electrical cables may look alike and 
start with some of the same materials, there’s a 
real difference in the completed cables. 

The difference in USS Tiger Brand Amerclad 
Cables results from a combination of research, 
engineering and construction. The development 
of better materials goes on constantly at American 
Steel & Wire. Insulation and jacketing compounds 
have been improved. 

Better stranding designs and methods of strand- 
ing add years to cable life. 

Amerclad Cables are protected by an outer 
jacket of Amerprene, an oil resistant compound 
containing a high percentage of Neoprene. Before 
being vulcanized, an Amerclad Cabie is encased 
in a substantial lead sheath that is afterward 
removed. The pressure developed within this rigid 
mold during the vulcanization process produces a 
dense, non-porous jacket that is highly resistant 
to abrasive wear. 

Knowledge of severe field conditions obtained 


through sales engineers permits designing for spe- 
cial conditions. 

Constant effort to control quality and improved 
methods of inspection assure a product of highest 
quality. 

These are a few of the unseen plus values you 
get when you buy Tiger Brand Amerclad Cables 
for your shovels, dredges, continuous miners, drills, 
shuttle cars and other equipment. For complete 
technical information, write for our free book, 
“Tiger Brand Amerclad Cord Cable,’ American 
Steel & Wire, Room 9160, 614 Superior Ave., N.W., 
Cleveland 13, Ohio 


USS, Tiger Brand and Am ire registered trademarks 


American Steel & Wire 
Division of 
United States Steel 








Blackburn’s 





INew ‘Testing F’acilities 


give accurate test data for utilities, 
precise evaluation of design ideas 


2 IN S 
GY LIVE serten SS 


\\\N 
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NEW CURRENT CYCLING LABORATORY 
features virtually draftless air conditioning and 
a means of closely controlling ambient tempera- 
tures throughout the test area. Control of these 
factors permits truly precision testing of con- 
nectors. This photo shows Blackburn laboratory 

PART OF THE CONTROL PANEL 5 ai ; 

sh Gieiead's secealiy comalated technicians taking resistance and temperature 


current cycling laboratory. John A. measurements of test connections. These new 

Toedtman, Chief Engineer (left), sie , : 

and Ken Way, Vice President facilities permit testing of more than 500 con- 

observe tests in progress. nectors simultaneously. Advanced testing facili- 
ties like these enable Blackburn to provide you 
with the proper fitting for every operating 


condition. 
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..and the tests are many and varied 





THE GENERAL LABORATORY, a portion of which is shown 
here, is the scene of a great variety of tests. Hardness, yield 
and breaking strength of parts such as castings, bolts, etc., 
are determined. Special equipment is available for pull-out 
or holding force evaluation of all fittings. Clamping force 
measurements giving the relationship between tightening 
torque and the force exerted by the connector on the 
conductor are made here. Microscopic examinations and 
special electrical resistance measurements are routine. 
Tests like these give Blackburn fittings great dependability. 


| ae be 
‘= i}, 


THE CHEMICAL LABORATORY is the center for tests 
to control various chemical process solutions used in 
production. Electroplating, etching, and metal cleaning 
solutions are regularly tested here. In addition, special 
surface treatments are evaluated for friction control and 
corrosion protection. Thus, this laboratory assures con- 


tinuous control of quality 





SALT FOG CHAMBER, where tests may continue for 
hundreds or even thousands of hours. Here salt fog 
tests are made on wire connections. Test conditions are 
made in accordance with ASTM specifications. Elec- 
trical resistance measurements and visual observations 
are recorded at regular intervals during the tests 


Look to 
BLACKBURN 

for 
fest-engineered 
electrical fittings 
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permit long-term ex- 


OUTDOOR EXPOSURE RACKS 
posure tests which often yield valuable information on 


weathering resistance not accurately obtainable from 


more highly accelerated tests. Specimens on these racks 


{ 


generally remain on test for at least a ten-year period. 


JASPER 
BLACKBURN 
CORPORATION 


1525 Woodson Rd St. Lovis 14, Mo. + WYdown 3-9430 
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does it mean in cable? 


No one characteristic alone determines good cable. 
Rather its the right balance of many qualities that 
determines the quality, performance and service life 
of the cable you buy. Carol has this balance, as can 
be seen in the table. 


You will note that Carol not only has the highest 
overall rating on the characteristics considered, but 
has placed primary emphasis on the qualities most 
vital in cable life and performance. 


The Carol concept of proper balance of characteris- 
tics means you get exceptional flexibility . . . longer 
cable life under even the most extreme conditions 
... because you are assured of superior quality 
throughout—extra quality and performance where it 
is most critically needed. 


Note how needlessly high cold flexibility can be built 
into cable, as in Brand B, but only at the sacrifice 
of more important electrical properties, such as in- 
sulation resistance. And in Brands A, B and C the 
lack of balance between abrasion resistance and 
ozone resistance means that, in today’s increasingly 
ozone rich atmosphere, these cables can crack long 
before they would normally wear out. Years of 
experience and research go into the balance built 
into every Carol cable. 


BRAND 
| CAROL | Al 8B 


Electrical Insulation Resistance (1) | 1 i7 | 
.. 


c 





16 68 





| 


Cold Bend °F (2) . |—45 |—90 |—50 


T 
+ 
| 





- 
Abrasion Resistance (1) 62 | 100} 92 


Jt - 
L_! | 6 18 12 

Note: (1) 100 indicates best—others % of best 
(2) cold bend—actual test temperature 





Ozone Resistance (1) 








when you call 
for cable— 
call for Carol 


CAROL CABLE COMPANY 


Division of the Crescent Co., Inc., Pawtucket, R.|. 


PORTABLE CORDS © POWER SUPPLY CABLE ¢ CONTROL CABLES © WELDING CABLE ¢ GOVERNMENT TYPES #« CORD SETS 
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200 footcandles with Power Groove lamps 


Now offer your customers LPI’s Power-Lux 
luminaire engineered for high-intensity 
illumination and comfortable brightness 


The new Power-Lux luminaire meets demands for higher 
levels of illumination in stores and commercial build- 
ings, opens up new sales opportunities for you. Just in- 
troduced by Lighting Products Inc., the unit is specifi- 
cally designed for new, improved Power Groove lamps. 
Engineering features, including exclusive parabolic 
louvres, provide high efficiency and excellent diffusion. 


One economical Power-Lux with four Power Groove 
lamps does the lighting job of three conventional fixtures 
with slimline lamps. Now you can offer your customers 
important savings in the cost of delivered light and in 
the cost of lighting installations. 


84 


Power-Lux is an outstanding choice for new stores 
as well as for raising the light levels of existing commer- 
cial buildings. For re-lighting applications, the new 
luminaire simply replaces the present fixtures to provide 
dramatic increases in illumination. 

Units are available in four-lamp models, 36 inches 
wide; and in two-lamp models, 12 inches wide. Both 
are offered in four and eight-foot lengths. For complete 
information write for LPI’s Power-Lux Bulletin. 


Lighting Products Inc. Highland Park, Illinois 


I )= FLUORESCENT 


LIGHTING 
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NEWS FOR THE INDUSTRY 





Discuss Industry's Merits 


© Top officials convene in inter-industry relations pro- 
gram to discuss problems and growth. 


¢ Wire and cable executives told of rising use of copper. 


© Marketing professor talks on selling problems. 


EMBERS of an_ inter-industry 
M relations program discussed the 

assets and liabilities of the elec- 
trical industry recently when wire and 
cable company executives met at their 
annual spring convention at West- 
chester Country Club, Rye, N.Y. The 
meeting was sponsored by the wire 
and cable section of the National Elec- 
trical Manufacturers Association 

One of the key speakers of the 
program was Arthur W. Hooper, ex- 
ecutive director, National 
of Electrical Distributors. 

“Viewed from the window of the 
advertising people, the electrical in- 
dustry,” said Hooper, “appears to be 
characterized by three C’s 
it offers comfort and convenience.” 

This superficial viewpoint, Hooper 
stated, obscures the fact that “we are 
beset with marketing and distribution 
problems at all levels.” The distribu- 
tion marketing street runs both ways 
and the sooner we develop a greate! 
confidence in it and each other, “the 
sooner we'll be able to share together 
in pushing this great industry to new 
heights,” he declared. 
¢ Admonitions— “We both know 
how important America’s tremendous 
production capacity is to our 
omy,” said Hooper, and added these 
admonitions: 

“But, the availability of that 
duction in the market-place has _be- 
come equally important. Production 
ends at the factory—distribution takes 
over and ends at the market. The 
two must learn to complement each 
other. They cannot afford to be in 
conflict with each other.” 

Another member of the __ inter- 
industry relations program committee 
was Milton Allen, vice president of 
sales, Philadelphia Electric Company. 

Allen’s address was concerned with 
the concept of “good wiring.” 

He began his talk by listing the 
benefits which each important segment 
of the electrical industry 
when homes have sufficient electrical 
capacity to provide for all of the 


Association 


it’s clean, 


econ- 


r - 
pro 


receives 
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present and future power-using appli 
ances, equipment and lighting needed 
for modern living 

In discussing the foregoing points 
Allen enumerated “good wiring” bene 
fits accruing to branches of the elec 
trical industry as follows 

e Distributors and wholesale 
pliers want to increase their sales of 
wiring and wiring devices and appli 
both have a big stake in 
improved wiring. 

e Manufacturers of 
lets, circuit breakers, 
boxes, conduits and | 
been all-inclusive by any means 
get the direct benefit of any 
in either wiring or 
ernization.” 

e Electrical contractors 
tremendous stake in good wiring, not 
only in homes but in the in- 
creased number of 
old homes. 

e Appliance dealers are very much 
interested much 
to sell appliances if the bottleneck of 
inadequate wiring is first eliminated 

Referring to the and cable 
companies, Allen told the 
that “you in the wire 
dustry benefit twice 
additional sales of building wire and 


sup- 


ances, SO 


switches, out 
connectors. 


have not 


increase 


new wiring mod- 


have a 


new 


re-wiring jobs in 


because it is easiel 


wire 
audience 
and cable in 


not only through 


service entrance cable used in homes 
and other buildings, but through sales 
materials to utility 
panies as their 
tinues to grow.” 
e Liabilities 

public 


of wiring com 


electrical load con 
Roscoe, di 


National 


Association 


George 
rector of relations, 
Electrical 
explained the 


construction. 


Contrac ors 
situation of electrical 
Roscoe reported that electrical con 
struction had from. the 
decided slump that started last June” 
but lamented where, he 
“most of us insist on producing 


‘recovered 


conditions 
said, 
and serving without a profit or at 


least without a profit adequate to let 
us grow as required by the expanding 
needs for our products and services.’ 


e Interdependence—H I Cook, 


executive secretary, Electrical Associa 
tion of Detroit, addressed the assembly 
on the topic ol “electrical interde 
pendence 

Cook reported the interdependence 
concept began stirring a number of 
ago when branches of 
the electrical industry began to get 
together to discuss their common in 


years various 


terests in a promotion of adequate 
wiring through the National Wiring 


Bureau 


Copper Use Rising 


prices, which have been 


‘frequent and violent fluc 


( opper 
subject to 
tuations” are due for a_ period ol 
greater stability with production facil 
ities now geared to demand, wire and 
cable executives told by Simon 
D. Strauss, vice president, American 
Smelting and Refining Company 

Speaking at the closing session of 
Strauss told the list 
eners that the wire and cable industry 
uses about of the total produc 
refined He explained 
that the copper industry is more sensi- 


were 


the convention 


50% 
tion of copper 
tive to economics and world changes 
than the aluminum 
though both 


are non-ferrous metals 


industry even 


copper and aluminum 


Principal reasons for differences in 
costs and price fluctuations of coppe! 
and aluminum, he said, start with the 
basic ores from which each is pro 
duced and run through mine and plant 
conditions and 


ocations, labor even 


sociological and governmental prob 
lems in the countries where the ores 
are found 

Despite its problems, Strauss pre 
dicted that the copper industry will 
: United 


show a “15 gain in the 


States this year over 1958.” 


Selling Problems 


In another address, convention 
heard ( A. Kirkpatrick, 


professor of marketing, University of 


members 


North Carolina, define selling as in 
cluding both 
and advertising.” 

Kirkpatrick 


tomers are the 


personal salesmanship 
that cus 
that 
inclined to overrate their 
make the mistake 
their 


affirmed 
bosses of sellers; 
sellers are 
authority, and they 
of assuming that they control 
futures.’ 

He urged his listeners to do every 
thing possible to raise the stature of 
salesmen, and to correct the miscon 
that 


enough to do anything else can always 


ception “a man who isn’t good 


become a salesman 
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NATIONAL PICTURE: 
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INDEX % CHANGE 
Apr. '59 Mar. ‘59 Apr. ‘58 Apr. '57 Apr. '56 Apr.'55 1959 fm. 1958** 
147 148 133 157 155 122 Lg 
Inventory ..... 100 101 119 157 164 146 


REGIONAL PICTURE: ee ae 


From From 1959 From From 
Apr. ‘58 Mar. '59 From 1958** Apr. ‘58 Mar. ‘59 





EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC { 0 +13 


*For elect 4! apparatus, supplies distributors: Source: Bureau of Census **4 months 1959 from 4 months 1958 
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WHEN 


Para _ of ore 
——_= | 4 


is 


> Th 


rr ——— 
Les eo 


ORDERING “TYPE R 





SPECIFY HABIRITE-HABIRPRENE 


The high voltage cable 


The term “RR” is only a name, not 
an assurance of quality. Instead of 
ordering just ““RR”’ cable, insist on 
Phelps Dodge Habirite-Habirprene 
developed through years of experience 
in designing and manufacturing this 
type of cable. 

Phelps Dodge Habirite insulation, a 
specially engineered butyl rubber com- 
pound, has a service dependability rec- 
ord unsurpassed by other types of rub- 
ber insulation. Habirite is greatly 
superior to old-fashioned insulation for 


these reasons: 


PHELPS 


DODGE 


@ Much greater resistance to heat and 
oxidation which permits a_ higher 
temperature rating, with consequent 
reduction in conductor size and in 
cost for same current load 


Much greater resistance to ozone 
usually present around high voltage 
equipment 


Better electrical properties that give 
a greater safety factor 1n operation 


Phelps Dodge Habirprene sheath, a 


neoprene compound with improved 


SALES OFFICES: Atlanta. Birmingham, Ala., Cambridge. Mass., Charlotte. Chicag 


Fort Wayne, Greensboro, N.C. H 
New York, Philadelphia, Pittsburgh 
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M 


ston, Indianapolis, Jacksonville, Kansas City, I 
Portiand, Ore., Richmond, Rochester, N. Y 


that assures superior quality and service reliability! 


lamage 


specially 


alt . 
markabie rep 
ord of Habirite 
When you 
pre rlé You ar 


+} 


cable w 


COPPER PRODUCTS 
CORPORATION 





Ow! 
TITCHENER 


HOLD-TITE 
cable staples 
the only complete line! 


YES ... for BX, romex, service 
entrance, electric range and A-Z 
cables . . . now you can supply 
HOLD.TITE staples. Contractors 
prefer Hold-Tites because they 
are EASY TO DRIVE and 
WON'T PULL OUT! Every staple 
has barbed legs that dig right 
in and stay put even in 
plaster and composition wall 
board. Sharp points make driv- 
ing easier even into the 
hardest woods. Hold - Tite 
staples finish the job . . . satisfy 
the customer. Order a complete 
supply today. Prompt delivery 
from stock. 


Try HOLD-TITE staples for yourself! 
Send for free sample. 
Se ee eee ee ee 
i E. H. TITCHENER & CO. 1 
§ 68 Clinton St., Binghamton, N.Y. , 
Send free samples and prices of } 
HOLD.-TITE staples 
Round Wire Type 
Flat Wire Type 


city 


| 
i 
I 
i 
j 
| 
bmeetoeewoewwaoal 





Four-In-One Profit Pads 


OW HARD is it to isolate items 

having that special profit poten- 

tial? After learning and burning 
Independent Electric Co., Muskegon, 
Mich., solved it with a simple printing 
device. 

What’s the secret? Colored book 
sets all identically numbered and 
with selling data highlighted by shaded 
areas 
e Need—At Independent, driver-sales- 
men are used in delivering and selling 
off trucks to retailers. This made it 
difficult to isolate items having special 
profit potentials. It was especially im 


portant where special discounts af- 


fected the profits of certain items 


That’s when the need for a new system 


was created; one that would eliminate 


wasted time and the possibility of 
overlooking high-profit items 

e Discovery Many times, drivers 
failed to 
clearly on route books, creating delays 


specify the  profit-items 
in decoding written entries, checking 
code or style names, and in separating 
these items from other products sold 
or delivered. That’s when the four- 
part colored forms were originated 

e Form [he actual form was de- 
signed to list the sales for the dealer 
In the lower left corner 
of the form is an area for figuring the 
net bill, based on light bulb sales. The 
right hand column is for use in selling 
items from the truck such as 


at list prices 


other 
fuses or batteries. The square area at 


Continued on page 118 
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HERE'S THE LOW-DOWN 
ON STARTER UPKEEP. 






Contact tips “like new” after year’s service 
reduce maintenance — boost customer preference 


The unretouched photograph above 
shows two sets of contact tips from a 
Clark Type “CY” A-C Motor Starter 
One set has seen a year of continuous 
hard service with frequently as many 
as 5,000 operations per hour. The other 
set is brand new — unused 

Which contact tips were actually in 
service for one year? The obvious, but 
not too obvious clue is the slight dis- 
coloration and minute pitting in the tips 
at right above. 


But you can easily see for yourself that 
even after one year of steady operation 


these tips show very little evidence of 


wear. Their present condition will assure 


many more years of dependable service, 


free of maintenance 


Ihe secret? Clark’s exclusive “arc 


quenching 
use of strong, multi-turn magnetic blow- 
outs and double-break contacts 


The action of the magnetic field not 


’ principle incorporating the 


only forces th 
it continually over 
tends to quench 
Result Less we 
fewel 

There 
use! of 
become 
complet 
controls in 
contact 


live, OI 


a CONTROLLER 


Everything Under Control * 1146 E. 152nd St. Cleveland 10, Ohio 


IN CANADA: CANADIAN CONTROLLERS, LIMITED MAIN OFF 


« Company 





MEASURE, CUT 


AND REWIND 
your own 


wire and cable 


FOOTAGE METER 


* New Advanced Design Measures 
Wire from ¥g" to 1%," O.D 


REWIND MACHINE 





* Hydraulic Jack permits safe, easy 
lifting of reel. 
Yo, %, 1, 1%. & S-h.p. drives 





* Both Coiling & Reeling with only 
one rewinding machine 
ALSO AVAILABLE: 
* Variable Speed 10-70 RPM 


* Collapsible Coiling Reel 
* Shaftless Rewind Machine 




















Write to: 


COLUMBIA PRODUCTS, INC. 


WRIGHTSVILLE 3, PENNSYLVANIA 
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From Processing: 


Automatic processing of hot-dip galvanized conduit in Pittsburgh Standard Conduit 
Co.’s new plant begins with cutting raw pipe (foreground) to length. Pipe is then 
fed into automatic two-bladed saw (background) which cuts it 





To Storage: 


Finished conduit is banded into master 





lifts before being transported to storage 


area in the new plant. Individual bundles of each size are identified according to 
size with color-coded tapes and thread protectors 


New Conduit Plant Opens 


A NEW $2 million plant has been 
opened in Verona, Pa. by the 
Pittsburgh Standard Conduit Co., 
which produces rigid steel electrical 
conduit. 

The factory, located on a 16-acre 
site, contains 110,000-sq ft. of pro- 
duction space and has annual rated 
capacity of 42,000 tons of galvanized 
rigid steel conduit, a spokesman said. 
e Facilities—The new plant is said 
to have complete facilities for the 
production of hot-dip galvanized and 
electro-galvanized electrical conduit 
ranging in sizes from 12-in through 
6-ins. in diameter. Also, its output in- 
cludes electrical metallic tubing in 
size ranging from '2-in through 2-ins 


in diameter. 
The new plant replaces the com- 
pany’s former headquarters plant in 


Etna, Pa. 

e Handling—Handling of the con- 
duit in the new Verona plant, is au- 
tomatic or semi-automatic on a pro- 
duction and materials-handling line 
It begins when the pipe is fed by 
conveyor to a_ hydraulically-operated 
saw. After cutting and _ threading, 
batches of pipe next are taken by 
overhead crane to pickling tanks, 
where impurities are removed. The 
pipe is then immersed in a_pre-flux 
of zinc-ammonium chlorate, then a 


chain conveyor carries the conduit 
to the hot-dip galvanizing machine, 
where it 1s dipped in zinc. Next it 
is bathed in chromic acid to form a 
zinc chromate on the walls. Finally, 
it is rinsed twice, it is inspected and 
it receives final approval. It is then 
ready for shipping 
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BOSS... COMPLETE LINE OF ELECTRICAL ENCLOSURES 


eos 


BOSS J.1.C. Wireway and Fittings 


. Flanged Hinged Cover Wireway & Fittings 
aN Flangeless Screw Cover Wireway & Fittings 
Flangeless Hinged Cover Lay-In Wireway & Fittings 


P55 


“The Line of Least Resistance” 


— 7 BOSS 


You can always be sure of excellent quality 

and prompt delivery on stock or “specials” 
J. 1. C. Box with the complete line of BOSS Boxes, 
Wireway and Fittings. 


Job-engineered for quick, easy installa- 
tions, BOSS enclosures are code gauge 
steel, have smooth corners, with firm but 
easy knockouts. All units are UL approved. 
Finished in durable gray baked enamel. 


BOSS now also offers you new Oil Tight 
Push Button Enclosures for excellent pro- 
tection against oil, dirt and liquids. 





Write for Catalog on the complete line 
of BOSS Electrical Enclosures. 


Oil Tight Sold thru leading distributors everywhere. *  Serew Cover Pull Box 
Pushbutton Enclosure 








NEMA 12 Cabinet 


Telephone Cabinet 
Cabinet 


You can rely on BOSS for custom fabrication of your ‘specials’ of any type 


THE HUENEFELD CO. Engineered Products Division 
2701 SPRING GROVE| AVE. CINCINNATI 25, OHIO 


[a 


NOW... . all m7) 


i Bg plate 


fittings 


are 
proto vo TOIT 


PERMANENCE! 


Fr ® die OAR 


.. AT NO INCREASE IN PRICE! 


Concrete tight! Every size connector and 
coupling up to 2°’. Why settle for ordinary 
fittings when ere gives you all this: 


@ New sparkling Zinc Chromate over 
plating for lasting permanence. Salt 
spray tested to retard corrosion 
Exclusive pre-set, deep-slotted 
STAKED screws. No backing out for 
conduit 
Concrete tight with heaviest gauge 
wall thickness. U.L. file card £24788 
Precision bevelled edges with extra 
heavy duty locknut 
One piece solid tubular stee|—cannot 
open or spread. Sized for uniformity 
Available in 42”, 34”, 1”, 1%” (one 
screw type) and 142” and 2” (two 
screw type 


CONNECT WITH FOR ECONOMY 


ETP 


ELECTRIC TUBE PRODUCTS 
74-16 Grand Avenue, Maspeth (N.Y.C.), N.Y 





Exposition: 


INTERIOR of Cincinnati Gardens shows the varied displays featured in the 1959 
Electric Living Exposition. The “Open Sesame” screen, visible in the far left of the 


picture, measured 14 feet in diameter 


Cincinnati Holds Electric Living Show 


Ohio show employs three unique features to lure more than 
81,000 visitors to 1959 exposition. 


ORE THAN 81,000 people vis 
ited Cincinnati Gardens re- 
cently to see a nine-day run of 
the 1959 Electric Living Exposition 
The show, which ran on a free ad- 
mission basis attracted many people to 
see the conveniences of electric living. 

The exposition was planned by a 

committee of members from the Cin- 
cinnati Gas & Electric Company. In 
an attempt to give the show a unique 
feature, the committee came up with 
the following plans: A magic carpet 
balloon suspended from the Gardens’ 
ceiling; an “Open Sesame” cave at the 
west end of the arena; and a giant 50 
million candlepower flashtube mount- 
ed on the roof of the building to 
attract visitors from the entire Cin- 
cinnati area. 
e Features—The giant, 100-ft magic 
carpet balloon was suspended from 
the ceiling of the exposition hall. The 
balloon symbolized the theme of the 
show: “Electricity Your Magic 
Carpet to Comfort.” 

The “Open Sesame” cave was head- 
quarters for a contest. A large screen 
in the center was flanked by two 
massive 16-ft high doors and moun- 


tainous area extending across the en- 
tire west end of the hall. Every 15 
minutes throughout the day an artist, 
garbed in an Arabian Nights costume, 
drew a picture of an appliance on a 
which projected the pic- 
ture on a screen. An identifying num- 
ber was projected with the picture, 
and the person holding the number 
won the appliance pictured 

The brightest outside feature of the 
exposition was a 50 million candle- 


visualcast 


power flashtube, mounted on the roof 
of the exposition building. This flash- 
tube, known as a_ “Speedlight,” 
flashed for only one-thousandth of a 
second and reportedly could be seen 
at distances up to 100 miles. It 
flashed once every two seconds during 
the evening hours of the exposition 
e Attractions—The show, itself, had 
a total of 140 booths in all and dis- 
plays of numerous electrical appli- 
ances made by virtually every nation- 
ally-known manufacturer. An array of 
lighting fixtures was featured in the 
Light”. All the 
displays were distinguished in sur- 
roundings straight out of the Arabian 
Nights 


show’s “Avenue of 
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““A drop in the bucket!’’ The constructions shown here by Tom 


portable cable engineer, are just a random sampling of the 


} ] 


Okonite has developec 


I 


right now the exact cable 


to oils, acids, alkal 


you need—in terms of toughne 


ater, heat and abrasion. If 


4] 


1 for industrial operations. More than likel 


} 


not \¢ 


exible 


flexibilit 





Weicl Okor 
cords and cables tl 
Okonite ha 

capacit re 

how to | 


How Okocords give your customers more value for their cable dollar 


Behind these cable constructions 
are service records that prove the 
extra long life of Okocord flexible 
cords and portable cables under the 
most severe industrial conditions of 
mechanical abuse, run-overs, heat, 
oil, moisture, and constant dragging 
over cement floors. 

Longer cable life means lower op- 
erating costs .. . reduction of costly 
work stoppages... greater utiliza- 
tion of expensive equipment. Truly, 
Okocord’s longer life represents 
money in the pocket for any plant 
operator. 





Here’s how Okonite assures max- 
imum value for your cable dollar. 


1. By the use of materials developed 
in 80 years of making the finest 
cables. 

2. By constant research to find even 
better materials and constructions. 

3. By intimate, first-hand knowledge 
of industrial problems and con- 
ditions. 

4. By self-imposed standards for man 
ufaeturing and testing that are 
more exacting than the industry 
requires. 


Th re are Okocord UAL cable 
for your machine! and portabl 
equipment. The re are Okonite spe 


cialists ready and willing to help 


Ile? 
il 


you in tne plant ng or instaliatio! 
tages. And thers brand new 
booklet full of valuable hints on 
picking the right cable construction 
for vour all-important power or co! 
trol circuits Wr te for new 64 pave 
Bulletin WH-1108 on Okocord 
portabl cord ind cables to The 
Okonite Compan' Passaic, N. J. 
6238-C 


where there’s electrical power... there’s OKONITE CABLE 





CONDUIT QUIPS 


ALGIE USED TO PLAY 
A SAXOPHONE 


Gs 
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Here’s a Time 
Saving Twosome 


No Thread Rigid Connectors 
and Couplings 

save you time (and that's money) 
by eliminating the chore of 
dalasr-leilale mare ilemetelaleltlim@elsm dal 
job. Why waste man hours with 
threading when these fittings 
insure positive gripping of the 
conduit? Save time by specifying 
only@€onduit No Thread 
Connectors and Couplings. 
Produced by Conduit Fittings 
division of U.S. Industries, Inc 


The heavy-gauge, serrated machined steel 
gland ring on these Conduit fittings assures 
positive gripping of rigid conduit 


ep 
- ” a 
se! Conduit Fittings 
DIVISION OF U.S. INDUSTRIES, INC 
Chicago 38, Illinois 


6400 West 66th Street, 


94 


Comparative Production Costs By Industry 
Number of cases where cost of producing abroad, as 
compared with U.S. cost, is— 


Industry 
Machinery 
Electrical 
Fabricated 
Instruments 

Chemicals 

Paper & Pulp 

Rubber Products 

Food & Kindred Products 
Other Manufacturing 


Is the U.S. Pri 


Machinery 
Metals 


Lower 


Higher 


Same 


] 5 


" — 
wo 


Shwwah 


rf 
co 


cing Itself 


Out of the World Market? 


New challenge faces U.S. manufacturers as volume of 
imports increase and exports decline—result is decline of 
U.S. share of world trade. 


competition, both 

in the U. S. market and abroad, 

is presenting to U. S. manufac- 
turers a challenge they have not had 
to face since pre-World War II days. 
An increasing volume of imports, and 
a decline in exports, have narrowed 
the trade surplus the U. S. has en- 
joyed in its dealings with the rest of 
And there is serious con- 
about whether U. S. producers 
have “priced themselves out of the 
world market.” Our shrinking export- 
import gap and the decline in the U. S. 


rowing foreign 


the world. 


cern 


share of total world trade are indica- 
tions of this. 

e Gap Closes 
three months of 
of merchandise 
billion 
months of 
imports by 


During the _ first 
1958, U. S. exports 
imports by 
But in the 
1959, exports 
one-third 


exceeded 
almost a dollars 
first three 
exceeded only 
that amount 

quence of the 
plus, the U. S. has 
amounts olf 


Largely as a _ conse 


narrowing trade sur- 


been losing sub- 
Stantial gold, and there 
have been that the dollar 
would be devalued in terms of gold 

As the table below shows, prices 
in most industrial countries have been 
climbing, and the increase in whole- 
sale prices in the U. S. has not been 
out of line with the general trend. 


rumors 


e Reasons—Now let’s examine the 
reasons for the important changes that 
are taking place in the pattern of our 
international trade and the prospects 
for U. S. exports and imports in the 
future. These, in brief, are the key 
conclusions: 
e Foreign 
cost advantage over their Amer- 
ican counterparts, particularly in 


producers do enjoy a 


lower wage costs, in a wide vari- 
industries 
little 

inflation in recent 
S. producers 


ety of 
There is 
ever, that 
years has “priced l 
out of world markets.” The U. S.., 
held down inflation 
successfully than 


evidence, how- 


in fact, has 
more 
other exporting nations. 

The factors in 
the rise of 
have been the revival of industry 


most 


most important 


foreign competition 


abroad, the increased production 
and the a 


available for export g 


O- 
gressiveness of foreign exporters 
in building markets in the U. S. 
and in other countries 


more and 
exports 


The U. S. will find it 
more difficult to keep 
higher than imports in the years 
ahead due to formation of the 
European Common Market which 


is almost certain to handicap us 


indexes of Wholesale Prices 
(1953 — 100) 


1953 
100 
100 
100 
100 
100 
100 


Canada 

France 

West Germany 
Netherlands 
United Kingdom 
0.3 


1958 
103 
121 
106 
105 
101 
108 
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door—everything but bre 
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The most efficient and least expen- 

sive method of voice communica- 

tion between a central point and a 

number of outlying points. Various 

systems available no limit to 

capacity. Some advantages of 

AUTH Intercom Telephone Systems 

are: 

® Privacy of conversations 

® Low initial investment 

® No rental charges 

@ Simple installation, operation, and 
maintenance 

For dormitories, each room telephone avail- 


able with visual indication of call received 
during absence at only small extra cost 


For further details on AUTH Intercom Tele- 
phone Systems, clip the coupon below and 
mail now. 


eee ee 


AUTH ELECTRIC CO., INC. 
Dept. W-7 34-20 45th St. 
Long Island City 1, N. Y. 


{_] Please send catalog data on AUTH intercom 
Telephone Systems 
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Name 

Company 
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Percentage Increase 1953-1957 In— 


Output per Manhour 
31% 33% 


29 32 


France 

West Germany 
Sweden 

United Kingdom 
uu. & 


Wage Rates 


28 
30 
18 





Changing Trade Pattern 

Last year total U. S. exports fell 
by $3 billion from the 1957 peak to 
$16 billion. The drop in exports was 
due in part to a business slowdown 
overseas. But U. S. exports suffered 
more than those of other countries, 
and the U. S. share of total world 
trade shrank considerably. 

U. S. exports to Europe fell by 
20%, and exports to Latin America 
and Canada also were down. Over- 
seas sales of most U. S. exports took 
substantial dips: 

e Automobile exports fell by $57 
million, or 19° 
Sales of U. S 
in export markets 


32% $140 million below 


trucks and buses 
were off by 
1957 
construction ma- 
$200 million be- 


I xports of 
chinery were 
low 195 
Tractor sales abroad were down 
by $50 million. This was a seri- 
ous blow to l S 
who have sold as much as half 
their output abroad in the past 
Exports of petroleum 
which had soared to an abnor- 
mally high level in 1957 because 
of the Suez crisis, lost this spe- 
cial boost in 1958 and dropped 
44%, from almost $1 biilion in 
1957 to $560 million in 1958 
U. S. imports, on the other hand, 
stayed at their 1957 level Imports of 


some particular products took sizeable 


producer Ss 


products 


jumps while exports of competitive 
U. S. products were slipping. Imports 
of foreign cars and parts, for example 
rose by 60% and captured more than 
8% of the U. §S market 
Although exports of U. S. agricultural 
machinery were down, imports of such 
Total im- 


S topped 


domestic 


equipment increased 50% 
ports from Europe to the | 
1957 by almost 15‘ 
Despite these trends, the U. S. was 
still able to export more than it im- 
ported, though the excess of exports 
over imports was cut by almost half. 


The reduced trade surplus combined 
with other factors to produce a record 
outflow of gold from the U. S. which 
has caused some foreigners to chal- 
lenge the soundness of the U. S. dol- 
lar 

Because the l S 
has more gold than is required by law 
to back U. S. currency, the gold out- 
flow had no direct effect on our econ 
omy Moreover, the loss of gold would 


Treasury now 


have to reach considerably greater 
proportions before there would be any 
serious prospect of devaluation of the 
dollar (or, to put it another 
rise in the price of gold in terms of 
the dollar). But the gold outflow is an- 


other indication of the changes taking 


way, a 


place in the U. S 
tern, and it may influence U. S. for 


export-import pat 


eign aid policy 


e¢ Competition — Manufacturers of 
heavy electrical equipment have re- 
acted most strongly to the threat of 
growing competition from abroad. 
They have been underbid on several 
large contracts and have asked the 
Office of Civilian and Defense Mobili 
zation to ban imports of key generat 
ing equipment. They maintain that in 
time of war it would be impossible 
to obtain service On equipment made 
abroad. Meanwhile, British manufac- 

Last year’s trade developments have 
caused misgivings in other quarters 
For the first 
the | S. Chamber of 
failed to voice opposition to the “Buy 
American Act.” This act prohibits use 
of imported products in federal pro}- 


cannot be 


time in several years, 


Commerce 


ects unless requirements 
filled domestically, or domestic prod- 
ucts are priced considerably above im- 
ports. If the domestic product Is man- 
ufactured in an area of substantial 
unemployment, the saving on import- 
ed products must be at least 12‘ 

A closer look at some of the basic 
factors affecting our competitive posi- 
tion in the world’s markets will shed 


some light on last year’s developments 





Indexes of Western European Production 


(1953 


Industrial Production 
Textiles 

Basic Metals 

Metal Products 
Aluminum 
Chemicals 


Plastics 


100) 
1950 1953 
100 
LOO 
100 
LOO 
100 
100 
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est meter and breaker 
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P.O. Box 1171 * Modesto, Calif 


in the world trade picture 


Production Costs 

First of all, there are indications 
that overseas producers have signiti- 
cant cost advantages over their Amer- 
ican competitors. This is particularly 
true of those operating in Western 
Europe, where the modern equipment 
installed since the end of the war is 
as good as—or even better than—that 
used in this country 

The National Industrial Conference 
Board recently reported the results of 
a cost survey conducted among U. S 
manufacturers having operations both 
here and abroad. It covered costs of 
manufacturing 90 different products in 
20 countries. Information was pro- 
vided by 68 American firms operating 
in a wide variety of industries 

The evidence collected by the 
NICB indicates that operating in West- 
ern Europe does offer clear cost ad- 
vantages. In Britain (United King- 
dom), unit costs of production, on 
products made in both Britain and the 
U. S., are frequently less than 85% 
of those in the U. S. West German 
operations have similar cost advan- 
tages. Although costs of materials are 
somewhat higher in most cases abroad 
they are more than offset by lower 
labor costs and lower overhead 

Lower wage rates and lower over- 
head offset higher costs for materials 
to save more than 12 cents on each 
production dollar in Britain, as com 
pared with costs of producing the 
same items in the U. S. West Ger- 
many, where costs of materials as well 
as labor and overhead costs are lowe! 
than in the U. S., offers even greater 
advantages in the products surveyed 
e Foreign Advantage Because of 
the labor cost advantage that foreign 
producers have, they are able to turn 
out goods requiring considerable proc- 
essing by skilled labor at a lower total 
cost. This advantage is likely to be 
strongest in heavy manufacturing in- 
dustries such as machinery, and least 
in process industries like chemi- 
cals which use relatively little labor. 

It is important to note, in interpret- 
ing the results of the NICB survey, 
that only direct production costs were 
considered. Distribution costs might 
make a considerable difference in 
price by the time the product reaches 
the buyer. Moreover, the examples 
represent only cases where U. S. man- 
ufacturers find it profitable to produce 
in other countries. The broad range 
of the cases in which overseas opera- 
tions involve lower production costs, 


however, is illuminating 


Delayed Reaction 


Ihe clear implication of the data 


presented is that trends in wages and 
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prices in the U. S. and other countries 
in recent years do not explain the 
drastic worsening of the competitive 
position of U. S. products in world 
markets. Yet British manufacturers of 
electrical generating equipment, for 
example, are now able to undersell 
their American competitors by 30% 
on multimillion-dollar orders that 
American producers formerly had 


pretty much to themselves. And, as 
was indicated earlier, U. S. exports 
generally are losing ground in foreign 
markets. 

F ; 


langeless Screw-Cover Lay-in Much of the groundwork for these 
Wireways and Fittings 


Flanged Hinged-Cover Wireways and Fittings 


recent trends was laid in the early 
postwar years, when the U. S. pursued 
Flangeless Hinged-Cover Lay-in | a conscious policy of rebuilding the 
Wireways and Fittings ¥ economies of Western Europe and en- 
couraging the growth of world trade. 
In line with that policy, the U. S. 
inaugurated the Marshall Plan of 
economic aid and fostered the devel- 
opment of international agencies such 
as the International Monetary Fund. 
e Currency Reforms In addition, 
the major countries of Western Eu- 
\ % rope — with the consent of the U. S 
It pays to figure on — took a big step toward regaining 
their prewar positions as trading na- 
' K E ¥ Ss T (@) N E tions when they devalued their cur- 
| : rencies in 1949. These devaluations 
which ranged from 20% to 30%— 
wiring TaE-S EU P-titeya) equipment had the effect of making British, 
French, German, Swedish and other 
European exports cheaper in terms of 
dollars without directly affecting wage 


rates and other domestic costs. Ex- 
You name it—Keystone has it! Here’s the most cept for devaluation, a popular British 
complete line of quality wiring installation sports car now selling in the U. S. for 
equipment available— anywhere! All sizes, $2,700 might be carrying a price tag 
shapes and types of U.L. listed wireways and of $4,000. On the other hand, without 
auxiliary fittings, cabinets, boxes and en- devaluation, prices of U. S. goods 
closures all easy to install and maintain, too. might be much cheaper in terms of 
What's more, when youre faced with a special British pounds 
job that “‘standards” just can’t handle—then 
Because European industry had not 


Keystone will quickly provide custom en- Type SC and FC 
closures to meet your exact needs! Screw-Cover 


7 . Pull Boxes Y 
In addition, you'll save time when you specify , much immediate impact on U. S. im- 


Keystone — because coast-to-cos -giONe : 
ee tboe ecause coast-to-coast regional es ports from Europe. In 1949, Euro- 


recovered from the devastation of the 
war, the currency reforms did not have 


warehouses assure you of getting what you 


want, when and where you want it! Type A Hinged-Cover Sits pean output of passenger cars, steel 
“ - « anc ere ( a z " 


Surface Cutout Boxes t 7 and chemicals was still below 1938 


levels. The nations of Western Europe 


were thus in no position to step up 

exports, since the goods produced 

were badly needed at home. For the 

same reason, exports from the U. S. 

were welcomed abroad, regardless of 

price, wherever dollars were available. 

That situation has changed radical- 

ly, however, in the past decade. Euro- 

pean output of passenger cars jumped 

Single and Double Door from 787,000 in 1949 to 2,910,000 in 
Current Transformer Cabinets 1957. Output of steel rose from 47 


million tons in 1949 to 88 million tons 


in 1957. The recovery of other sec- 
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companying table 


EYSTONE MANUFACTURING COMPANY °| ° Trade Volume — As output has 
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> battle corrosion...last longer 


Specify Yoloy (nickel-copper low alloy) steel conduit 
to handle applications where greater strength, 
corrosion-resistance, and weldability are required. 


Yoloy Conduit should be specified for elec- 
trical installations where corrosion is expected 
to be more severe than normal. Research 
has proved Yoloy resists corrosion 4 times 
longer than carbon steel in marine and in- 
dustrial atmospheres. 

Yoloy steels have proved highly resistant to 
corrosion in oil fields, coal mines, railroad cars, 
motor trucks and highway construction equip- 
ment for over a quarter-century. Long-time 
tests and actual installations have proved that 
Yoloy pipe lowers costs when used for salt 
water lines, oil wells, industrial installation 
and corrosive soils. 

Corrosion studies conducted for 14 years in 
13 different soils show that Yoloy has 19°, 
less pitting and 36%, less weight loss than 
carbon steel—and 10°7 less pitting and 23° 
less weight loss than wrought iron. This 


proved corrosion resistance greatly lengthens 





the life of coatings— galvanized or enameled 
on Yoloy Conduit. 

Check with your Youngstown Representa 
tive and get the complete story on how Yoloy 
Conduit and E.M.T. can easily meet your 
most exacting job specifications 

The Youngstown Sheet and Tube Company, 
Youngstown, O. Carbon, Alloy and Yoloy Steel 


















Atmosphe ric corro- 
sion tests held off the 
coast of New Jersey . 
revealed Yoloy steel 





will last four times 
longer than open- 
hearth iron 
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Expected life increase 
of Yoloy steel over car- 
bon and wrought iron > 
in corrosive soils. Stud- 
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You can count on Amp-trap* 

when you want to stop a 500,000 
Ampere short circuit dead in its 
tracks. In fact, if Amp-trap is 
watching and waiting at your 
entrance switches or in your circuit 
breakers you couldn’t be safer : 
That’s why those who know insist —_ | by £7 patente. 
on and get Amp-trap. j 


Protected for 


Amp-trap is “always au ake at the switch”... where current 
limitation with high interrupting rating is required . . . on general 
power circuits, on DC circuits, on standard and the new higher 
voltage networks, on busways and entrance switches, even on 
general electronic circuits 


Amp-trap is a true current limiter because it anticipates and 
stops dangerous short circuits long before they can become 
destructive. Nothing takes the place of Amp-trap. 

There’s one for every purpose. Ask for Bulletin 514-9. 
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374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
Subsidiary of 1-T-E CIRCUIT BREAKER CO., Philadelphia, Pennsylvania 
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European countries increased 40% 
between 1953 and 1957; imports of 
these countries rose 41% in the same 
period. But trade among the various 
European countries has increased fas- 
ter than trade between Europe and 
the rest of the world. European coun- 
tries are thus able to provide for them- 
selves and each other many of the 
things they formerly imported from 
the U. S. And as their output increases 
further, European producers will be- 
come even more eager and better able 
to export to other markets 


Challenge To U. S. 


Now and in the years ahead the 
U. S. faces a stiff challenge in three 
different aspects of foreign trade: 

e U. S. producers face the pros- 
pect of increasing foreign pene- 
tration into their own domestic 
markets 
They stand to lose European 
markets to local producers 
They must also face increasing 
competition in “third markets,” 
such as Latin America. 

As the foregoing analysis indicates, 
the growing competition from foreign 
producers has a solid basis in lower 
costs of production which these pro- 
ducers have only recently been able 
to exploit. However, there are several 
elements in this complex situation 
which give promise of improvement 
in the U. S. position. 

(1) Cost advantages in some instances 
are due not only to lower wage rates 
but also to superior producing facili- 
ties. Some of the war-devastated 
plants in Germany, for example, had 
to be rebuilt completely. These, and 
textile mills in Japan, now have fa- 
cilities equal to the best in U. S. in- 
dustry. Indeed, much of this modern 
equipment now in use abroad came 
from the U. S. under our foreign aid 
programs. Meanwhile American in- 
dustry is trying to compete with a 
heavy drag from obsolete facilities 
one-half of our total plant and equip- 
ment having been installed before the 
end of 1945. The extensive program 
of modernization now underway in 
the l S. is the best 
problem 
(2) Many foreign producers cutting 
into U. S. domestic and overseas mar- 
kets are doing so on other appeals 
than price alone. For example, foreign 
automobiles—the single most impor- 
tant foreign product entering the U. S. 
appear to be satisfying a market 
that simply couldn't get what it was 
looking for from U. S. auto manu- 
facturers. In a few months we should 


inswer to this 


be getting indications of how well the 
“compact cars” developed by the Big 
Three auto companies will meet this 
challenge. Similarly, much of the U.S 
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tricians, plumbers, carpenters, 
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tenance men, awning and sign 
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DEPARTMENT B, P. 0. BOX 388, MARION, OHIO 
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market for foreign tractors results 
from a need for smaller tractors than 
are currently produced in the U. S. 
(3) Some categories of U. S. exports 
actually gained ground last year, con- 
trary to the general trend. Exports of 
machine tools and _ metalworking 
equipment rose by $25 million above 
1957. Shipments of railroad equip- 
ment rose by $60 million—a 30% in- 
crease. Exports of radio and TV sets 
and overseas sales of office equipment 
also rose. Sales of such items may 
continue to gain. 

(4) Foreign producers may in some 
instances be opportunistic in offering 
lower prices, with the aim of gaining 
a foothold in the U. S. market. This 
element may be present in some of 
the low British bids on generating 
equipment. In the instance where a 
British firm announced plans to build 
the equipment in Canada to quiet 
U. S. concern over a possible threat 
to the supply of parts and service in 
the event of war, it stood pat on its 
bid even though production costs in 
Canada are higher than in the U. S. 
In both steel and nonferrous metals, 
prices abroad vary more widely than 
in the U. S.; foreign sellers thus make 
an active play for U. S. markets when 
world prices are weak, but charge 
what the market will bear when de- 
mand tightens. In some cases, there- 
fore, the undercutting of U. S. pro- 
ducers may prove to be temporary. 
(5) Exports of some U. S. products 
have been artificially held down by 
quotas and other restrictions imposed 
during the early postwar years when 
other countries were attempting to 
conserve dollars; with the vanishing of 
the “dollar shortage,” many of these 
restrictions will be relaxed. Britain, 
only last week, eased many of its 
former restrictions on imports from 
the U. S., one of which had limited 
imports of U. S. autos to 650 a year 


The Common Market 


The formation of the new Euro- 
pean Common Market presents an 
unusual challenge—and an unusual 
opportunity—to American manufac- 
turers. As part of the Common Mar- 
ket Agreement, tariffs and other trade 
restrictions among member nations 
will be reduced and eventually disap- 
pear. Tariffs on imports from non- 
member countries, however, will be 
raised. As these tariff adjustments be- 
come effective, member nations will 
find greater incentive for trading with 
each other, and trade with nonmem- 
bers will be discouraged 

Many U. S. firms, therefore, see 
as their best opportunity for selling 
more in the expanding European mar- 
ket the operation of branches or sub- 
sidiaries within the Common Market 
area. During 1955-57 an average of 


ELECTRICAL WHOLESALING—July, 1959 








ee 





General Electric interchangeable 20-amp a-c switch, outlet and pilc 


Improved devices mount quickly on any inter- 
changeable bracket with regular screwdriver 


(Note: your customers will be read ga ) ar ad Rlectric ‘ fruct & Ma fe Ince 


Your customers like General Electric interchange vless connections 

able devices because they install fast and firml) ire. They also permit 

on any interchangeable bracket without the need tre away from the 

for special-size screwdrivers. Instead of bending nections are totally en 

part of the bracket, the electrician just twists double 

hooks on the device uses his regular screwdriver. between devices 01 

Makes changing devices easier, too. To increase sales and profit 
Furthermore, G-E interchangeable devices are complete line of the 

back-wired with Pressure-Lock* terminals, to give want the G-E 


customers several more advantages: First, these Wiring Device 


Progress /s Our Most Important Product 


GENERAL &@ ELECTRIC 





Producers 


? 

GrowtH in volume 
and in national stature — in 
engineering and production 
know-how—in happy accept- 
ance by distributors, whole- 
salers and dealers alike. 


CORNISH Wire Products 
have kept pace with the in- 
dustry—truly a Blue Chip 
line of no regrets, for every 
segment of the electrical 
business. 


... and CORD SETS 


for replacement and for original use. 
Skillfully developed in Rubber, Neo- 
prene and Plastic—in COLORS too. 
Do YOU fully realize the merchan- 
dising potential of this versatile 
QUALITY line? 


Sold Only Throwgh Accredited Jobbers 


CORNISH WIRE COMPANY, wc. 


50 Church Street New York 7, N.Y. 


Oro sers 


Sans \ 


of Quality Wire Products for Home, Farm and Industry 





only seven U. S. firms annually es- 
tablished branches in the Netherlands; 
but after the announcement of the 
Common Market last year, 23 U. S. 
firms established new branches in that 
country. Other U. S. producers are 
responding to the Common Market by 
entering into licensing arrangements 
permitting Common Market pro- 
ducers to manufacture products de- 
signed in the U. S. It is conceivable 
that before long many more U. S. 
products will face competition in this 
country and in our export markets 
from the products of factories owned 
or licensed by American companies, 
but located abroad 


Conclusion 


The recent decline in the export sur- 
plus of the U. S. and the outflow of 
gold that has been one of its most 
dramatic results may prove to be only 
temporary. As was indicated much of 
last year’s drop in exports was due 
to a recession that affected Europe as 
well as the U. S., and economic re- 
covery should bring a rise in foreign 
demand. Moreover, there are many 
opportunities for U. S. producers to 
improve their competitive position by 
cost-cutting modernization programs 
and by more alert and more aggres- 
sive marketing 

It is clear, however, that competi- 
tion has added a new dimension for 
American industry. Both in our own 
domestic markets and abroad, Amer- 
ican producers will face increasing 
competition from foreign producers 
who are well-equipped thanks in 
large part to our own conscious ef- 
forts and who are prepared to com- 
pete anywhere, on quality and serv- 


ice as well as on price 





NEWS 





Electrical Equipment Import 
Ban Request Rejected 
WASHINGTON The Federal 


Government has rejected a request by 
the General Electric Co., for a ban on 
heavy electrical equipment imports 

GE requested the import ban on 
the ground that shipments of foreign- 
made heavy electrical equipment was 
harming national security 

The National Electrical Manufac- 
turers Association supported the GI 
request, but the Office of Civil and 
Defense Mobilization, which can rec- 
ommend banning imports that threat 
en to harm national security, turned 
down the request 

Specifically the case refers to im- 
ports of hydraulic turbines, hydraulic 
turbine-driven generators, transform- 
ers and circuit breakers 
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Simple breakoff link converts each half of 
G-E grounding outlet for separate feed 


(Note jour customers will be reading a simila 1d 


Here’s the fast-selling grounding outlet 
tractors who are providing both switched and 
service from each outlet: the General 
Double Grounding Outlet, No. GE4065. 
Your customer converts it in seconds, for separate 
feed-common ground; and/or separate feed-sepa 
rate ground. He just removes one or both links 
between line terminals on the outlet sides. To use it 
as a regular common feed-common ground outlet, he vices that sa 


leaves the links intact Electric Compa 


You get other selling points, too: Easy back o1 ‘ovidence 7, Rhode Isla 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 





Business Outlook: 





Why modern merchandisers have 


- Economists Forecast Few 
switched to y: A rT Worries For Present 
S another fiscal year begins, eco- 
nomic experts predict that for the 
present the nation has little to 
worry about, but problems are on 
the horizon, particularly in regard to 
te | so aia ‘ » 
tasy HEAT the position of the U.S. in interna- 
gives me a choice op Pim and the decline of the 
; “4 -». GOllar. 
of packaging! Here is the current economic out- 
look as taken from the McGraw-Hill 
monthly report on business: 


electric freeze-protection 


Choice of individual, illustrated 
boxes, easy to stack, display; i i ; Short-Range Worries 
or clear-view “Poly” bags with e , S 
headers punched for hanging. e Inventories—The easiest thing 
Self-service “salesmen”! : ” ; to worry about, in terms of the 
relatively short-range business outlook, 
eS is the speed with which business is 
Rasy HEAT accumulating inventory. In the first 
: quarter of this year, accumulation 
has a counter-pack that’s was at the annual rate of nearly $6 


a traffic stopper!” billion. And the second quarter fig- 

md ure may run as high as $7.5 billion, 

which would be the largest increase 

Profit-pack No. 3742! Not a dump Se since 1951. This is substantially more 

box—offers bags and boxes in a ‘ ; than required to keep pace with sales, 
aren Bp sate eed ly seco , 4&4. over any extended period of time. 


gets display bonus, 354% profit! However, there is also an easy 


explanation of the urge to acquire 
% inventory—namely, the presumed im- 
Ps -HEAT 7 = C4 minence of a steel strike, and the 

tasy is so - potentiality for labor troubles in the 


easy to use, to nonferrous and rubber industries as 
well. Much of the recent accumula- 


” 

i, Show, to sell! if 7 tasy-HEAT | tion is in the metal and metalworking 
y ; : industries. Another big pile-up is in 
advertises heavily to get dealer stocks of cinieshlen But these 
me more customers!” are slated to be worked off during 
the months when assembly plants are 
down for model changeover. Thus 
inventory formation is sure to slacken 
during the summer, and while this will 
take some steam out of the rise in 
business, it will reflect temporary 
factors and not the end of prosperous 

times. 
e Steel Strike—Earlier this year, 
there was a good bit of worrying 
QUALITY, TOO! Guaranteed auto- about the possible effects of a long 
matic and non-automatic Heat Band Kits, strike on the economy. But it’s be- 
tere ors ai eresesen tia coming clearer every day that indus- 
wire in separate channels. Hermetically- try is well hedged with inventories 
sealed connections. Extra 12” of lead and producing capacity against short- 
wire. Every electrical, hardware and farm ages of steel and things made from 
supply dealer is your prospect. Write for “ és 


attractive wholesale terms. steel. As EW goes to press, it is still 


uncertain if there will be a strike or 
not. However, there may be more 
point in worrying about what will 
happen if there is not a steel strike. 
It would make for a confusing sum- 


WE'RE GOING ALL OUT TO BUILD 

DEALER DEMAND. PLAN YOUR 

SALES CAMPAIGN EARLY. ORDER 

A SUPPLY OF EASY-HEAT NOW! mer, while various managements tried 

to figure out what to do with their 

inventories. And if a quick settlement 

were achieved at the cost of a sharp 

EAS Y-HEAT, INC., “Electric Anti-freeze Devices" boost in wages and prices, the steel 


Dept. EW, Lakeville, indiana industry and its union might be sub- 
ject to swift and arbitrary action. 
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In specification grade, intermediate grade, competitive grade, General Electric offer 


New General Electric devices provide all the 
quality features that you appreciate 


(Note: your customers will be reading a similar ad Electrical ¢ f & 


Only General Electric gives you so many of the time and a release mechanism that 


Savers and new ideas that you and your customers G-E devices have 
have been looking for, in a complete line of more mounting screws, he 


ld captive 
than 1500 dependable, competitively-priced wiring “through” straps that hold 
devices. he 


AVN duty devices that leave mi 
Features include easy-to-wire, screwless Pres- Call your General Electric « 
sure-Lock* terminals in many types of G-E wiring today ... or write to Ger 


devices — with extra-large holes that accept two Wiring Device De 
wires or a loop, for quick carry-through wiring — Island. 


partment 
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Caught in a 


PROFIT 


Here’s a sales policy designed to protect YOUR profits... 


If you’re like a lot of electrical distributors we know, you’re tired of 
being ‘“‘squeezed”’ from all sides. Does it sometimes seem that every- 
one makes a fair profit on the product but you? 

Splicing tapes are one product you can eliminate from the profit 
squeeze. How?...by taking advantage of the Okonite tape dis- 
tributor policy. This policy supports and protects you. It recognizes 
the important part you play in getting Okonite tapes to market. 
And it sees to it that you receive full compensation for your efforts. 


YOU’RE BACKED UP 7 WAYS BY OKONITE 


1. 100% electrical wholesaler 
distribution. 

Okonite Quality Tapes are sold only 

through authorized electrical distrib- 

utors. There are no direct sales. 


2. One price for everyone. 

Okonite Quality Tapes— Manson, 
Okonite, Okolite, Okoprene and Oko- 
weld—are sold on the same basis to all 
authorized distributors. There are no 


‘inside’”’ discounts 


3. Retroactive price reductions. 
Price reductions apply to the merchan 
dise you have in stock. You get full 
credit for the difference 


4. Excellent returned goods policy. 
Obsolete or outdated stock can be 
returned 


5. A profit ‘‘sweetener’’. 

You receive full profit on the tape sales 
made by the Okonite cable sales en- 
gineers. 


6. Larger unit sales. 

Okonite tapes are packaged to stimu- 
late larger sales. An incentive discount 
system is employed to encourage your 
customer to purchase the next larger 
package. 

7. Easier to sell. 

Okonite tapes are easy to sell. They’re 
nationally advertised and the basic sales 


arguments are simple and persuasive. 


Break out of the profit squeeze on tapes 
Get in touch with your Okonite repre- 
sentative. He’ll be happy to give you 
more details about Okonite’s 100°: dis- 
tributor tape policy 





THE OKONITE COMPANY 
Subsidiary of Kennecott Copper Corporation 
Passaic, New Jersey 











SOLD 100% THROUGH AUTHORIZED ELECTRICAL DISTRIBUTORS 
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e Housing—This is the other sec 
tor of business that seems to be going 
faster than the pace that can be 
sustained. New housing starts recently 
have been at the rate of 1.4 million 
1 year, compared with an estimated 
“normal 1.2 million 
There is no doubt that this high rate 


demand of 


of activity derives, in part, from the 
increasing supply of mortgage money 
that financial institutions have com- 
mitted to the homebuilding market. 
And the commitments 
were made last fall 


most of which 
reflect what was 
then an attractive rate of interest on 
mortgages, compared with corporate 
securities. Now, with interest rates on 
bonds 


new corporate above 5% . 


mortgages are relatively less attrac- 


live, and mortgage money commit 
ments will be harder to get. 

The annual rate of building may 
well taper off as 1959 progresses. But 
it is hard to see disaster approaching 
If Congress eventually gets around to 
voting a housing bill that includes 
some flexibility in mortgage rates (on 
government-guaranteed mortgages), 
the annual rate of starts should hold 
around 1.2 million or 

e Tight Money 


getting higher 


better 
Interest rates are 
But there are still large 
quantities of funds available for loans 
to business. And although homebuild 
ers and municipal projects are vul 
nerable to a credit squeeze, Congress 
is keeping open some back doors to 
credit for such operations 

e The Stock Market [his is 
something to worry 
the stock market—not the market for 


ibout, because 
industrial commodities—is where in 
flation is really taking place. Of course, 
a jet-propelled stock 


going up for a long 


market can keep 
long time before 
it runs out of fuel, and we have no 
idea whether the drop will come in 

\ drop in the 
100 points on the 


1959 or much late 
market now—even 

Dow-Jones average vould obviously 
not be a national tragedy. It would 
return prices to a level that 
was thought prosperous only a short 
time ag And not many 


tively, are in the market 


merel' 


people rela- 
vet on credit 
Another rise of 


or on small income 


100 points would worry us much 


more. It would sweep up more small 
ind it would put the market 
at a level 


with real impact 


Savings, 


from which it could crash 


Long-Range Worries 


Some of the longer 


involving the basic structure of our 


rm problems, 


economy, seem to more serious 
than the 
is real reason to worry about the posi- 
tion of the United States in interna- 
tional trade and the value of our 


dollar relative to other 


short-term troubles. There 


currencies. 
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NO TROUBLE 


vith Pushmatic 
eXcCiusive BullDog 


overheating and 


a Dus 
SC and Cause ex 
provides 


tant 





CALLS WITH PUSHMATIC... 


bolted connections are standard on every breaker 


onto the bus 

a trouble-fre 
nds nend t 
yT WIS Ti mnimn 
Inu ICE trippin 


Push 


BULLDOG ELECTRIC PRODUCTS DIVISION 


I-T-E CIRCUIT BREAKER COMPANY 
BOX 177 ¢ DETROIT 32, MICHIGAN 


Rd T to 15. Ont. Fx ref 





insulated wire... 


QUALITY 


DELIVERY 


CONTINENTAL INSULATED WIRE AND CABLE! 


coz2fAt72e2728fal WALLINGFORD, CONN. 
waste corporation YORK, PENNSYLVANIA 


Both our trading position and our 
dollar have been in a decline for the 
past year. What is more important, 
the decline seems due to our unwill- 
ingness to face the basic problems: 
artificially high costs for U. S. com- 
modities, as the result of price-prop- 
ping arrangements, and the failure to 
do a good marketing job on our man- 
ufactured goods for sale abroad. The 
U.S. obviously cannot sell abroad 
without effort—as it did in the early 
postwar years—but there is little sign 
of the effort. We seem, as a nation, 
to be getting too soft for the rugged 
competition offered by British, Ger- 
man, Italian and Japanese business- 
men. 

Another cause for concern, over 
the longer run, is the inability of 
leading Americans in business, labor 
and government—including the heads 
of our largest unions and business as- 
sociations and of both parties in Con- 
gress—to agree on any measures that 
will curb the abuse of power in labor- 
management relations, or even the use 
of naked force by some union leaders 
against their own members. 

There may be a theoretical argu- 
ment over whether large and powerful 
unions cause inflation by the pressure 
they put behind wage demands. But 
there is no question that racketeering 
and featherbedding raise costs and 
prices. Neither is there any question 
that a labor union member should 
enjoy the same protection against the 
misuse of his dues money or physical 
violence to himself as a member of 
any other voluntary association. Yet 
the Congress, under pressure from 
selfish interest groups, on both sides, 
seems unable to agree on any measure 
that would put an end to these evils. 
This seems to raise a question as to 
the ability of our democracy to deal 
effectively with matters of economic 
power. 

e Farm Problem—The same ques- 
tion confronts us with regard to the 
farm problem. Every competent agri- 
cultural economist agrees that the 
present system of government price 
supports for farm products in inordi- 
nately wasteful, costly to the tax- 
payer, and of small or no benefit to 
the great majority of farmers. There 
is general agreement also that the 
situation will get worse—i.e., farm 
surpluses will increase—unless_ the 
program is drastically revised to re- 
duce incentives for planting and retire 
a substantial proportion of present 
farm acreage 

Finally, we have been noting with 
some trepidation the latest rise in con- 
sumer credit. So far—and perhaps for 
another year—it is nothing to worry 
about. Consumer borrowing is not out 
of line with consumer income. In 
contrast to the specific and stringent 
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vi ra © MP) announces 


a new concept in home lighting 





to increase your sale of home lighting fixtures 


An exciting new sales approach, plus a brilliant new 
line of lighting fixtures . .. to increase your sales and 
profits dramatically! 

It’s “‘the light idea,’’ a new concept by Virden that 
enables the homemaker to match her lighting to to- 
day’s living patterns—to create the right mood for 
every occasion . . . to emphasize beauty . . . to provide 
safety and protection, inside and outside the house. 


“the light idea’’ and Virden’s new “‘light 
idea” fixtures are just the beginning! New 
programs are in the works now to further in- 
crease your sales and profits. Watch for them! 


ae y 

The Future is Bright at Virden || Find te Fest | 
| in The | 

| Yellow Pages | 
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Virden’s new 52-page full color catalog features ‘“‘the 
light idea”’ in detail. In addition, it beautifully dis- 
plays the complete new line—new pulldowns, chan- 
deliers, ceiling and wall units, bullets, outdoor and 
garden lighting. 

Your Virden salesman has full details. Once you see 
them, you'll agree Virden has the line, the promotion 
and the profit opportunities for you in 1959. 






LIGHTING (je-— 


A Division of the John C. Virden Company, Cleveland 3, Ohio 


in Canada, John C, Virden, Ltd., Toronto 16, Ontario 
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Fire detection is big business! 
Cash in now with Kidde equipment! 


rrrrees 
5 


asiaaes 
rreerrt 


preterit 


ecum 88802 
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For years, schools, public build- 
ings, businesses and homes have 
been waiting for an inexpensive, 
dependable fire detection system 
approved by U.L. and F.M. Now 
you can sell them this vital detec- 
tion system at a reasonable price. 
Whether you sell Kidde system 
components on an install-it-your- 
self basis, or do the actual wiring 
job, there are thousands of dollars 
in potential profits for you. 


: Sa b bhbh hehe 


Shgagsaceas 


And, selling Kidde, you can be 
sure that you’re selling quality. 
For more than 30 years, Kidde has 
been the leader in fire safety. It’s 
a name you and your customers 
can trust! 

Find out more about Kidde fire 
detection components — and how 
you can use them to cash in on 
these most profitable markets! 
For more information, write to 
Kidde today. 





3 Kidde alarm bells —6”, 8”, and 
10” diameter, U.L.-approved 


2. Kidde Fyrindex detectors. 
Self-resetting, fast-acting, easy 
to install. Fixed-temperature 
units each protect up to 225 sq. 
ft. Rate-of-temperature-rise 
models protect to 900 sq. ft. Com- 
bination rate-of-rise, fixed tem- 


; \ e ® Kidde Ultrasonic & Detection Alarms, Inc. 


perature units each protect 2500 
square feet. All U.L. and/or F.M. 
approved. 

; Break glass manual alarm. One 
or more stations. 

4, Control, rectifier, zone annun- 
ciator panels contained in one 
cabinet. Monitors up to ten zones. 
12 or 24 v., de. 


186 Brighton Road, Clifton, New Jersey 


A Subsidiary of Walter Kidde & Company, Inc., Belleville 9, N. J. 


controls over stock market credit, and 
some relatively strong Federal Re- 
serve powers to control business loans, 
the consumer credit field is pretty 
much wide open. Furthermore, com- 
petition among consumer lenders 
ranging from banks to credit card 
plans—is getting stronger and could 
lead to very easy terms that would 
tempt those who cannot afford it to 
make large credit purchases. 








New Lighting 
Method Announced 


WASHINGTON, D.C. — A method 
of lighting whole cities with small, 
efficient generators which will operate 
by shooting electrons and ions through 
a magnetic field was described re- 
cently in a report by Joseph L. Neu- 
ringer, Republic Aviation Corpora- 
tion scientist. 

Dr. Neuringer said that electricity 
can be generated by forcing an elec- 
trically conducting plasma (a_ gas 
broken into electrons and _ ions) 
through a strong magnetic field. Effi- 
ciencies as high as any known power 
generation method can be obtained, 
he said. 

With intensive research and de- 
velopment, large-scale plasma _ gener- 
ators could become a reality within 
five to ten years, Neuringer said. 

As much as 1,000,000 watts could 
be generated by shooting a stream of 
plasma at speeds three times that of 
sound through a magnetic field. 


Calls for Inflation Halt 

A major “creeping 
socialism” in the United States are 
certain to result if government, labor, 
or industry contribute toward any 
further inflation of the American 
economy, Don G. Mitchell, president 
of General Telephone & Electronics 
Corporation and Chairman of Sylvania 
Electric Products Inc., told members 
of the U.S. Chamber of Commerce in 
Washington, D.C. 

In his address, the industrialist cau- 
tioned that “if labor takes all of the 
productivity increases in the form of 
wage increases, there will be nothing 
left to plow back into the business.” 
Mitchell indicated that the outcome 
would probably result in a major re- 
cession. He added, “If industry simply 
passes along its increased costs by 
raising prices, inflation will go up still 
higher.” 

Mitchell urged businessmen to work 
for a so-called “Better Business Cli- 
mate”, which he defined as a better 
climate for every segment of the 
economy. 


recession and 
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TAKES THE TOUGHEST 
PUNISHMENT DURING 
HEAVY CONSTRUCTION 





this is one of the 10 reasons why 


STEEL 


CONDUIT IS BETTER 





1 Greater inherent and structural strength 5 Easier to fish with a tape 
2 No special exterior preparation needed 6 Compatible with all building materials 

for concrete installations 7 Great resistance to corrosion and alkali reaction 
3 Takes toughest punishments during construction 8 Greater protection of conductors after installation 
4 Uses standard tools and accessories 9 Immediate delivery from distributors and mills 


10 Proven for more than a half a century in millions of installations 








CLAYTON MARK, pioneer in electrical conduit since 1910, specializes in producing steel conduit 
that meets all building specifications. Our facilities, engineering and production know-how guarantee 
quality products accepted as ‘““The Contractors’ Favorites” in the industry—Electrictube, Hotkote 
Galvakote and Enamelkote. 

pom ---- 

' Clayton Mark & Company 

} 1900 Dempster Street, Evanst Ilinois 

' Please send me your booklet 

~ “Why Stee! Conduit Is Better 

' Name 

CLAYTON MARK & COMPANY |: 

i Address 
1900 DEMPSTER STREET « EVANSTON, ILLINOIS i 

, City Sta 

L 
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...the RIGHT 


configuration 


for every 
grounding job 


Ever since 1947, when the Schirmer report cited the “shocking” need for 
adequate grounding, Hubbell has been developing and adding to their 
grounding device line. As new code requirements were introduced, new 
wiring device configurations were designed to prevent accidental interchange 
between units of different ratings. Here are the many faces of Hubbell’s 
grounding family. By presenting it in this form we hope to clarify this 
subject and aid you in specifying the right unit for the job. 

















15 Amps., 125 Volts 15 Amps., 125 Volts 
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BRIDGEPORT 2, CONNECTICUT 


WIRING DEVICE OFFICE AND WAREHOUSE LOCATIONS 


Bridgeport 2, Connecticut Los Angeles 12, California 

State and Bostwick Streets 103 North Santa Fe Avenue IN CANADA 
Chicago 7, Illinois San Francisco, California Scarborough, Ontario, 
37 South Sangamon Street 1675 Hudson Avenue 1160 Birchmount Road 


Ideas... 
Continued from page 69 


Results 
As far as results are concerned, 
Dickson noted, the plan is still too 
new to determine how it will work out. 


7. Small Order Plan 

What are small orders doing to your 
profits? Robert F. Baldwin, vice presi- 
dent of Baldwin-Hall Co., Inc. Syra- 
cuse, N.Y. presented the following so- 
lution for reducing losses on small 
orders. 

“To determine what small orders 
were doing to our profits we first had 
to find what percentage of our total 
customer’s orders were in this group. 

“By dividing all of our customer’s 
invoices into three groups for the 
month of February 1958, we were 
amazed to learn that 55.3% were less 
than $21.00... 31.3% were less than 
$100.00, but greater than $21.00... 
and 13.4% were over $100.00. 

“After taking into consideration 
postage and handling costs, it was then 
determined that the average gross 
profit on all orders less than $21.00 
was $1.56. This left $.29 to pay all 
other expenses. 

“We then divided the total expenses 
for the month of February 1958 by 
the total number of orders billed, 
which resulted in an average cost of 
$9.68. As a result, on any order less 
than $21.00 we lost $8.12. 

“The study proved that 50.8% of 
all customer's orders resulted in a loss 
of 49.2%.” 


Solution 


A comparison of 1958 with 1959 
shows what has been done to correct 
this condition: 

® “Using a photographic repro- 
ducer we have done away with the 
need to type our invoices. This has 
reduced the time required to process 
paper work from the point when the 
merchandise was shipped until the in- 
voice was mailed from 5 to 2 days. 

e “Salesmen were no longer as- 
signed to customers who did not have 
a large order potential. 

e “Increasing our inventory to re- 
duce back orders. 

e “Routing our trucks so_ that 
small orders are delivered twice a 
week and not daily.” 


Results 


“These steps have not cost us busi- 
ness and are reducing our losses on 
small orders.” 
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THE BEST COSTS LESS... 2.20t/ 


Stocking Republic ELECTRUNITE® E. M.T. is as easy, as . 
popular, as fast-moving —as selling candy in a drug rf) 





+ ———_-—— 
SILVERSLICK inside finish mokes wire. 


store. Across the counter, or off the shelf, electrical con- 
tractors want it fast! pulling up to 37% easier. Wire push- 


ing 


Quality made of highest grade steel, carefully con- 
trolled through every step of manufacturing, delivered  eaiiaeiiaee 
to electrical distributors in convenient bundles — ' sales feature that tea 
Republic ELECTRUNITE E.M.T. is the fastest moving pont amet 
conduit in the industry. Job tested, job proved under all Sanne 
conditions of service. aaeae cae ete a 
Stock, promote, and sell Republic ELECTRUNITI = molhe ye Rramwtaee Hbemrsime 
E.M.T.—the sales leader that brings back electrical ; a mere 
contractors for more of everything you sell the trade. — en 
Call your Republic representative for complete mer- 
chandising information. 





Another Republic 


REPUBLIC STEEL mi atte 


System booklet, 

bi nted 
STEEL AND TUBES DIVISION es 
to remind journeymen 


to come back to you 


Cleveland 8, Ohio 
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GO AHEAD... 


explain nuisance tripping to him 


Heat’s on, conditioner’s out. How come? 

Some annoying power interruptions are due to inade- 
quate wiring. A vast number are due to nuisance tripping 
of circuit breakers or nuisance fuse blowouts. 

Fuses and many circuit breakers operate on the basis 
of heat. They are sensitive to heat from within the circuit 
and without. Thus, on hot days thermal protectors are 
often near the tripping point even though the circuit is not 
fully loaded. As heat builds up, nuisance tripping results. 

Heinemann hydraulic-magnetic circuit breakers ignore 
heat—respond only to current (amperage) which is the 
true determinant of electrical load. These circuit breakers 
will carry the full, safe capacity on the hottest days. 
Nuisance tripping just doesn’t occur. 

In Heinemann circuit breakers, actuation is entirely 
magnetic; inverse time delay is provided by hydraulic 
means. When protection is needed, interruption is fast. 
When the circuit is safe, power stays ON. 


For consulting engineers, the full story is given in an 
informative booklet, Manual 101: "What You Should 
Know About Circuit Breakers.” Write for your copy. 


HEINEMANN | 


HEINEMANN ELECTRIC COMPANY 
152 Plum Street, Trenton 2, N. J. 
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Profit Pads... 
Continued from page 88 

the bottom is for adding the two bills 
together. Each form can be _ inter- 
spersed with carbon paper 

The first copy, marked No. 1, is 
white and is returned to the office for 
checking the cash, or for billing from 
the office on larger accounts 

The second copy, marked No. 2, is 
the audit copy (tissue) which is bound 
in the book and the book is turned in 
when used for verification 

The third copy, marked No. 3, is 
yellow and goes to the lamp depart- 
ment for inventory control and re- 
ports. It is used to isolate sales and 
special items of better-than-average 
profit. 

The fourth copy is pink in color 
and is the customer's receipt. 

Illustrated is a picture of a salesman 
beside the truck, using the form. Pri 
marily sales from the truck are cash 
sales. The salesman usually takes the 
book in the store, writes up the order 
and goes out to the truck to figure the 
bill and fill the order 


NEWS 








NAED Surveys Handling 
Of Aluminum Conduit 

NEW YORK A survey of the 
National Association of Electrical 
Distributors indicated that, of those 


members participating, 40% handled 
aluminum electrical rigid conduit; 
while 60°% still had not entered this 


field. The survey also showed that the 
length of time aluminum conduit has 
been handled by distributors varied 
from less than six months to more 
than three years 
Here is a breakdown: 
e New line—25 
| to 6 months 
e 7 months to | year 1] 


1 to 3 years 


@ ove! 5 years + 


Triangle Conduit & Cable 
Expands Operations 

NEW BRUNSWICK, N.J [ri- 
angle Conduit & Cable Co, Inc. has 
established a Bituminized Fiber & 
Plastic Pipe div. in Landisville, N.J 
The 114,000 sq. ft. plant is expected 
to be in operation by the end of the 


yeal 


Seattle Distributor 
Joins NAED 

NEW YORK—Globe Electric Sup 
ply Co 2903 East Marginal Way, 
Seattle, Wash., has been elected to 
membership in the National Associa 
tion of Electrical Distributors 
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New RACO “Q” 


"*Q"' Quick-Clamp 


Quick-Clamp 
can save hours on 
on the job 


With RACO'’s New “‘Q”’ Quick-Clamp you can install non-metallic 
sheathed cabie in seconds. Simply push the cable through ‘'Q” | Cable moves freely 
: ‘ 3 into clamp and is 
Quick-Clamp. Cable is held firmly in place, can’t be pulled out S < gripped tightly 
until clamp is released. To release the cable, apply a littie pressure : _ 


under the clamp with your screwdriver. With the new “Q” 





Quick-Clamp there will be no more tost time tightening and 


loosening cable clamp screws...no more stripped screw threads. 


And... you'll save an hour or more on the average job (60 to 
100 boxes per house). Your RACO Distributor has the New ‘'Q”’ 
Quick-Clamp Switch and Outlet Boxes. They're revolutionary, yet AS To back-off cable, 
' | ( release clamp pressure 
so simple to operate. (Exceed Underwriter Laboratories’ tests; { with screwdriver 
are fully protected by patents.) See them and try them now. : 


*Trademark 


ALL-STEEL EQUIPMENT INC. Aurora, Illinois 











ARE YOU MISSING A BET? 


There’s extra profit in 
— this combination 
plier-wrench 


SELF-GRIPPING 
HEAVY-DUTY 
PLIER 


This Heavy-Duty, self- 
gripping plier is a prime 
favorite of mechanics. 
They like its terrific 
gripping power in tight IT'S EASIER 
places they can’t reach TO STOCK JUST 
with a pipe wrench. They ONE LINE OF PLIERS 


buy it and use it asa 


combination plier and pS, A} iS f f 
wrench...the finest hand - {I Ai ¢ / 
tool of its kind on the / / { J i ( 
market. And they'll buy 

it from you if you stock it IT’S PROFIT-WISE TO 
... catalog it... display it. STOCK THE GENUINE 
CHAMPION DeARMENT CHANNELLOCK LINE 


TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 








High Voltage .. . 


Continued from page 16 


switch and will permit such action 
without counteraction. Experience has 
shown this is a very foolish assump- 
tion. | would expect the steel pro- 
ducers’ reaction to prices below that 
of steel conduit to be quick and 
decisive. 

If this price-cutting spiral should 
start, the result would be disastrous 
to both aluminum and _ steel pro- 
ducers. It will, in turn, have a harm- 
ful effect on all those who participate 
in the sale and use of this product. 
For that reason, I hope it is not too 
much to expect that both the alumi- 
num producers and the steel producers 
will depend entirely upon the merits 
of their products promotional efforts, 
salesmanship, and prices that include 
a reasonable profit. 

I predict that in any case such will 
be the final outcome and it is my 
hope that this will result without the 
disastrous effects of a price war. 

Now let’s make some other pre- 
dictions. 

Sooner or later aluminum conduit 
will fird its definite place in the race- 
way field, and engineers will specify 
and contractors will purchase steel 
or aluminum as best suited for their 
purpose. Black enameled conduit 
probably will drop out of the picture 
and the two basic raceways, galvan- 
ized steel conduit and aluminum con- 
duit, both will be widely distributed 
and used in their proper places 

In the meantime, you as distribu- 
tors and we as manufacturers have a 
definite responsibility to the final user 
or owner. We must find out every- 
thing that is to be known about this 
new product and compare it carefully 
with steel conduit. At the present 
time there is very little literature 
available and too little experience 
with aluminum conduit for positive 
judgment. Until our experience ex- 
pands, all of us must proceed cau- 
tiously. I believe it would be foolish 
at this time to devote too much ware- 
house space to aluminum conduit 
even if we, or others, offer it to you 
on a consignment basis. 

Incidentally, we believe that con- 
signments in the long run will hurt 
the sale of aluminum conduit. The 
natural reaction of all wholesalers 
will be to move those products in 
which their money is invested. You 
will see that for the next few years 
the bulk of aluminum conduit will be 
shipped direct from manufacturer to 
job sites and the demand for material 
from jobbers’ stocks will not begin 
to develop until replacements and 
additions are required on established 
jobs. It will be some time before 
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DYNACHROME 


U/L approved as oil proof .. . can 
be submerged in oil without harm. 


YELLOW 


aK to provide highest visibility and 
\ RY), greatest safety factor. 


' \y “hy 


MARKED 


clearly with type, size and number 





of conductors, as well as catalog Write today for 
number, all for easy identification. new FREE catalog 
Om Well Built Wires Since 1899 





ATO hs | 


WES WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 











xk ————__| 


TELEPHONE CHestnut 8-5515 TWX: NH84 
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Pull Cable Fast 


through open or concealed conduit with 
Greenlee Electricians’ Cable Puller... 


PROFIT MAKER for you — as 


advertised in 


contractor and industrial 


nonce magazines. 





leading 


electrical 


mainte- 


Cable can be pulled at any 
angle, from any convenient 
location with a GREENLEE 
No. 765 Cable Puller as 
Puller 


hand-operated, as shown at 


shown here. may be 
left, or power-operated, with 
any portable electric drive 
as shown above. Drum swiv- 
EE foe Ihc -Meseliul oll time) oligel fe 


ing clearance. 


Here’s the way to simplify large-size cable pulling. With a 
GREENLEE No. 765 Electricians’ Cable Puller on the job you get 


it done far faster... easier... 


and at far less cost. This powerful 


puller exerts a maximum pull of 7,500 pounds and has two operat- 


ing speeds... 


At all times the pull is in line with the conduit... 


one for fast work, the other for a steadier, heavy pull. 


no strain on the 


hangers. Portable, easy to set up and operate. Use it for exposed or 


concealed conduit... high up, in close quarters, or out in the open. 


See your electrical distributor for details on this timesaving 


GREENLEE equipment or write for descriptive literature. 


Cut conduit holes quickly, easily 
with Greenlee Knockout Punches 


Complete range of knockout punches to 
make openings for all standard conduit 
og. of 


sizes 1,” Fast, easy cutting through 


10-gauge metal. Every cut is quick and 
clean — slug falls free in die. Hand, ratchet, 
or hydraulic driver operated. Wide choice 


of sets. 


OTHER GREENLEE TIMESAVING 
KNOCKOUT PUNCHES, KNOCKOUT 


GREENLEE TOOL CoO. 


1759 Columbia Ave., Rockford, Illinois 
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TOOLS FOR ELECTRICAL WORK 
PUNCH DRIVERS, PIPE PUSHERS, BORING TOOLS 


5G 


CONDUIT BENDERS, 





the smaller contractors demand alumi- 
num conduit. And it will also be a 
while before many of you will be in 
a position to carry stocks of all the 
related products that have to be sold 
with aluminum. Such was the history 
of rigid steel conduit and such was 
the history metallic tub- 
ing, and I see no reason to expect 
anything different on aluminum. 

In the meantime our energies 
should be directed to the training of 
our salesmen so they in turn can edu- 
cate their customers and the actual 
users as to the advantages and disad- 
vantages of aluminum and steel, and 
make recommendations accordingly. 

While this is going on, I predict 
that the demand for electricity will 
continue to grow to an extent that 
the penetration of aluminum conduit 
will in the long run have only a slight 
steel conduit and 
have other 


of electrical 


effect on the use of 
will receive its share as 


products like E.M.T. 


What does all this add up to? 
This prediction: rigid steel conduit 
will remain the workhorse for most 
raceway construction, with E.M.T. 


being preferred for lighter construc- 
tion and the important newcomer to 
our midst, aluminum conduit, being 
preferred for specialized jobs where 
weight and special corrosion problems 


exist. 





Bug‘s Eye View 





Ever wonder how a bug sees? Wel], 
insects with compound might 
produce a multi-image when viewed 
by the human eye. However, little or 
nothing is known about the sensation 
that insects experience looking at a 
light source. Unlike human eyes, most 
night-flying insects seem to see by the 
blue end of the light spectrum—these 
are short rays of light. Yellow-red 
light, the longer wavelength radiation, 
bugs don’t seem to see at all. Yellow 
light bulbs which most night-flying 
insects can’t see has far less attraction 
for them than regular white bulbs. 
To keep humans happy and the bugs 
where they're wanted, General Elec- 
tric scientists recently developed a 
new yellow bug bulb which has the 
bugs going Since the night- 
flying the yellow 
light, the bug experts report the latest 
word in wonder 
where the yellow went”? 


eyes 


bugey. 


insects can't see 


bug circles is, “I 





Students in new all electric schools 
now have the conveniences of modern 
electric heat and air conditioning, eye- 
saving lighting and adequate power for 


home economics and shop equipment 


ELECTRICAL WHOLESALING—July, 1959 





LET’S TALK PROFIT OPPORTUNITIES 


NEW; ys% i hee og 7+) | a oe ole) am Clelalige) 
offers ONE-TWO PROFIT PUNCH 


Complete Line of Low Voltage Control 
This new line of Size 0 to 4 Allis-Chalmers control 
includes a full range of standard, special design and 
accessory devices to meet the needs of most industrial, 
commercial and domestic motor control applications. 


Minimum Inventory Requirements 
Flexible, unitized design permits fast, inexpensive modifi- 
cation in the field, with minimum inventory requirements 
In addition, fast delivery from regional warehouses and 
factory keeps your inventory requirements down. 
Unsurpassed Mechanical and Electrical Life 

Millions of “life test” operations attest to quality of 
design and construction — guarantee your customers un- 
surpassed dependability and operating life. 


Complete Control Line 
With an Allis-Chalmers franchise, you have the advan- 
tage of a complete line of industrial control —low voltage 
equipment through Size 8, high voltage control, dc con- 
trol, special devices and control systems. 





Money-Making Franchising Practices 
Allis-Chalmers recognizes that offering a top quality 
product is only the foundation upon which maximum 
profits are built. That’s why an Allis-Chalmers franchise 
includes these additional profit-making advantages: 

¢ Direct assistance in specialized sales and engineering 
applications 

@ Sales-producing product meetings in the field and at 
the factory for your salesmen 

@ Selective appointment policy. 

© Liberal exchange policy on stock products 

® Continuous research and development to provid 
new products that stay ahead 

¢ Sales promotion and national advertising designed 
for distributor sales impact 


Diversified line of electrical equipment from one sup 
plier — motors, transformers, regulators, unit sub 
stations, switchgear and circuit breakers 


Let’s talk it over. Profitable opportunities are still open. For informa- 
tion, call your nearby A-C district office or write Allis-Chalmers, 
Distributor Sales Promotion, Milwaukee 1, Wisconsin. 





ALLIS-CHALMERS 


A-1015 
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Five Sizes 
for “a"’ 


te 6”’ 


Five Sizes 


for “"’ 





to 4’ 


For General Use sell 
RiFe(ibD Heavy-Duty 
Pipe Cutters 


Factory tested for perfect 
tracking, here’s their best cut- 
ter buy for hand use. Extra- 
long shank protects threads, 
gives fast, easy adjustment. 
Large handle for sure grip .. . 
more leverage. Strong, special 
malleable frame won’t bend 
or warp. You’ll also sell the 
Rifeailb Wide-Roll Cutter, 
that tracks perfectly at high 
power-drive speeds, and the 
RifeaID 4-Wheel Cutters, 
give quick, clean cuts in tight 
places with only quarter turns. 


For Tubing and 
Thin-Wall Conduit 
sell RIFEID 
Tubing Cutters 


Exclusive fold-in reamer on 
Nos. 10, 15 and 20 protects 
hands and pockets. . . reams 
full cutter capacity.Thin-blade 
wheel gives quick, clean cuts. 
Rollers smooth tubing ready 
for soldering. Special RiaaIb> 
No. 315 3-Wheel Cutter gives 
fast cuts in hard-to-get-at 
places 


There's a fast-selling FRIEZ311D Cutter to 
save time on every job. Order them today! 















JULY 


New York State Association of 
Electrical Contractors and Dealers 













60th Annual Convention 

Whiteface Inn 

Lake Placid, N. Y. 

July 7-10 | 
National Housewares Exhibit 


Auditorium 
Atlantic City, N. J. 
July 13-17 


AUGUST 


International Association of Electrical 
Leagues } 


Annual Conference 

El Cortez Hotel 

San Diego, Calif. 

August 11-14 
Western Electronic Show & Conven- 
tion 

Cow Palace 

San Francisco, Calif. 


> 


August 18-21 


American Institute of Electrical En- 
gineers 


Wilton Hotel 

Long Beach, Calif. 

August 23-26 
International Association of Electrical 
Inspectors 

Northwestern Section 

Seattle, Wash. 

August 24-26 
National Association of Electrical Dis- 
tributors 

Eastern Regional Meeting 

Whiteface Inn 

Lake Placid, N.Y. 

Aug. 30-Sept. 2 


SEPTEMBER 
Illuminating Engineering Society 
National Technical Conference 
Fairmont & Mark Hopkins Hotels 


San Francisco, Calif. 
September 7-11 


Intermountain Electrical Ass’n. 
Fall Dealer Conference 
Salt Lake City, Utah 
September 25 

Int’l Assn. of Elec. Inspectors 


Canadian Section Meeting 
Montreal, Quebec, Canada 
September 25-26 
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CONNECTIONS TO MOTORS driving the horizontal and vertical brushes in the Sherman Body 
Brush Machine at Jax Kar Wash are protected from water, detergent, and vibration by Sealtite 


flexible, liquid-tight conduit. pe 








Sherman 
with 


ELECTRICAL CONNECTIONS at the 


100-hp warm-air drying system must 


stand heat, moisture, and flexing—are guarded 


by Sealtite 





STEAM, WATER, AND DETERGENT are the haz 
it the Jax Wheel Washer. ¢ 
protected by Sealtit: 


irds mnection 


to motors are 


MODERN CAR WASH USES SEALTITE FLEXIBLE, LIQUID-TIGHT 
CONDUIT TO GUARD WIRING FROM WATER, DETERGENTS, DIRT, VIBRATION 


The automatic equipment at Jax Kar Wash stations in Detroit 
and Birmingham, Mich., takes quite a beating. Each plant may 
handle up to 1700 cars a day. Water, steam, strong detergents, 
almost constant vibration and flexing are particularly tough on 
electrical connections. With previous equipment, shorts would 
shut down operations from time to time. In new machines shown 
above, Sherman Car Wash Equipment Co protected the wiring 
Sealtite 
suttere d no ele ( tric al breakdowns 


FOR YOUR CUSTOMERS ... be ready to supply Se altite Thev ll 


with Jax Kar Wash happily reports that thev have 


E TYPE U.A. 7 h, ext 










COPPER BONDING CONDUCTOR J 
| A 


LISTED UNDER LABEL SERVICE PROGRAM 
OF UNDERWRITERS’ LABORATORIES, INC 






has been ap- 


— Tee 


Hugh W. Griffith Jr. 


rmmmmtand calac manarar 750 8ee.. 


the quality conduit printed “Sealtite 
toot on the 


ask you for the genuine 


and “Anaconda” every cover. To meet all needs 


stock both types of Sealtite—U. A. and E.I Available in black 
or gray in standard cartons and on nonreturnable reels, at 
extra cost. 

Free Booklet S-542 gives full information on Sealtite. Write 
Anaconda Metal Hose Division. The American Brass Compan 
Waterbury 20, Connecticut. In ¢ ida: Anaconda Ameri 


Toronto QOntan Sealtite pl ed b 


unite 


liquid-tight conduit 


Brass Limited, New 


Canadian Standards Association 


Insist on the 
conduit marked 


~~ 





flexib/e 


an ANACON DA product 


PEOPLE IN THE NEWS 


. . . . 
Hl I} ituntion Allan W. Larson has been appointed 
sales manager for the Bryant Electric 


Co. He was formerly sales manager of 
the firm’s lighting division at Cleve- 
land, Ohio. He will be responsible for 
Bryant's national selling program. 





W. E. Addicks, former sales execu 
tive for Cutler-Hammer Inc., retired 
June 2nd. He had been with the firm 
45 years 


James F. (Tex) Wueste has been 
named manager for the Washington 
region of the Crouse-Hinds Co., 
Syracuse, N.Y. He was formerly a 


product engineer 





Edwin A. Harris Jr. has been ap- 
pointed products manager for Ed- 
wards Co., Inc. He was _ formerly 
issistant to the general sales manager 


Radiant Wall 

, ith Five district managers have been ap- 
Pane Ss wit pointed by the Electro Lighting Corp., 
“A Size for Chicago, Ill. The new managers are 


Every Room” Thomas A. Marshall, Fort Lauder 


Se a? ( H —E AT dale, Fla., for southern Florida 


Donald D. Jones, Peoria, Ill, for 
south central Illinois 
Charles C. Koerner, St. Louis, Mo., 


The SUN-TRON ELECTRIC HEATING for southern Illinois and northern 


* Distinctive Styling principle has a newness, a freshness Missouri 


p about it that is the very latest in David Rowe, South Plainfield, NJ. 

* Greater Efficiency design and function. Engineering for northern New Jersev. 
m™ bi 7 know-how has adapted principles of Edmund Wood, Indianapolis, Ind. for 
More Dura e Construction manufacture which have never been 


used in electric heating before now. 


* Most Convenient Utilization The result is a finer quality and more 


* Simolici P efficient heating unit than the world | James W. McGarity has been named 
Simplicity of Installation hes over hnowe ... with beauty thet ae: 
manager of the motor control depart- 
will actually enhance the appear- . . » ; . 
ment of the Fred W. Kiemle Co. 


* Ultimate in Comfort ance of every room in the house 
Toledo, Ohio. He will have charge of 


all sales inventories, and engineering 


Indiana 


installation in northwestern Ohio and 
southern Michigan 


Available in 6 convenient sizes: 48x6, 30x9, 36x9, 36x14, 72x9, 36x18. Gordon Wahlin. district sales man 


Ue ee a ier of the Westinghouse Chicago 


APPLICATION ENGINEERING AVAILABLE district, has been appointed 


manager of Westinghouse appliance 


district 


To assist builders, electrical contractors and others in incorporating 
Sun-Tron Electric Heat into their buildings, Sun Tron’ maintains an 
application engineering department. Submit detailed construction district. He succeeds J. J. Rigg. 


sales, Detroit, covering the Michigan 


specifications, floor plans and elevations for estimate and proposal 
Milton R. Schulte, executive vice- 
president of Tung-Sol Electric, Inc., 
a has been appointed president and 
. . « Offers unsurpassed PROFIT opportunities. | chief executive officer of the com 
Write for analysis booklet of operation and installa- pany. Louis Rieben, has been ap 
tion costs for a Sun-Tron electrically heated home in pointed chairman of the board 
your own area. With this as a guide, it is possible 
to estimate most typical homes se Tess . 

™ YP 5 Penn-Union Electric Co., Erie Pa. has 


Desirable territories ond franchises are available SireTro, i announced the following appoint 
TM eve, & ments 
ae Fred T. Conboy has been named vice 


ond Inst eHhetien 


Cor og “ae 





! | president and assistant to the presi- 
7435 W. WILSON AVE. caf | dent; Lester R. Crane has been ap- 


CHICAGO 31, ILLINOIS | pointed vice president-sales; and 
Ralph J. Foster has been named 


treasure! 
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Hugh W. Griffith Jr. has been ap- 
pointed sales manager, power equip- 
ment of Sangamo Electric Co., 
Springfield, Ill. He was formerly home 
office district manager and product 
sales manager 


[he Wadsworth Electric Mfg. Co., 
Inc., Covington, Ky. has appointed 
the following named men as district 


sales managers 


Robert H. Browder will have charge 
of the Cleveland, Ohio territory 


Charles H. Porter will be in charge 
of the Tampa, Florida area 


James A. Cantrell will manage the 
Milwaukee, Wisc. area 


George H. Will, Jr. will take charge 
of the Atlanta, Ga. territory 


George H. Weitzel will have charge 
of the Baltimore, Md. area 


Donald W. Phillips will have charge 
of the Kansas City, Mo. area 


Wayne G. Parker Co. has been ap- 
pointed sales representative in the 
fulsa, Okla. area for the firm 


John Grinnon has been named sales 
agent in Hololulu, Hawaii, for the 
Diamond Expansion Bolt Sales Co., 
Inc. of Garwood, N.J. J. J. Miner Co. 
has been appointed Diamond agent 
for Michigan and Toledo, Ohio 


Walter J. Brannigan has joined the 
sales department of the Judson L. 
Thompson Mfg. Co., Electrical Con- 
tacts div., Waltham, Mass. Brannigan 
was formerly associated with an inter- 
national precious metals firm 


James J. Stenger has been appointed 
factory sales representative in Ohio 
by Anderson Electric Corp. of Birm 
ingham, Ala. Stenger will cover the 
territory formerly handled by K. R. 
Dodge. 


Robert H. Miller has been elected 
president and treasurer of the Moss- 
man-Yarnelle Co., Fort Wayne, Ind 
Miller has been with the firm since 
1939 


Earl R. Youngs has been reelected 
as treasurer of the Toledo Pipe 
Threading Machine Co., Toledo, 
Ohio. Youngs will continue- to be 


director of sales and advertising 


Harry L. Huntsinger has been ap 
pointed executive vice-president of 
Potter & Brumfield, Inc., Princeton, 
Ind., a subsidiary of American Ma 
chine & Foundry Co. Huntsinger will 
assume responsibility for the operation 
of 3 plants in Princeton, Franklin, 
Kentucky and Guelph, Ontario, Can 


ada 
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Anchor anything to concrete—easily 
quickly, permanently—with Saber- 
Tooth, sure-holding heavy-duty ma 
sonry anchor that drilis its own hole 





Put steel ex- 
pander plug in 
drill end of 
Saber-Tooth, 
drive home.. 
anchor ex- 
pands over 
plug, at bot- 
tom of hole 
for greatest 
o& holding power. 








See for yourself how easily you 
can anchor anything to concrete 

send the coupon for free sample 
Saber-Tooth and full information 








fasten to 


concrete 





It’s a drill...andd ' wn ft ast. even 
n hard concrete, with power-operated or hand 

ha er. Si t } 

quickly. Dr ng 
Q t of specia 
harpen t 

It's an anchor...and fast. engineering 

tests demonstrate | ing we pt i ) BE ) 

Ibs. As y é e 

over p t ' 

pull-out. Saber-T ere 





THE RAWLPLUG COMPANY, INC 
Petersville Road New R 


Please rush my Saber-Tooth sample and complete fact 


—— et Tr CL 


127 








No. $222 





No. 5224 





No. 5223 L8 





Lowest: othe Ne 


FOUR ("= 
COMBINATION 
QUIET SWITCHES 


You've been waiting for! 








LEVITON is the first to bring you four entirely 
new devices in the combination duplex line... 
the now popular mechanical Quiet Switch in 
combination with power outlets or pilot lights. 
The Quiet Switches are all precision-balanced 
with heavy special silver contacts, magnetic 
arc-snuffing action. The movement? So quiet 
you can hardly feel it! 


The features? All these: 


U-GROUND POWER OUTLETS offer maximum safety. Conform 
to N.E.C. requirements. Also accepts any 2-wire plug. 
ALL POWER OUTLETS have bronze double-wiping contacts 
for longer life and pressure grip. Can be wired inde- 
pendent of, or controlled by switch. 

PILOT LIGHT takes standard S-6 candelabra lamp that’s 
ay unscrewed. Nickel-plated protective hood over 
amp. 

RUGGED CONSTRUCTION! Base molded of brown phenolic... 
covers of either brown phenolic or ivory thermosetting 
plastic. Heavy gauge rustproofed underslung steel strap 
is riveted through cover and body to form a permanent 
assembly. 

EASY TO INSTALL! Large head No. 8 terminal screws have 
deep milled slots for easy wiring. Accommodate up to 
No. 10 conductors. Wiring diagram furnished with unit. 
Wide plaster ears on strap make wall alignment easier. 
ECONOMY! Save installation costs and wall space—single 
gang box and wall plate are all that is needed. 


No. 5225 . No. $222 No. 5224 . No, 5223 18 


SINGLE POLE . SINGLE POLE TWO SINGLE . SINGLE POLE 
Quiet Switch , Quiet Switch POLE , Quiet Switch 
with WITH POWER Quiet Switches with 
U-GROUND * OUTLET ON SAME * PILOT LIGHT 
OUTLET . « CIRCUIT . 

Rating . Rating . Rating — . Rating — 
Quiet Switch: | Quiet Switch: | Quiet Switches: | Quiet Switch: 
15A—120V 15A—120V 15A—120-277V 15A—120V 
AC only * AC only * AC only * AC only 
U-Ground gutet, * Power outiet: ° > Pilot Ligne 
15A~—125V - 15SA—125V . . 75W-1 


Listed by Underwriters’ Laboratories, Inc. 


YOUR BEST JOBS ARE DONE WITH... 


Write for full details today! 


LEVITON MANUFACTURING COMPANY, Brooklyn 22, N. Y. 


Chicago « Los Angeles « Leviton (Canada) Ltd., Montreal 


For your wire needs, contact our subsidiary: American Insulated Wire Corporation 


NEW LITERATURE 





Electrical Connectors—Forty-eight 
page bulletin, titled “ARK-trol Elec- 
trical Connectors,” is now available. 
Booklet describes complete line of 
plugs and receptacles in environment- 
resistant construction. Available from 
Crouse-Hinds Co., Syracuse, N.Y. 


Electric Heaters—New eight page 
catalog, F-1005, describes and illus- 
trates complete line of electric heat- 
ers. Contains detailed product 
description, illustration of uses and 
lists of heater types, sizes and ratings. 
Booklet issued by Edwin L. Wiegand 
Co., Pittsburgh, Penna 


Weather Data—Thirty-two page re- 
port entitled “Weather Data For 
Humidity Control Air Conditioning,” 
is now available from the Edison 
Electric Institute. Report is a compila- 
tion of weather data for various areas 
of the nation by some 20 investor- 
owned electric light and power com- 
panies. Figures are given for both the 
heating and cooling seasons, showing 
average mean. temperatures, dew- 
point, and humidity. Edison Electric 
Institute, New York 17, N.Y. has 
published the report. 


Electric Plants—New two page, two 
color bulletin describes new line of 
20 KW electric generating plants. The 
bulletin includes complete specifica- 
tions for the units. Booklet is avail- 
able from Jeta, Inc. Yonkers, N.Y. 


Mercury Switches—Newly revised cat- 
alog, No. 90b, describes complete line 
of Honeywell mercury switches. In- 
cluded are photographs, dimensions, 
electrical ratings, drawings, applica- 
tion information and technical data. 
Catalog is available from Micro 
Switch div., Minneapolis-Honeywell 
Regulator Co., Freeport, III. 


Controller Four-page bulletin 
GEA-6963, describes features of new 
General Electric oil-well pumping 
controller. New controller is designed 
for outdoor operation in oil-field ap- 
plications for full-voltage starting of 
polyphase motors up to 100 horse- 
power, 440-v maximum. Bulletin con- 
tains a technical description of the 
controller including identification of 
all components parts. Available from 
General Electric Co., Schenectady 5, 
N.Y. 

Connectors—A fully illustrated catalog 
describing a complete line of elec- 
trical connectors has been issued by 
Electrical Products division of the 
Joy Mfg. Co., St. Louis, Mo. The 
booklet also lists electrical current 
ratings for cable as based on wire 
gauges and number of wires. 
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Lighting Fixtures—Wall poster 25- x 
50-in, illustrating complete line of 
lighting fixtures by Moe Light div., 
Thomas Industries Inc., Louisville, 
Ky. Posters are available at five cents 
each. 


Heaters—New 64 page Catalog No. 
60 illustrates complete line of electric 
process heaters. Also included is a 
comprehensive application section 
and a technical section to aid in cal- 
culation of heating requirements. 
Booklet available from Edwin I 
Wiegand Co., Pittsburgh, Penn. 


Lighting Guide—New guide to the 
proper use and application of incan- 
descent and fluorescent lamps now 
available. Guide contains table of 
popular white fluorescent lamp colors. 
Booklet available from Westinghouse 
Electric Corp., Bloomfield, N. J. 


Lamps—Catalogue listing a line of 
electroluminescent “light bulbs,” is 
available from Westinghouse lamp 
div., Westinghouse Electric Corp., 
Bloomfield, N.J. 


BOOK REVIEWS 


Inspection Manual on 
Fire Safety Procedures 


National Fire Protection Association 
Boston 10, Mass. 


A new 320-page guide to check and 
improve the safety of property from 
fire has been published by the Nation- 
al Fire Protection Association. Sub- 
jects covered include inspection pro- 
cedure, what to look for in various 
occupancies, heating hazards, and in- 
spection of protective equipment. 


NEWS 


Halo Lighting 
Takes License 

JERSEY CITY—tThe patent in- 
fringement suit filed in Chicago Fed- 
eral Court by Lightolier, Inc., against 
Halo Lighting Products, Inc., Chicago, 
has been settled out of court, ac- 
cording to a Lightolier spokesman. 

Halo Lighting has _ reportedly 
agreed to license the use of Light- 
olier’s Torsionite spring in recessed 
fixtures. Torsionite was developed by 
Lightolier and is protected by U.S. 
Patent No. 2,701,299. 


An interesting application of the mer- 
cury switch is in an ear-worn alarm 
for long distance drivers that buzzes 
whenever the head nods. 
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RONG 


patented* branding 


YOU KNOW YOU ARE GETTING 
WHAT YOU ORDERED. 


HIGHEST NEOPRENE CONTENT IN THE TYPE AND SIZE 
INDUSTRY 


IN AN van 


i ' 
RATED BUREAU OF MINES SELF-MEASURING. 
VOLTAGE 


* 


TRY A LENGTH IN YOUR WORKSHOP 





MANUFACTURERS EXPANSIONS 





Minneapolis-Honeywell Regulator Co., 
has announced opening of five branch 
offices of its Datamatic division. 


Philadelphia Insulated Wire Co., 


Mt P 4 
ee ll nae 
a 

Moorestown, N.J., has announced 
construction of a new _ plant in 
Moorestown. The firm supplies in- 
sulated wire and cable to the elec- 
trical field. 
Cutler-Hammer Inc., - Milwaukee, 
Wisc., has opened a new branch sales 
Office at 1313 Jefferson Ave. Toledo, 
to operate as a part of the company’s 
Cleveland sales district 

SALES AIDS 








General Electric Co., Wiring Device 
dept., Providence, R. | [wo-color 
merchandiser card, 9- x 12-in, displays 
20 safety guide lights, each on an 
individual package. Individual cards re- 
lease easily, but won't drop off acciden- 
tally 


Westinghouse Electric Corp., Bloom 
field, N. J.—Safety light merchan- 
diser card displays 10 plastic framed 


ro “Rayescent” lights 


Safely grounded...with g= PRECISION 
(Uys) Engineered 


CF«I Galvanized Steel Strand WY Fittings 


The CFaI Image—a giant steelman—stands for the depend- 
ability that’s built into all CF&lI steel products. One of them— 
Galvanized Steel Strand—is a safe, sure way to ground electrical 
installations and equipment. 








Available in seven- or three-wire constructions, CFaI Gal- 
vanized Steel Strand is made in accordance with ASTM Speci- 
fications A-122 or A-363. In addition, it can be produced to 
your particular specifications. 


CFelI Galvanized Steel Strand is also rec- 
ommended for guy and messenger wire, and 
is available for quick delivery either from a 
nearby CFeI warehouse or from your local 


electrical distributor. 
6931 


GALVANIZED STEEL STRAND ae cg AY 
: 


THE COLORADO FUEL AND IRON CORPORATION 


i 
In the West: THE COLORADO FUEL AND IRON <5 
CORPORATION—Albuquerque * Amarilio * Billings * Boise 
Butte * Denver * El Paso* Farmington (N.M.) * Ft. Worth * Houston 


Kansas City * Lincoln * Los Angeles * Oakland * Oklahoma City 
Phoenix * Portland * Pueblo * SaltLakeCity * San Francisco he S$ i ia 
San Leandro « Seattle + Spokane « Wichita e 


'; WICKWIRE SPENCER STEEL DIVISION—Atlanta * Boston 
Buffalo * Chicago * Detroit * New Orleans * New York * Philadelphia Mfg. Inc. Los Angeles 1 1 


CF&I OFFICE IN CANADA: Montreal 814 E. 29th St. ADams 1-9147 


CANADIAN REPRESENTATIVES AT: Calgary * Edmonton * Vancouver * Winnipeg 
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OBITUARIES 
Harold J. Kresge 


Harold J. Kresge, vice president of 
Sprague Electrical div. of Electrical 
Supplies Inc., Hartford, Conn. 
at the age of 60 in Bridgeport, Conn 
on May 24th. 


Edward V. (Ned) Platt 


Edward V. (Ned) Platt, president 
of the Paragon Electric Co., Two 
Rivers, Wisc., died at the age of 61 





died 


on May 20th at West Palm Beach, 
Fla. He had been president of the 
firm since 1943. 





MORE NEW PRODUCTS 





Miniature and two-pole toggle 
switches available. Gold-plated 
contacts open and close with wiping 
action, maker Features include 
single or double throw, high toggle 
operating forces, and lever 
Cutler-Hammer _Inc., 
Wisc. 


one 
are 


says. 


seals. e 
Milwaukee, 


Universal junction box is designed to 


accommodate various’ types of 
switches, push button stations, and 
pilot lights. New series, “US” and 


“UD” is provided with hub blanks. ¢ 
Killark Electric Mfg. Co., St. Louis 
13, Mo. 


LIFT Big Reels 
Easier, SAFER 


with the 
HYKON 
REELIFT 








easily lifts 
1,000 Ib. reel 
Two men can set up a heavy reel of 1,000 ft. 500,000 


CMC in less than 5 minutes—ready to pull cable fast! 
Ree| revolves freely, yet is safe, solidly mounted 
Compare costs—reel handling with a Reelift costs 
less than any other method. Raises any size reel up 


to 48” in diameter 
NEW FREE CATALOG 


Write for copy today 


HYKON MFG. CO. 
Box 923, Mt. Union 
Alliance, Ohio 
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MULT! 


DEPENDABLE 
LIGHTING 
EQUIPMENT 
ALWAYS 


QUALITY 
PORCELAIN 
ENAMELED 
REFLECTORS 


> 


ALUMINUM 
REFLECTORS 
ALZAK 
FINISH 


2 


MULTI 
QUALITY 
THROUGH 
THE YEARS 
INSURES 
CUSTOMER 
SATISFACTION 


a 


PREFERRED 
BY THE 
ENGINEER 
WHOLESALER 
CONTRACTOR 


MAINTENANCE 


> 


SEE OUR CATALOG 


IN SWEET'S 
RCHITECTURAL 
FILE 

= 


OR WRITE FOR COPY 


FOR COMPLETE 
CATALOG 
ADDRESS 

REQUEST TO 


i 








YOUR GUIDE FOR DEPENDABLE 
LIGHTING EQUIPMENT f) 


RLM INCANDESCENT REFLECTORS 
WHITE PORCELAIN INSIDE, OUTSIDE oy, 


THREADLOK PENDENT OR BOX P mi, 


MOUNTING SOCKETS * COMPLETE 
RANGE OF SIZES & SHAPES 


RLM HIGH BAY REFLECTORS 
ALUMINUM WITH ALZAK FINISH 
STEEL WHITE PORCELAIN ENAMEL 
300 TO 1500 WATT INCANDESCENT OR 
400 W. OR 1000 WATT MERCURY VAPOR 
NARROW BEAM, MEDIUM OR 
WIDE SPREAD 


VAPORPROOF FIXTURES 
CAST ALUMINUM HOUSINGS 
PORCELAIN ENAMELED REFLECTORS 
100 TO 500 WATT SIZES. PENDENT 
BOX OR BRACKET MOUNTING 
CLEAR, HEAT RESISTING GLASS 


GYMNASIUM FIXTURES 
FOR SUSPENDED CEILING MOUNTING 


SERVICEABLE FROM ABOVE OR BELOW . 


500 WATT—I8” PORCELAIN ENAMELED Jeger 
REFLECTOR. ALSO AVAILABLE WITH @a.. 
CAST ALUMINUM GUARD 
CEILING FIXTURES WITH HINGED 


GLOBE. FIVE SIZES, ALUMINUM 
FITTER 


HOSPITAL ROOM-BED FIXTURES 


INCANDESCENT DUAL LIGHT 
CAST ALUMINUM. DESIGNED TO 


GIVE MORE LIGHT WHERE NEEDED 
VENTILATED FOR COOLER 
OPERATION 

FLOODLIGHTS P ' 
ALUMINUM WITH ALZAK FINISH * ae 
WITH HINGED HEAT RESISTING 4 
LENS. ALSO AVAILABLE IN OPEN ™ s 
TYPE, ANGLE, ELLIPTICAL AND 
STEEL PORCELAIN ENAMELED 


SPARLITES-LAMPHOLDERS 


FOR PAR 38—R40-PAR 56 
LAMPS. COMPLETE LINE OF 
BOXES, FITTINGS, LENS 
AND ACCESSORIES 


PARKING AREA POST LIGHTS 


500 WATT PORCELAIN REFLECTOR 
WITH SPARLITES 


RLM 
FLUORESCENT 
FIXTURES 


ELECTRIC MFG. INC. Hie 


4237W. LAKE ST 





CHICAGO 24 ® 





























“ew SAFEWAY 


AUTOMATIC POWER co REEL Ss 


“job-rated” for 
better handling 
of power cables 
everywhere in 
industry 


4 BASIC REELS» 


that have 


4 BASIC USES 


Engineered to Save You Money... and 
handle all power cable requirements 
BETTER. “Job-rated” so you buy no more 
reel than your job requires. Maximum 
flexibility and quality is built into each 
reel to provide the greatest use at the 
lowest cost. 
SAFEWAY power cable reels are built for 
Stretch . - Recovery .. .Lift...and Drag 
applications in the four basic sizes and 
5 }} custom built to larger sizes 
@. according to specifications. 
| "== |) WRITE TODAY... for the brochure “that 


| ees tells all” about Power Cable Reels... 
| Sa" 
ee) 


| and complete specification sheets. 


DANIEL WOODHEAD COMPANY 


Dept. 102, 15 No. Jefferson St., Chicago 6, Ill 


SAFETY SWITCHES 
That Meet the New NEMA Standards 


KNIFE BLADE INDUSTIAL 
FUSIBLE AND NOT FUSIBLE 





30 
To 
1200 
AMPERES 








2¥ ly _"” x 2 Yn * 
a” x af 
6” x 6” 
3” ye 8” 


IN 
1 To S Foor 
LENGTHS 


WIRING TROUGHS 
With Knockouts and Without 
A COMPLETE LINE OF FITTINGS 











SERVICE EQUIPMENT 
A Fusible Device for Every Need 
DRYER —- RANGE — WATER HEATER 





HEATING PANELS —— AIR CONDITIONERS 


30 
TO 
200 
AMPERES 

















‘“E.7-RED’’ “ae 
CIRCUIT BREAKERS — 
INTERCHANGEABLE ae 
NON-INTERCHANGE 


W/4 WADSWORTH ania 


MFG CC 


| 
| 
| 


NEW PRODUCTS YOU CAN USE 





Electrical Truck 
The Raymond Corp., N.Y. 


New heavy duty 4,000 Ib. capacity 
narrow aisle electric truck. Model is 
powered by 24-v electrical system. 
Truck has two drive motors coupled 
to wheels. Features elevating and 
lowering controls combined with di- 
rectional control. Offered in 
both reach straddle base 
fork models. 


Greene, 


speed 
fork and 


Cutting Attachment 


OR-O-CO Tool Co., c/o Ideas Inc., 
Laramie, Wyoming. 


New tool for attachment to acetylene 
cutting torch permits cutting of pre- 
cision holes in thick metal plate. Can 
be used for cutting holes for pipes 
and electrical conduit. 


Link Chain Hoist 

Yale Handling Div., Yale 
& Towne Mfg. Co., Philadelphia, Pa. 
New link chain hoist lifts through 
alloy type link chain which flexes in 
any plane to allow picking up mate- 


Materials 


| rial not directly under the hoist itself, 


| 
| 
| 
| 
| 


maker says. Available in hook or 


| trolley types. 








Ae Wire Pulling Lubricant 
~ 


Only Y-ER E, EAS has all these features 


@ Creamy, non-corrosive lu- 
bricant. Never greasy or 
messy. 

Prevents sticking or set- 
ting. Specially helpful on 
saddles and turns. 

Does not run back on 
cables. 

Never harmful to hands 
or clothing. 

Permanently non-harmful 
to cables or conduit. 


Write for 
descriptive 
booklet 





ELECTRO COMPOUND co. 


4 4153 W. 150th Street © Cleveland 85 Ohie 
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NEWS 





Distributors Receive 
Achievement Awards 


LOUISVILLE, Ky.—Thirty 
trical distributors received achievement 
awards at the recent National As- 
sociation of Electrical Distributors 
convention in Chicago 

The awards were plaques given by 


elec- 


Thomas Industries Inc., to electrical 
distributing organizations for out- 
standing lighting fixture sales and 


merchandising. 

Frederick Keller, president of the 
firm, forecast an optimistic future for 
the lighting industry at the awards 
presentation. 

Keller said, “it appears evident that 
lighting is multiplying in importance 
in every new. building and remodeling 
job in the country. By 1960 we fore- 
see that our lighting volume will 
greatly exceed last year’s record. As 
distributors, your volume and profits 
stand to increase proportionately.” 


MORE NEW PRODUCTS 





Newly 
F-40, may be used 
in either Rapid 


interchangeably 
Start or Preheat 


(starter) service, maker says. General | 
Inc., 


Electric Co., Cleveland, Ohio. 








for right—tight connections 

Accurate tapping, careful chamfering 
and rigid inspection combine to give 
users completely satisfactory installa- 
tions. Conduit Couplings are hot-dipped 
galvanized or black enameled . . . are 
available in all sizes from !2” to 6”. Sizes 
15” to 2” are conveniently packaged at 
no extra cost. Shipped promptly from 
factory or from one of ten strategically 
located warehouses. 


CONDUIT PIPE PRODUCTS CO., 


COLUMBUS, OHIO 






pe] S mel, |S Mil teliicl Ma felts y 18 3: 
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developed lamp, called the 








unique Ss 
light-fastening tool ! 





: focused on L 
Coupling’s| repeat business 


ATH 
a” '@s 


oo ™% 
? Shure-Set’; 
2 

"Ca, ani 


WINCHESTER-WESTERN DIVISION 
12189-G BEREA ROAD 


This new and different Shure-Set~ fastening tool 
is keyed to the high repeat volume of the booming 
construction market. Every carpenter, electrician, 
plumber and craftsman needs Shure-Set to fasten 
into concrete, mortar or building block. .. unique 
hammer-powered Shure-Set will bring customers 
back again and again for hundreds and thousands 
of specially-designed Shure-Set Fasteners 


So tie-in with the terrific new Shure-Set tool... get 
a real foothold in the profitable fastening business 


It will be worth your time to contact us today 
for details on profit possibilites with Shure-Set 


In addition to hammer-in Shure-Set, the versatile Ramset Fastening 
System includes Ramset powder-actuated too/s for heavy-duty 
fastening, and Ringblaster*heavy-duty kiln gun 


Ramset Fastening System 





* OLIN-MATHIESON CHEMICAL CORPORATION 


CLEVELAND, OHIO 








AS WITH REGULAR 
FLEXIBLE CONDUIT 


AS RIGID 
CONDUIT 


WOW 


EXTRUDED POLYVINYL JACKET MOLDED 
TO GALVANIZED FLEXIBLE CONDUIT 


Complete protection against any and all con- Type LT JIC Approved 
‘ P oe ares " " 7, — Type LA 

tamination—impervious to water, oils, chemicals, Sadvesiteet’ Aencoced 
° 


corrosive atmospheres. Insta!led in minutes. No 








more ‘“‘downtime”’ due to wiring shorts or burn- Write for free 
fh sts and 


outs, no more periodic wiring replacements. liscounts 


Joey ELECTRI-FLEX COMPANY 


P.O. BOX 128-A + ROSELLE, ILLINOIS 








No. 62CG illustrated 


Transverse Cutter 


CUSHION GRIP / 


Plier handles have dipped 


plastic coating . . . permanent, comfortable. 
Heads polished and buffed to a “mirror finish’’. 
All pliers available . . . add “CG” after the number 


for cushion grip. 


Gives pliers a "Feel" that inspires Craftsmanship! 


Sell Xcelite Tools... more Sales and Profits ! 


> @ od —5 Oe eee yeas) 
ORCHARD PARK , NEW YORK 


Canada: Charles W. Pointon, Ltd.. Toronto PREFERRED BY THE EXPERTS 





Zuality Haud Jools 


NEWS 





Architecture and Lighting 

A NEW CONCEPT of lighting as a 
building material itself, and clever use 
of this new tool by architects are add- 
ing both function and beauty to the 
skylines of major U. S. cities. Exam 
ples of how builders are developing 
the skills of illumination was featured 
at the Second National Lighting Ex- 
position, a four-day trade exhibit 
at the New York Coliseum. 

In many ways more flexible than 
conventional building materials, light- 
ing is now included in an architect's 
original designs, functions as an inte- 
gral part of the structure, and adds 
appreciably to the dramatic beauty of 
the finished building. 

Unless specially qualified them- 
selves, architects rely on lighting en- 
gineers or designers to solve with 
lights the problems of form and space. 
In turn, the lighting designer calls on 
specialized skills of an equipment 
manufacturer to fabricate fixtures that 
can project light in the patterns he 
creates 
e Light Control—‘The key to the 
success of lighting for buildings,” 
Gardner M. Simes, Simes Co., Inc., 
explains, “has been the development 
of lighting equipment that makes it 
possible to control light. This control 
permits light to be used to emphasize 


| ALUMINUM 


“t/t 


Aluminum 
\ Couplings 


Aluminum Elbows i 


Standard Radius 
Extra Large Radius E 


Aluminum : 
Nipples: 


up to 6” sizes 


1455 SPRING GARDEN AVE. PITTSBURGH 12, PA. 
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ANOTHER 
NEW 


PROFIT 
MAKER 


COMBINATION 
SINGLE POLE SWITCH 


AND 


U GROUND RECEPTACLE 








SPECIFICATION 
GRADE 








No. 991 


Brown & Ivory 


Switch Rating 
10A-125V "T" 
5A-250V 


Receptacle Rating 
15A-125V 


Underwriters 
Listed 





addition t< 
Line 


This latest 


the Eagle Com 
bination incorporates the new U 
Ground Receptacle to accommodate a 
3 wire grounded appliance for maximum 


sofety 


Will also accept any 2 wire plug. 


Outlet can be wired independently 
of; or controlled by switch. 


Heavy phosphor bronze "T" con- 


tacts insure life-time satisfaction. 


rated. 


Heavy duty switch is ‘'T' 


Switch and 


circuit; common 


receptacle on same 


terminal marked 


line. 


Green color terminal to ground. 


long screws 
with starting die points and plaster 


threads, 


Equipped with 7/,"" 


cleaning mounted on 


straps 


Wiring diagram on each individual 
box. 
SOLD THROUGH WHOLESALERS 


SEND FOR FREE LITERATURE ON 
EAGLE COMBINATION DEVICES 





“Perfection is not an Accident" 
EAGLE ELECTRIC 


MFG. CO., INC. 


LONG ISLAND CITY 1, NEW YORK 
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or soften textures in building surfaces, 
to bring out the sheen of polished 
metals, to highlight impressive shapes 
and even to alter or set the apparent 
proportions of a structure.’ 


. 

Eye-Strain 
According to experts in the field of 
lighting, most people are straining 
their eyes trying to perform daily 


tasks with insufficient illumination. 
This was brought out at a presen 
tation given to some 1,000 electric 
power company executives gathered 
to attend the 25th Annual Sales Con- 
ference of Edison Electric Institute 


[he presentation, “New Frontiers in 
Lighting,” was staged by three well- 
known authorities in the field of light 
and sight—Dr. H. Richard Blackwell, 
Director of the Institute for Research 
in Vision at Ohio State University, 
Mr. C. L. Crouch, Technical Directo 
of the Illuminating Engineering So- 
ciety, and Mr. G. E. Burens, Vice 
President and General Manager of 
the Lamp Division of General Elec- 
tric Company. 

e Right Light Dr 
presentation to the power company 
executives outlined the method, 
by means of which can be determined 
exactly how much light is 
to see properly while performing vari- 
ous tasks ranging from school studies 
to fabric inspection, from office work 
to household duties 


Blackwell's 


new 


necessary 


The portion of the presentation 
given by Crouch, showed that most 
workers need several times as much 
light for efficient and comfortable 
seeing without eyestrain as they are 
presently using. A person engaged in 
bookkeeping, for instance requires 


about 100 footcandles as compared 
with the 30 footcandles considered 
adequate previously. For inspecting 
cloth fabrics 2,000 footcandles are 


needed, compared with the 30 to 300 
footcandles in general use today for 
the job. A fine bench or ma 
chine worker should have 1,000 foot- 
candles of lighting instead of the 200 
or so previously considered sufficient 
for the task 


same 





IDENTIFICATION 
NAME PLATES 


Machine engraved on black surface 
bakelite with white lettering—any 
titles—for controls, panels, consoles 
etc. Quick mail service anywhere. Free 
sample and prices to wholesale elec 
trical supply companies 


G. F. BUNNELL CO. 
645 Cypress Road 
Vero Beach, Florida 























ANOTHER 
NEW 


PROFIT 
MAKER 


THE ONE AND ONLY 
Fabulous No. 50 


LOCK-ON 


RUBBER CORD CONNECTOR 








Underwriters’ listed Patented ir 


US and Canada 


AUTOMATICALLY 
LOCKS =H, 
ANY 4 =~ ® 


STANDARD CAP 


TO RELEASE CAP 
SIMPLY PRESS THE 2 BUTTONS 


AVOIDS POOR CONNECTIONS. 
Hardened lock-on spring firmly 
makes and holds good contact on 


both sides of the prong. UNBREAK 
ABLE. Made of rubber 


t is unbreak 


able. CORD PROTECTION. Cord 
clamps hold the wire connection 
firmly ATTRACTIVE. Attractively 
made with black rubber and con 


trasting white phenolic push buttons 
QUICK SALES 
Mounted on an in 


sales card 





dividual 


CK OM, conmactoe 
: 
ayTOMATICALLY LOCKS 





FOR ADDED 
SALES AND 
PROFITS 
SHOW IT- 
STOCK IT 
SELL IT 
AT FULL PROFIT 





1 Free 2250 Catalog Sheet Available Upon Request 


“Perfection is not an Acrident” 


EAGLE ELECTRIC 
| oh Cm Ol OP | | On 


LONG ISLAND CITY 1, NEW YORK 
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Latrobe 
Electrical 


“TRU-LEVEL” 


Fully Adjustable 


FLOOR BOX 


A sheet steel, galvanized 4 inch octagon 
watertight floor box with a 3!/4” opening in 
the box body cover—large enough for the 
hand to fit into, in order to make inside 
conduit attachments. 

A '/2” adjusting ring and 2!/2” long, screw 
legs makes quick and easy tru-leveling pos- 
sible. A plastic collar seals out moisture 
while protecting the adjusting ring threads. 


Two !/2” and two 3%” K O's in sides—three 
/2" and two ¥%” K O's in bottom. 


Non-Adjustable 
Watertight 
Floor Box 


Unique, practical de- 
sign cuts _ installation 
time; makes safer job 
and leaves more wire 
space inside box. Cover 
plate is 3!/2'’ diameter. 


Insulator Supports 
Fasten porcelain or glass in 
sulators to steel framework 
without punching holes. 4 sizes 
1”, 1%”, 2” and 21”. 


LATROBE PRODUCTS 
NON-ADJUSTABLE FLOOR BOXES 
ADJUSTABLE FLOOR BOXES 
GANG BOXES—COVER PLATES 
JUNCTION BOXES—NOZZLES 
PIPE OR CONDUIT HANGERS 
INSULATOR SUPPORT 
CABLE SUPPORTS—FISH WIRE 
STAPLE AND CABLE CLIPS 


Sales Representatives in all principal Cities 


Pullman 


Manuracturing Oo. 


9.1715 JEFFER | 


LATROBE. PA. 


Tristate Announces 
Operating Change 

BALTIMORE, MD.—On June Ist 
the basic organizational structure of 
Tristate Electrical Supply Co., Inc. 
underwent an operating change. 

The Maryland-based electrical dis- 
tributing firm—serving parts of Vir- 
ginia, West Virginia, Delaware and 
Pennsylvania announced these ap- 
pointments: Robert E. Stott, chairman 
of the board; John M. Waltersdorf, 
president of Tristate; Herbert O. Mc- 
Calley, general purchasing agent and 
treasurer; George Fey, comptroller; 
Alvey M. Reeder, division manager 
in Baltimore; John Herboldsheimer, 
division manager in Hagerstown and 
Robert Welsh, division manager in 
Cumberland. 





GE Division 
To Move 

LOS ANGELES—General Electric 
construction materials division ex- 
pects to move into a new $425,000 
district sales office and warehouse 
at Los Angeles by October Ist. The 
new facility will be nearly double 
the size of the present plant and 


will house the conduit products, 


wiring device and wire and cable de- 
partments. 


clear channels 


CONDUIT PIPE PRODUCTS CO., 


COLUMBUS, OHIO 


SOLD ONLY THROUGH WHOLESALERS 





for convenient, 
money-saving connections 


Conduit hot-dipped galvanized nip- 
ples are carefully threaded and 
chamfered, rigidly inspected and U.L. 
approved. Available in all sizes for 
prompt shipment from factory or 
ten strategically located warehouses. 
Sizes: 12” x close to 2” x 6” are all 
attractively packaged. Larger sizes 
21.” to 6”, in various lengths, also 
available. 


CONDUIT PIPE PRODUCTS CO., 
COLUMBUS, OHIO 


ble]Gemme), |S Mai.) telticl Mai lelisy edb) 


THIEL 


TRANSFORMER 
HANGERS 


MANGER KICKERS 
THIEL HANGERS are 


made according te 
WEMA Specifications 
HEAVY STEEL con 
struction, HOT-DIP 
galvanized for depend 
able service and long 
fe. Twe styles com 


plete with galvanized 


Pot.No. 2632356 
FASTENERS Im STOCK FOR 


belts and nuts 


FOR ELECTRICIANS ... IMMEDIATE DELIVERY 


REFRIGERATOR MEN PLUMBERS 
NEW “GRIP-TYPE” 
SNAPS ON 


T. TYPE HANGERS 


NEW HUMP 
THIEL a e 
PAT. PENDING Men 
WiLt NOT BREAK 
OR PULL OUT 


ANOTHER FIRST FOR Tritt 
@ Essential for Electrical Men 


@ Greatest Improvement in 30 Years 
SOLD OME THRU LEADING ELECTRICAL 


THIEL TOOL & ENGINEERING CO.,INC. 
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Research And Development 
Key To Economic Future 
NEW YORK—America’s  unpre- 
cendented research and development 
effort will be a driving force behind 
this country’s economic future and 
will also provide management with | 
“unparalleled opportunities to build a | 
smoother running and more produc- 
tive industrial machine,’ Mark W. 
Cresap, Jr., president of Westinghouse 
Electric Corp., said recently. 
Speaking at a purchasing agent's | 
convention in New York, Cresap pre- 
dicted we are within 10 years of 
ultrasonic dishwashers, _ irradiated 
foods, picture frame television carry- 
ing intercontinental programs, fully 
automated factories, continuous steel 
casting and direct reduction of ore 


Electric Heat Sales 
Exceed Last Year’s Mark 


SPOKANE, Wash.—The Inland 
Empire Electrical League has reported 
electric heat sales for the first three 
months of 1959 are ahead of last year 

[he league said that March sales 
of 91 installations brought the total | 
to 321 installations for the first quar- 
ter, a 26% 


increase Over last year 





MINERALLAC 
“PULL-IN” 


COMPOUND 


No. 100 







LISTED 
and 
APPROVED 
by 
UNDERWRITERS 
LABORATORIES 





For Rubber, Synthetic, Plastic 
or Lead-Covered Wires or Cables 


Approved by Underwriters Laboratories 
for lubricating wires and cables to facil- 
itate pulling them into conduits. Not in- 
jurious to wire or wire covers. Free of 
objectionable odors. White in color. Will 
not drip or run. Convenient pint, quart, 
Y% gal., gal. and 5 gal. cans. Available 
through your electrical jobber. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street, Chicago 7, Illinois 


MINERALLAC 
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UNDISPLAYED 


$1.50 per line minimum 3 lines. To figure ad- 
vanes payment count 5 average words ca a fins. 





Box numbers—counts as 1 line 
Pesition Wanted ads are % the above rate 


Discount of 10% if full payment is made in ad- 
vance for 4 consecutive insertions 
Send NEW ADS or Inquiries to Class 
P.O. Box 12, New York 36, N 
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$s DISPLAYED 

The rate for Employment is $13.50 per inch for 
advertising appearing on other than « centract 
basis. Contract rates quoted on request. Bub 
ject w Agency Commission 

Other sdvertising is $12.25 per inch 
t gency commission 

An advertising inch is measured %” vertically on 
a column—8 columne—80 inches to « page 

Adv. of ELECTRICAL WHOLESALING 
August issue closing July 15th 
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229 Whitehall St Atlanta 3, Georgia 
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I}linol Wise Mi I I 
Nebraska, Kansa nd W M 
RW-1914 Electrical Wholesaling Class. Adv. Div 
P.O. Box 12, N.Y. 36, N.Y 





WHOLESALE ELECTRICAL 
SUPPLY SALESMAN 


Must have thorough CURRENT KNOWLEDGE of 
electrical supplies and able to sell electrical con 
tractors. Good salary and commission. Excellent 
prospect for rapid promotion to Branch Manager 
Old established, good financed company. If you 


have actual experience in wholesale electrical 
supply business, send us resume of experience 
and references. Write te 
R & R ELECTRIC, INC. 
P.O. Box 289% 
West FP Beact Fla 

















MANUFACTURER REPRESENTATIVES WANTED 


We mfg. the finest in design and largest selec 
tion of recessed clocks in all sizes, and finishes 
in addition, highly-decorative executive styled 
wall clocks. 
R. & H. Guarantee Products 
5440 W. Cermak Rd., Cicero 50, Ill 











TWO GOODWILL WINNERS 
BLUE PRINT MEASURIR ELECTRICIANS KNIFE 
imprinted with your advertising 


Write for cotoleg 


GERSON CO. 
49 DEERING ROAD 
MATTAPAN, MASS 
CUnninghom 6 1463 
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Why Stock TWO 


Kinds of Covers 


@) ) | aey 7-1) 
can be used 
for 

plaster or 
dry walls. 


{RROW CONDUITT'S 


V4"" Raised — One Device 


4° Sq. OUTLET 
BOX COVER 


Stock only ONE Cover eam iliad 
important uses at no extra cost! 


P - : 
Vall me, Ex pe rience .. 
active ingredients in all Arrow products 


ARROW CONDUIT 
& FITTINGS CORP. 


129 30th Street, Brooklyn 32, N.Y 


OUTLET BOXES « GANG BOXES e 


COVERS * BOX SUPPORTS 
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Every splice you make must be final, permanent and safe. 
SLIPKNOT PLastic TAPE is engineered for dependable 
adhesive quality and proper stretch to insure a neat, tight 
wrap that molds to any irregular shape and stays down. 


And Slipknot’s patented, exclusive cutter, packed free 
with every 66-foot roll, solves the handling problem — 
swiftly, handily, easily. No waste...no distortion... no 
effort. 


Next time, specify SLIPKNOT PLASTIC ELECTRICAL TAPE 
from your distributor. 


SOLD OHLY 
THRU 

RECOGNIZED 

WHOLESALERS 


PLYMOUTH RUBBER COMPANY, INC. 


QUALITY SINCE 1896 CANTON, MASSACHUSETTS 
Makers of SLIPKNOT FRICTION TAPE most widely used friction tape in the world 








... Offer you new Profits in selling fuses 
for loads from 600 to 6000 amperes 


Today's circuits require a type of protection not 
dreamed of a few years ago. Increased power demands 
and rapid growth in network capacity means that the 
device protecting entrance mains may be subjected to 
a fault current as great as 200,000 amperes. 


Hence, to protect the electrical system against 
damage from shorts, a device must: 


1. Have sufficient interrupting capacity to handle any 
available current. 

2. Open fast enough to limit current to safe values. 

3. Clear circuit fast enough to hold down the magnetic 

forces to values harmless to a properly designed bus 

structure. 

4. Be depended upon to clear the circuit whenever fault 

conditions demand it. 


BUSS Hi-Cap Fuses were designed to meet these 
conditions. Exhaustive laboratory and field tests have 
shown them able to handle promptly and safely any 


current commercially available today on voltages up 
to 600. 


How to turn BUSS Hi-Cap fuses into sales 


Whenever you find one of your customers or 
prospects is interested in increasing his electrical load 
or in modernizing his circuits or in putting in a new 
installation, you have a sales lead for BUSS Hi-Cap 
fuses. 


Since proper installation of these large amperage 
fuses may require engineering data, remember the 
BUSS Fuseman in your territory. 


He is in a position to help you show your prospect 
all available fuses and various types of terminals and 
such information. 


and there is a “plus” profit in BUSS Hi-Cap 
fuses for you and your house. 


Bussmann Mfg. Division, McGraw-Edison Co., St. Louis, Mo. 





Klectriecal Protection Goes 


MODERN with BUSS FUSES 








